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NEW ELECTRICAL METHOD applies éo this FENCE WIRE 
A Multiple—NOT JUST A Séngle—ZINC COATING 


@ Breaking all hidebound traditions in the fence industry, the new electrical method lends 
to Republic Fence such factors of resistance to rust and corrosion that your cus- 
tomers instantly recognize it as an improvement over fence galvanized by old methods. 





For example, the new electrical method applies to Republic Fence wire, a multiple coating 
of pure zinc—not just a single coating of impure zinc. Moreover, it is the only method by 
which a zinc coating can be applied to fence wire, that is pure zinc all the way through. No 
zinc-iron alloy to weaken protection! Finally, the electrical method is the only method 
that can be depended upon to apply a zinc coating of uniform thickness at a// points, with- 
out thin spots at any point. And, remember, no coating lasts longer than its thinnest point. 


This new kind of zinc coating has the appearance of unpolished-silver. It is amazingly 
tough, pliable and adhesive—not brittle and fragile. And it is applied to copper-bearing 
steel wire of high \strength—not just plain steel wire. The new Republic Fence offers this 
greater resistance to rust and corrosion—this important selling advantage — at no added cost. 
WRITE FOR DEALER PROPOSITION AND NEW CATALOG 
The Republic line of steel products for the farm is notable throughout for modern 
advancements which give unusual sales appeal. It is supported by farm paper, radio 
and point-of-sale advertising of leadership caliber. It is a money maker for you. Write 
for the Republic Dealer Proposition and handsome new Catalog. Do it today! 


REPUBLIC STEEL CORPORATION (wire DIVISION) 
7850 So. Chicago Ave., Chicago, Illinois . (General Offices: Cleveland, Ohio) 


REPUBLIC FENCE 











MULTIPLE ZINC COATING 


You’re looking at a cross-section of the 
zinc coating on Republic Fence wire, 
magnified 565 times. Note that the new 
Republic Electrical Method actually ap- 
plies a multiple zinc coating—not merely 
a single coating. Each of these coatings 
is knitted to the other, gradually build- 
ing up electrically, atom by atom, a 
heavy, uniform zinc coating that affords 
better protection to Republic Fence 
wire, just as several lighter coats of 
paint give better protection than a sin- 
gle coat to your automobile or buildings. 


Republic Fence is sold fy 7 


through jobbers and Spy y 
properly equipped th) If 
dealers. fF ry] 


BARBED WIRE ¢ STUDDED “Y” POST « GALVANIZED ROOFING 
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BULAR-TYPE 


MORTISE LOCKS 


eal Featuring 
Simplified Application 
Security at Low Cost 











THE NEW MODEL 170 YALE (Tubular Type) 
PIN-TUMBLER DEADLOCK 


This and its companion, the 175, are in all respects strong, 
modern type mortise locks though differing largely from 
ordinary type mortise locks. The bolt, made of extruded 
brass, is reinforced by two hardened steel pins to pre- 
vent sawing. Front plate is of forged brass. Retail $3.00 


THE NEW MODEL 175 YALE (Tubular Type) 
PIN-TUMBLER DEADLATCH 


The convenience of a springlatch is combined with the 
security of a deadlock in this new YALE lock. It dead- 
locks automatically when the door is closed — another 
YALE lock “that never forgets’. The bolt is of extruded 
brass and the front plate of forged brass. Retail $3.30 


OMBINING outstanding security with popular prices, these 

two YALE models represent a new standard of lock value: 
Both have the famous Pin-Tumbler mechanism, developed by YALE, 
with the unique “mushroom driver” which makes them virtually pick- 
proof. Key changes are practically unlimited. 

Simplicity of application is a distinctive feature. Guided by the 
template which is packed with every lock, anyone, using everyday- 
tools, can apply the No. 170 or No. 175 to any door from 156” to 
2%” thick. Both models can be masterkeyed...both are entirely 
weather-proof ... bolts and thumb turn plates are of polished brass. 


Cases are cadmium plated and lacquered. 





. . The above picture shows how 
These YALE locks are new profit-builders. Stock, display quickly ond easily the door 


and demonstrate them. “The name YALE helps the sale.” For is mortised. 
complete information, call your jobber or write us direct. 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U.S.A. 
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HARDWARE AGE 


1S. YOUVE SOLD REPUBLIC STEELS 


( WITHOUT KNOWING IT) 


@“ That's a good spade, John.” Why is it a good 
spade, Mr. Hardware Dealer? You know that the 
manufacturer who made it is reliable — that he 
produces dependable, full-value goods. You know 
that your customers who have purchased and 
used that line have been well satisfied — that they 
have come back to you for other hardware needs. 

But, Mr. Hardware Dealer, do you know that 
the spades, forks, rakes, hoes, hand cultivators 
and other garden tools you sell probably are 
made of Republic steels — and are backed, not 
only by the manufacturer whose name they bear, 
but also by a progressive, dependable steel pro- 
ducer — one of the three largest in the country? 

Many manufacturers either use Republic 
steels exclusively or for some part of their prod- 
uct where high quality steel is indicated for 


tools 


strength, light weight, appearance or long life. 

And, Mr. Hardware Dealer, do you know that 
you can obtain and SELL TO YOUR ADVANTAGE 
the “bread and butter” items of the hardware 
business made by the same steel producer who 
supplies much of the steel you now sell in 
fabricated products? 

Ask your jobber about Republic bolts, nuts, 
rivets, fencing, barbed wire, poultry netting, 
fence posts, nails, staples, pipe, roofing and 
sheets. If he doesn’t stock them, don’t accept 
substitutes without knowing more about the 
Republic line. Write for full detailed informa- 
tion and the name of your nearest distributor. 
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REPUBLIC STEEL PRODUCTS 


FOR THE 
HARDWARE TRADE 


J 
7S 


ts of steel. copper Cooking utensils made of ENDURO Stainless 


st-resisting Toncan Iron Steel or enameled on Toncan Iron Enameling 
new and repair work on the farm, in Stock are profitable lines to handle. Names 


buildings ond industry of manufacturers on request 
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STYLED Bi : 
ALEXIS DE SAKENOMPSKY 


PRODUCED BY 
‘THE MURRAY OBO MFG.\t0. 
CLEVELAND, OHIO 








PLUMB 


DOUBLE LIFE 


Hammers Ratchets 
Files Sledges Axes 


etd 


RY eer eg eats 





TN tm aes ie seeboots. é oH 
by Licensee to pur- 

Guaranty chaser,allsalesunder 

this license have been according 


4 to public sales policy on file with 


Il anything under any name, directly 
or indirectly, to Chain Stores or Mail Order 
Catalog Houses FAYETTE R. PLUMB, 


Moker f PLUMB TOOLS Hammers Sledges, Hatchets, Axes. Files 











Every boxof Plumb Tools bears this label of The 


{merican Institute of Fair Competition, Inc. 


and these products 


MEAN PROTECTED 
PROFIT FOR YOUR 
AXE SALES... 


Plumb advertising in leading con- 
sumer magazines, brings customers 
into your store... Plumb display re- 
minds your customers to buy. 

You need to make a profit. Plumb 
gives you every opportunity, with 
axes in every price range to help you 
increase sales. 

But Plumb does more! Plumb in- 
sists that your profit be protected. 

This has always been Plumb’s pol- 
icy. For more than eighteen years 
Plumb has declared . . .“‘ We donot sell 
anything under any name, directly or 
indirectly, to! Chain Stores or Catalog 
Houses.”’ 

Two years ago, The American Insti- 
tute of Fair Competition was formed. 
Plumb was glad to file a sworn state- 
ment of its policy with this group... 
further telling you that Plumb 
sells only through independent 
distributors. 

The Plumb trade mark, Plumb 
quality, Plumb policy, are your guar- 
anty of fair competition. You profit 
when you stock and sell merchandise 
made by Plumb. 

When you buy axes, protect your 
profit. Buy Plumb! 

Fayette R. Plumb, Inc., Phila., U.S.A. 


APRIL 8. 1937 


this policy.... 


DREADNAUGHT SINGLE BIT MICHIGAN 
— made, like all Plumb Axes, of one piece of 
high grade steel— not two pieces welded together! 
Plumb helps you sell by giving you the finest axe 
which skill and experience can produce. 


DREADNAUGHT DOUBLE BIT WESTERN 
— Cash in on Plumb advertising to thousands of 
woodsmen by stocking this favorite axe. Same 
high Plumb quality and skillful design. 


CHAMPION SINGLE BIT DAYTON —A rac- 
ing Axe for the wee | expert. Peter McLaren, 
America’s Champion Chopper, makes cugtomers 
for you by demonstrating Plumb Axes. The 
Champion Axe was yee | by him. 


split iy i CaP Me BoA =! 


LIBERTY SINGLE BIT JERSEY —full pol- 
ished with Red Sharp Bevels and Gold Stripes. 
Furnished in all beveled patterns, single and 
double bit. Plumb gives you wide variety. 


DIXIE PRIDE SINGLE BIT DAYTON— 
lished blade, Red Sharp Bevels, Blue Head. 
urnished in all beveled patterns, single and 

double bit. 


Complete variety, in every size 
and pattern, helps your sales. 
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Look at the Record of 
DE LAVAL SEPARATORS and MILKERS 





De Laval Separators 


The original continuous discharge cen- 
trifugal cream separator — invented by 


Dr. De Laval in 1878. 


For 59 years recognized everywhere as 
the world's standard — supreme in skim- 
ming efficiency, ease of operation and 


durability. 


Have led in every important separator 
improvement. 


Overwhelming preference — more in use 
the world over than any other make. 


Have won more than 1300 highest 
awards and first prizes at important ex- 
positions the world over for quality of 
construction and efficiency of operation. 


Butter made from De Laval Separator 
cream almost invariably wins first prize 
in competition. 














De Laval Separators 
are not only the best 
but the most complete 
line in the world, with 
16 styles and sizes for 
every need and purse. 


There are also two 
complete lines of 
De Laval Milkers, 
each of which is the 
best of its type. 








De Laval Milkers 


19 years on the market — many of the 
original De Lavals still in use. 


Milking millions of cows the world over 
with remarkable results. 


More De Laval Milkers in use than any 
other make. 


Used by the U. S. Government and lead- 
ing dairymen everywhere. 


Hundreds of cows and herds have made 
championship production records with 
De Laval Milkers. 





Used by the world’s largest producers 
of Certified Milk. 











Dealers Handling the De Laval Line 
Have a Tremendous Advantage 


There is no question but that the dealer who 
handles the De Laval Line has a tremendous ad- 
vantage to begin with — overwhelming public ac- 
ceptance — prestige that cannot be approached —a 
remarkable record for efficiency and economy. All 
of which make for quick and easy sales. 


In addition the De Laval Dealer has many mer- 
chandising advantages in the way of sales helps, 
advertising and merchandising plans and policy — 
which give him further help. 


There never were better opportunities for the 
sale of De Laval Separators than at the present 
time. A large percentage of all the separators in 


use today are wasting butterfat and should be re- 
placed with new De Lavals. 


The dairy industry is rapidly changing over from 
hand to machine milking, and opportunities for the 
sale of milkers were never so good. 


De Laval is proud of its dealer organization and 
the high standard of service which we render to the 
dairy farmers of this country. 


We are always pleased, however, to get in touch 
with dealers who do not have the De Laval Agency 
but appreciate its value. If you are interested, 
please write nearest office below. 


THE DE LAVAL SEPARATOR COMPANY 


New York 
165 Broadway 


Chicago 
427 Randolph St. 


San Francisco 
61 Beale St. 
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Meson Kpert .22’s 





Flood of 10,227,412 Advertising Messages 
Announcing XPERT .22's to Shooters! 


Your .22 customers will soon be hearing about 
XPERT .22’s and asking for them. April issues of 
all leading magazines read by shooters will carry 
the announcement—followed by continuous, dom- 
inant advertising, month after month!... Be ready to 


supply the demand. Order from your jobber N-O-W. 












































Improved Accuracy — Selling at Same Price as Ordinary .22's! 


Western always has been first to sense the need for ammu- 
nition improvements and give dealers cartridges and shells 
that build up sales and profits! 


SUPER-X Long Range .22’s have set the pace for small 
game and pest shooting! . .. SUPER-MATCH was the sen- 
sation of the 1936 small-bore matches!... Now come 
XPERT .22’s, raising the accuracy standard for all-around 
shooting! Your customers will call for XPERT instead of 
asking for “a box of .22’s.” 


Better rifles and the universal use of telescope sights have 
created a tremendous demand for a .22 cartridge of flat 


trajectory and exceptional accuracy, ¢o sell at the same 
price as ordinary .22’s! 

XPERT is a winner with the trade—a winner on the rifle 
range! It supplies the growing demand for a more accu- 
rate cartridge at a standard price! XPERT .22 Long Rifle 
is built of the same components as Western SUPER- 
MATCH with comparable accuracy and uniformity in the 
.22 Short and .22 Long! All are SMOKELESS and NON- 
CORROSIVE, of course! Bullets are lead lubricated! 


Place your order NOW through your regular source of 
supply! 


‘WESTERN CARTRIDGE COMPANY, Dept. D-50, East Alton, Illinois 


Mislorn - World’s Champion Ammunition!. 











PUTS 
OTHER CUSTOMERS 





Question: What’s all this about 
painters putting other customers 
in the shade? 


Answer: Painters are big-order 
buyers. Lump together all the 
small purchases of dozens of 
housewives—and you still haven’t 
got the volume of one painter. 


Question: Why do some stores 
get so much more of this painter 
business than others? 


Answer: Painters—like every- 
body else—are creatures of habit. 
One of their best known habits 
is to buy everything they need 
(and that’s plenty) from the store 
that sells them their white-lead. 


Question: So what? 


Answer: So stock and push 
Dutch Boy White-Lead, the most 
sought-after item in the painter’s 
line. And don’t forget the other 
Dutch Boy products which also 
help bring in painters: Dutch 
Boy Linseed Oil, Dutch Boy Lead 
Mixing Oil, Dutch Boy Colors- 
in-Oil, Dutch Boy Liquid Drier, 
Dutch Boy Wall Primer and 
Dutch Boy Quick-Drying Red 
Lead Primer. 






Where Painters Buy 
Dutch Boy White-Lead 
they also buy these! 


Selling Suggestion: One sure-fire method for at- 
tracting painters’ business is a Dutch Boy Department. 
Stage a get-together of your Dutch Boy products and 
line them up in good position on your shelves. That 
tells painters how well-equipped you are to serve them. 
It’s an idea that has paid out in store after store. 


DUTCH BOY 


PAINTERS’ PRODUCTS 


NATIONAL LEAD COMPANY 


111 Broadway, New York; 116 Oak St., Buffalo; 900 West 18th 
St., Chicago; 659 Freeman Ave., Cincinnati; 1213 West Third 
St., Cleveland; 722 Chestnut St., St. Louis; 2240 24th St., 
San Francisco; National-Boston Lead Co., 800 Albany St., 
Boston ; National Lead & Oil Co. of Penna., 316 Fourth Ave., 
Pittsburgh ; John T. Lewis & Bros. Co., Widener Bidg., Phila. 
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QUICK SALES! PROFITS! 





NEW HAVEN, 


APRIL 8, 1937 
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RDER them in this quick-moving new 

Bond Deal No. 980. In each deal, 6 new- 
style No. 2298 Bond 2-cell focusing Bronz- 
Lites — solid golden bronze, the “metal of the 
ages”— packed in handsome multi-colored 
FREE DISPLAY. In each deal, 48 No. 102 
Bond Super Service Mono-Cells, with Bond 
non-metallic dome insulator — prevents acci- 
dental short-circuits. 


Retail ValueNOW .. . $8.34 
Dealer Net Price. . . . $5.56 
Dealer's Profiton Deal. . $2.78 
Selling at retail—flashlight and 2 mono-cells— 
for 79¢. An unheard-of new value for Bond 
super quality and super service. 


BOND ELECTRIC CORPORATION 


omen. Bi. 


CHICAGO, 


PLA 


SAN FRANCISCO, CALIF. 























"Many other National System features—pro- 
tection, convenience, and improved service— 
help us to greater profits,” says Mr. Ryan. 





“WE HAVE eight floor salesmen in 
our retail department,” says John X. 
Ryan, Secretary of Joseph C. Ryan & 
Sons, Yonkers, N. Y. “Frankly, we 
would be at a loss to know how to 
handle cash transactions without our 
modern National Cash Registers. 
“We keep a careful record of each 
salesperson’s sales, number of sales, 
and his average sale. This very im- 
portant information is furnished daily 
by our National Cash Register System. 
This provides the proof of real selling 
efficiency — not otherwise possible. 


12 


“We have divided our stock into 
fifteen different departments, and 
each night our register provides us 
with a printed record of the sales in 
each department. This department- 
ization is invaluable in the profitable 
management of our business.” 

Accurate, complete records that 
provide detailed information about 


salespeople, transactions and depart- 
ments are vitally necessary if you are 
to get all the profit your store earns. 
You can get such records — just as 
Mr. Ryan gets them — with a modern 
National Cash Register System. Our 
representative will be glad to show 
you how such records will help you 
increase profits. 


Cd. 
e 


Cash Registers * Typewriting-Bookkeeping Machines * Posting Machines * Bank-Bookkeeping Machines 
Check-Writing and Signing Machines * Analysis Machines * Postage Meter Machines * Correct Posture Chairs 
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‘THE FIRST:;COMPLETE 

LINE OF RUBBER TIRED 
MOWERS 


3 





1..xInstant Finger Tip Adjustment. Mower always ready for 
perfect cutting. 
2..*xAutomatic Self-Sharpening . . Sharpen yourself. No 
yearly expense. 
3..Good-Year Pneumatic or Semi-Pneumatic Tires. Surpris- 
ing modern performance. 
4..Rubber Bushed Roller . . Cushioned Performance . . Saves 
wear and tear. 
5..Steel Journal Ground to .0005. Finer standards and 
adjustments. 
6..Precision ground Ball Bearings. Smooth performance. . 
long life. 
7..Standard Straight Drive. Minimum driving effort. No 
side sway. * 





% You are offered many big advantages with the Eclipse line this year. There 
is the advantage of the Eclipse written franchise with protected profits ... 
there is the advantage of Eclipse established reputation . . . add to these the 

advantage of this new complete line of Rubber Tired Mowers i 

shown to dealers in our famous Aero-Car display fleet, and 

you are offered one of the greatest profit producing setups 

in the history of hardware merchandising. 


ECLIPSE POWER MOWERS 
Another achievement spelling profits 
for Eclipse dealers. Five Power Mow- 
ers .. . Three Wheel Type and Two 
New Roller Types. Sizes from 20” to 
90” cut. Priced from $137.50 factory 
and up. All roll on rubber equipment. 
Get in touch with Eclipse today. 
Wire or Write Dept. HA-4 


ECLIPSE LAWN MOWER 
COMPANY 


Prophetstown, IIl. 
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It’s a good bet that every second adult who visits your 

store, or passes on your street, is included in this intensive 
Westinghouse campaign of full-color advertising. 

ely buying messages reach more than 12% 

More than half of all the able-to-buy 

make up the audience for EACH 


INTENSELY LOCAL buy OW 


ever placed in 
But it cannot 
IT 


people in YOUt 


ADVERTISING FOR ELECTRICAL 


Carried regularly by 
these newspapers: 
Akron Times Press 
Albany Times-Union 
Atlanta American 
Atlanta Journal 
Baltimore American 
Baltimore Sun 
Birmingham News Age-Herald 
Boston Advertiser 
Boston 


Your Westinghouse representative can tell you how many people in 


Herald 

Buffalo Times 
Chicago Daily News 
Chicago Herald & E 


Detroit News 
Detroit Times 
Houston Chronicle 
Indi poli Star 





Chicago Tribune 
Cincinnati Enquirer 
Cleveland Plain Dealer 
Columbus Dispatch 
Dallas News 

Denver Post 

Des Moines Register 


Kansas City Star 

Los Angeles Examiner 
Louisville Courier-Journal 
Memphis Commercial Appéal 
Miami Herald 

Milwaukee Journal 
Milwaukee Sentinel 


Minneapolis Journal 

New Orleans Item-Tribune 
New York American 

New York Herald Tribune 
Oklahoma City Oklahoman 
Omaha Bee-News 

Omaha World-Herald 
Philadelphia Inquirer 
Philadelphia Record 
Pittsburgh Press 
Pittsburgh Sun-Telegraph 


Ld 


DEALERS 


Portland Oregonian 
Rochester American 

St. Louis Globe-Democrat 
St. Paul Pioneer Press 
San Antonio Light 

San Francisco Examiner 
Seattle Post-Intelligencer 
Syracuse American 
Toledo Blade 
Washington Herald 
Washington Star 


YOUR market are reached by these messages. 
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Low 10-year cost wins U.S. Public 
| Works Administration order for 
16,697 Westinghouse Refrigerators 


Largest single order of its kind ever 


refrigeration in 34 slum clearance and 

low-rent housing Projects. 
To pick the most economical elec. 

tric refrigerator they asked for bids 

i manufacturers, not on 

but on initia! Price PLUS 

eed ten-year cost of elec. 

estinghouse won! And if 

use economy can save 

money on these government projects hy ie B05 spec», 5% 

it can Certainly save money for you. SS fs : 
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economy. If you 
want to be SURE of getting a refrigerator 
that will do more things better at less cost — 
check the facts in the 


Westinghouse Refrig- 
rator FAMILY ALBUM. / 
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THESE @ BLADES 
MADE FAN HISTORY! 





THE AMAZING G-E QUIET BLADES 


HISTORY 


1931 — Announced by G-E engineers after years of de- 
velopment and research in General Electric's 
famous “House of Magic.” 

1932 — Outstanding performance proved by exhaustive 
laboratory tests and countless commercial ap- 
plications. 

1933 — Introduced to the trade . . . by General Electric 

. as “the greatest advance in fan blade design 
in more than 40 years.” 

1934— Acclaimed by the trade and public alike for 
efficient and QUIET operation. 

1935 — Dealer sales of G-E Quiet Fans soared upward. 

1936 — Dealer sales of G-E Quiet Fans reached new highs. 

1937 — THE MOST IMITATED AND COPIED BLADE IN 
THE FAN INDUSTRY! 


MORAL 


Sign the G-E Fan Agreement — now — and you, too, will 
profit by General Electric’s vast experience in the de- 
velopment of electric fans. 


This experience is the foundation on which new fans 
are being designed and developed for sale in new 
markets. 

And this experience brings you a better product, better 
merchandising plans, and bigger profits. 

And remember, the liberal G-E guarantee protects your 
profits. 


Call your nearest G-E Fan Distributor for the G-E Fan 
profit story. Do it now! 


GENERAL @ ELECTRIC 
FANS 


APPLIANCE AND MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONN. 
SR AER NN TTS Te A LL ee La a RE: 
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ORTHWESTERN BARB WIRE COMPANY zs ** 


STERLING Since /879 ILLINOIS 


TWO important reasons why Jobbers 






























and Retailers prefer e rivets — 


1 BECAUSE that portion of our product 
which is adaptable to the hardware trade is 
marketed exclusively through recognized Hard- 
ware Jobbers. This policy definitely eliminates 
unfair competition and allows the Hardware 
trade to recommend and sell our product without 
fear of cut prices. Thoughtful buyers appreciate 
that policy of price protection. You'll find them 


specifying T R & S RIVETS! 





No. 1 TUBULAR No. 3 TUBULAR 
Dia. Hd. 5% : | Dia. Hd. 34 
Dia. Body %j Dia. Body *% 





9 BECAUSE the quality and efficiency 
of TR&S RIVETS have been thoroughly 
proved for more than half a century. Careful 
craftsmanship, long engineering experience, 
modern equipment — these factors guarantee 
the continuous unfailing service of our products. 
Every TR & S RIVET is guaranteed perfect, is 


accurately drilled — drives easily, clinches 


smoothly, and is not brittle. Remember — when 


you sell TR &S RIVETS you're selling the BEST! 


TUBULAR RIVET & STUD COMPANY 
BOSTON e MASSACHUSETTS 








Southern Rep. 
CAVERT AND LIPSCOMB 
Nashville, Tenn. 


















Western Coast Rep. 
T. C. DE LOACH 
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Makes You a Color Harmony A 
...and Your Store the Community Head- 
quarters for Reliable Painting Information! 


“This new Glidden ‘Age of Color’ Manual sure 
made us old timers sit up and take notice. It’s got 
sales ideas we never thought of. In all my 34 years 
of paint selling, I never saw anything so helpful 
. . SO easy to use... and able to produce such big 
paint orders! 
“There’s 114 pages of Paint Selling Ideas... and 
every one of them is worth $40,000 alone! Say... 
with the ‘Age of Color’ Manual I can get an order 
from any kind of prospect. It enables me to answer all 
questions on Color Treatment ... and prove to my 
customers that my counsel is in. perfect accord with 
modern decorating trends, The beautiful illustrations 
and interesting copy sell beauty . . . greater living en- 
joyment . . . enhanced values .. . instead of just paint. 
They develop interest and enthusiasm in the prospect 
..-help him sell himself...and make big volume sales. 
“This is a 1937 Selling Manual to meet 1937 paint 
merchandising needs. Get ready to cash in on the big- 
gest paint season in history ... write to The Glidden 
Company, Department M-1l, for full details on 
‘ : C how to secure your copy of the ‘Age of Color’, now!” 
THE GLIDDEN COMPANY - National He rters, Cleveland, Ohio 
4 Pages of Pp. aind Selling Ideas! Factories or Branches in peverter Cities 


Enables you to sell Color for all types of home exteriors and 
interiors: Color for schools, hospitals, stores; Color for apart- 
ments, hotels, offices, libraries, etc. It’s a real sales- maker! 


* Cverwhe ne on Sverything * 
GUDDEN PRODUCTS NOW CARRY THE FAMOUS “’TIME-TESTED’’ MARK OF QUALITY 
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DAISY Rifaastes 


ADULT 
» 
MARKET 


(EW IARGETEER 


@ Here is the new Daisy product you’ve been waiting 
for—the new Targeteer for adults! This new pistol opens 
up a brand new market comprised of millions of persons. 
Sports-loving men and women everywhere will get a thrill 
out of the new kind of entertainment which it provides. 
q The new Targeteer is a good-looking .118-calibre pistol 
made of blued heavy-gauge gun steel. It is packaged with 
two sets of tempting targets—the good old bull’s-eye tar- 
get and a new spinning type. It is so accurate any adult 
can look down its 10-inch barrel and score consistently 
at 12 feet. And yet it is so safe it can be fired at one’s 
hand without injury! A fascinating sport, indoors and 
out—that’s what the new Targeteer offers. Stock up at 
once! Cash in on this big profit opportunity right now! 








Targeteer, with two sets of targets and 
a tube of 500 shot, retails for only $2.00. 
This gives the consumer a real buy and 
you a handsome profit. Special Targeteer 
Shot, retailing at 10 cents a tube, is a 
long-profit item insuring repeat business. 
| ‘on Get in touch today with your jobber or the 

. “3 Daisy factory at Plymouth, Mich. Ask for 
_ > free descriptive literature and catalog. 


DAISY MANUFACTURING COMPANY rivmourn, micu. 
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INSECT SCREEN CLOTH 


AMERICAN WIRE FABRICS CORPORATION 


SUBSIDIARY OF 
WICKWIRE SPENCER STEEL COMPANY 
NEW YORK CHICAGO + SAN FRANCISCO 
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Have you received a copy of this new educational Book “Where 
Water Runs, Dollars Flow”? Written by outstanding author- 
ities, it will help you do your job thoroughly, save and make 
money for you. Write for one of these profit making books 
today. Mailed free to any dealer who has not already re- 


ceived a copy. 


FIG.2739 Never before have op- L ¢ FIG.2700 
portunities to sell Myers j 
Pumps and Water Systems 
been so numerous as they 
are today. With the national 
program to sell running water 
to the rural market swinging into 
full speed, with rural electrifica- 
tion making rapid strides in every 
direction, with power company coop- 
eration becoming more general, live 
prospects for Myers Pumps and Water 
Systems are here, there and everywhere. 
The Myers Line supports this wide mar- 
FIG.2510 ket in a splendid manner. Complete style 
and size range. Outstanding quality. True 
operation economy. [Exceptional durability. 
Favorable prices. Dealer distribution only. Here 
are the factors that place the Myers Line out in 
front for sales and profits. 


Write or wire us for full details. 


The FE.MYERS & BRO. Co. 
ASHLAND, OHIO 


MYERS WATER SYSTEMS 


HARDWARE AGE 
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BOTH BARRELS 


With Atkins 80th Anniversary Merchandising Helps . . 





Shrewd Buying of Brilliant Display 
Minimum Stocks, nationally and Sound Merchandising 
advertised to assure quick to guarantee the maximum 


turnover. margin of dealer profit. 




















——____ 






Contents 


1 No. 401—26” 8 Pt. Ship Pat- 

tern Hand Sew $ 5.75 
2No. 65—26” 8 Pt. Ship Pat- 

tern Hand Sew ’ @ $3.45 6.90 
1 No. 51—26” 8 Pt. Ship Pat- 

tern Hand Sew 3.45 
1 No. 59-26” 8 Pt. Ship Pat- 

tern Hend Sew 
1 No. 11—12” Compass Sew 


1 No. 15—11'4” 
12 7” Hand Saw jel Files 


Prices subject to change 
without notice. 


vet 


MARGIN 


ATKINS 
HAND SAW 
MERCHANDISER 





1099 


MARGIN 


ATKINS 
PRUNING SAW 
MERCHANDISER 











Contents 


1 No. 2—12” Back Saw ; 
1 No. A-2 Rip Sew 8” Dia. x %” 
: Hole 
¥ 1 No. A-8 Crosscut Sew 8” Dia. x 
5%” Hole 


Sz & 1 1 Oe emanation Saw 8” 
. x %” Hole 
1 No. jarrow w 
FOR THE HOME 1 No, 0 Scraper Aut. (1 Dor. Bids.) 
3 10” Cabinet Files 
WORKSHOP 1 Set No. S-11 Planer Knives (3 to set) 
ma 6 “How-To-Do-It"’ Books, 40 pages, 
SCIENTIFICALLY THE BEST SAW STEEL A each 
MAKES WORK PLAY 4 Prices subject to change 
without notice. 


ee ee 





oe 





ATKINS 
SPECIALLY TEMPERED, 
EDGE HOLDING 
SAND SAW 


ATKINS 
Siler Steal 





































canner = z | ? ‘a MARGIN 
ATKINS HOME}! 
WORKSHOP 
MERCHANDISER 
Contents RETAIL PRICE 
Hack Saw Frame $ 2.00 
Hack Saw Frame. . 4 
| eer 
Silver Stel | BARES sb fo e 8 in 
PISTOL GRIP | HACK SAW BLADES #RHNGetE Rcd @ it 44 
FRAMES - B) £13" Smooth Flet Files é 180 
c é “ane $36.06 
: 
t 
| 
| MARGIN 
MAKE ANY METAL CUT FASTER.. ATKINS 
CUTTING JOB EASIER ATKINS Set Sthed LAST LONGER 
: MACHINISTS FILES Pp LAL Oy: | 
- a 
— A aS 
= _w | 
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The second edition of Smoother Sale- 
ing, Atkins twelve month merchan- 
dising program for hardware dealers, 
is ready for distribution. Sixteen sug- 
gested window displays, a program 
of special events to attract buyers to 


your store each month, advertising 


AND 
Dudian apockia * yy nb (aH Ga. 


/ 


, 


wim EDITION 





helps, merchandising recommenda- 
tions and buying and selling advice 

. all these are contained in the 
1937-38 Smoother Sale-ing. Be sure 
you get your copy. Write to E. C. 
Atkins and Company, Indianapolis, 


Indiana. 


COMPANY 
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your brush sales create. 


For good brushes build good will, and good will—as 
everybody knows—boosts sales of paint. 


Gold Stripe Brushes save the user’s time—make 
painting easier. They apply paint as smooth as glass. 
They withstand stress and strain. They give more paint- 


ing “mileage.” 


No wonder that painters are singing their praises! 


The Brush With The 7 Talking Points 


Top Quality Bristle. Clean—uni- 
form—straightened. The large 
number of “flags” insures maxi- 
mum paint carrying capacity. 
Accurate Formula Mixing. Bristle 
selected and mixed by master 
brush makers. Each brush designed 
for a specific application. 


Vulcanizing Under Pressure. 
Every bristle-butt locked in rubber 
in avise-like grip. No “‘streakers.” 
Tapered Construction. Provides 
greater stiffness and more accurate 


There’s a lot of satisfaction in selling a brush like that. 
A lot of profit, too! Write for our dealer proposition 
and for further information regarding this money-mak- 


ing Gold Stripe line. 


/ 


APRIL 8, 1937 


Ee ci oi profits? Surest thing you know! 
One from the sale of the brushes them- 
selves—another from the extra paint sales 









control at the painting edge. Pre- 
vents “fingering.” 

Perfect Balance. Hardwood 
handles especially shaped to give 
better balance. Less wrist and arm 
strain. 


Riveted Metal Ferrules. Brushes 
riveted—not nailed. Greater resist- 
ance to stress and strain. Easier to 
clean. No cut or scratched fingers. 


Gold Stripe Jacket. Every brush 
furnished with a special fiber jack- 
et to protect the bristle and keep 
it lively, straight and clean. 
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PLATE GLASS COMPANY 







































HEY BUY THE FINEST SHOT SHELLS MADE! 








pular couple of the younger 
Mr. and Mrs. Douglas M. resis. ‘Mo taught his wite to 
shoot on their honeymoon last year and lately she’s been bagging the 
lion’s share of the game: It’s justa little embarrassing because she shoots 
a twenty gauge against his twelve. Last week he decided to switch to a 
specified Arrow load similar to the one Mrs. M. has been using to 
beat him. 


“Mac” has been called ‘‘Mac” so long that half the people who 

know him can’t remember his full name. ‘Mac’ doesn’t 
waste his money—that’s why he buys on quality. He’s been shooting 
the same old reliable double gun for twenty years or more. He uses 
Arrow Express shells on his annual hunting trip because ‘It’s na gud 
sense to spoil the trr-rip for the sake o’ a few pence on a box o’ shells!’’ 


28 


Bo ton 6 is a banker, when he isn’t out shooting. He values a 
yin ® day’s sport with a good dog, his Parker double and a 
box of Arrow shells more than anything else in this world. Perhaps the 
fact that he is a real outdoor man is the reason he can hold down a 
tough job despite his sixty-odd years. Many a young man envies his 
shooting prowess, too! 


Burr G sells groceries to his fellow townsmen, but his heart isn’t in 

* his work unless he can slip off for a couple of days each year 
and bag his limit on upland game. Burr is a mighty good shot, and has 
a fine collection of guns. He doesn’t care much about shooting any load 
but his pet specification. He’d travel ten miles to get his own pet 
load in Arrow shells. 


HARDWARE AGE 
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D Wilb J is equally proud of his reputation asa surgeon and 
i. Hour J. as an all-round shot. “Doc” didn’t mind letting 
hills slide during the depression, but now that people are again paying 
for their babies and operations, he’s buying Arrow shells again .. . is 
sure to use Arrow Express on the hunting trip he’s planning this fall. 


|S srenanean of people like these would be your 

customers if you carried the complete line of 
Arrow specified loads and Arrow Express. As business 
improves, shooters are buying more and more on 
quality, and these shells are the very finest shells 
that can be made. 

The Arrow is the favorite shell of the dyed-in- 
the-wool shooter. He’s willing to pay for exactly 
what he wants, and the only way to please him is 
with a specified high quality load. 

The Arrow Express shell is the 


Remington, 


“BR d 97 J sixteen-year-old prodigy who breaks twenty-five 
U dy * regularly at the traps—much to the chagrin of the 
old-timers. He’s the only son of old Frank J, who won a trap champion- 
ship back in 1908 or so. Frank always used an Arrow shell and now 
he has the youngsters shooting a specified Arrow load. 


riority is as evident as the lines of a custom-built 
car. The high brass base and rich wet-proof 
lacquer finish immediately stamp this shell as a 
quality product. 

Both brands have the famous Kleanbore priming 
and are 100% non-corrosive. Both are Remington 
made—and always remember, “If it’s Remington, 
it’s right!” 

Somebody is going to sell Arrow Express and 
Arrow specified loads this season. 
Why not you? Get your share of this 
profitable business! Remington Arms 
Company, Inc., Bridgeport, Conn. 





tops in a long-range load. Look at —- 
an Arrow Express and its supe- Ol DOND 











**Arrow,” “Arrow Express” and ‘‘Kleanbore” are registered trade marks of Remington Arms Co., Inc, 


REMINGTON 
ARROW EXPRESS 


SHELLS 


and 
~ARROW> 


SPECIFIED LOADS 


“ARROW?” Specified Loads. High brass base “ARROW EXPRESS” shells offer long range, 
non-corrosive Kleanboreprimer, finest highest quality! High brass base, lacquered 


smokeless powder. Shooters can see it’s a finish, non-corrosive Kleanbore primer, loaded 


quality shell from base to top-wad. 





with finest smokeless powder. 
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«Coleman 
CAMP STOVES ond LANTERNS 





FEATURES THAT MAKE SALES: 


* Light Instantly — No Preheating, No Waiting 
* Everdur Metal Fuel Tanks . . . Rust Proof 

* Tanks Easily Removed for Filling 

*& Speedy, Wind-Proof Burners Regulate Instantly 


































Cece ee 


The 1937 Coleman Camp Stove Line is the biggest =~ | 
and best in Coleman history. Six practical models... 
from the new giant three-burner stove that can cook = > 
a big family meal in a hurry, to the low-priced two- ee 


burner stove ae to picnic and week-end 
use. Model 2H (illustrated in photograph) is equipped : 
with folding built-in oven and does every sort of : 
cooking and baking. All make and burntheirown 
gas—give real gas cooking service anywhere. 


With this new 1937 line of Coleman Camp Stoves 
and Lanterns you can supply every camp-cooking 
and lighting need. They are in demand the year 
MODEL 2H—A 2-burner stove for all around round by campers, hunters, fishermen, tourists, sum- 
use. Built-in oven may also be used as a cabinet or drum mer cottagers. This world famous line of appliances | 





heater. Steel wire hinged grates, strap steel legs. 24 pint offers youa real opportunity to build up a rowing, a 
Everdur Metal fuel tank. U. S. Retail Price.............. $10.90 dependable volume of outing uipment business. 2 
HIGH STAND Steel, folding, firs practically all makes of camp Write for 1937 dealer prices Ry «mma 


stoves. Sell one when you sell a stove. U.S. Retail Price. . .$1.90 


he ag 
eas ha ites 








t 
Ne. 3H Large cooking surface — easily No. 418 The newest, biggest, finest of No. 68 Popular pened 2 inenee model 
holds two 12-inch trout pans. Has two Coleman Camp Stoves. Three burners... Pte yi egret eapeion, 
1 : , . ps. Folding strap st-el legs 
burners, 34 pint Everdur Metal fuel tank, 360 square inches cooking space. A giant 2-pint Everdur Metal fuel tank. U.S. Retail 
large windshields, steel wire grate and in performance. 3¥% pint Everdur Metal Price 6. eee ee ee eee eee eee eeee $6.95 
strap steel legs. U.S. Retail Price. .$10.90 fuel tank. U.S. Retail Price eewee $12.90 No. 9B Same as No. 2H, but without 
’ built-in oven. U.S. Retail Price. ..... $8.95 
Sell COLEMAN LANTERNS Too! 

They’re the Lights of a Thousand Uses No. 4F A low priced 

2-burner stove for picnics 

Every tourist, camper, cottager, hunter—every and light use. Efficient, dur- 

sort of sportsman— needs the white, steady able. Steel 2-pint fuel tank 

light from a Coleman Pressure Mantle Lantern. finished in Black enamel; 

They shine brilliantly in any kind of weather— body in olive green. Steel 


give hours of dark-chasing light at small cost. wire legs. U.S. Retail Price 

leman Lanterns are made in gasoline and $4.95 
kerosene models with one and two mantles. 
They're sturdily made to give years of perfect 


service—models and prices to suit every purpose @ See Your Jobber or 
a a write us for full details 


THE COLEMAN LAMP AND STOVE COMPANY 


Wichita, Kans.; Chicago, Ill.; Philadelphia, Pa.; Los Angeles, Calif.; 
Toronto, Ontario, Canada (CSD-5) 


ee eeee rete eerene . 
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ARNOLD, SCHWINN & CO. 





SCHWINN-BUILT BICYCLES 


FROM YOUR JOBBER! 


See our Exhibit at the Toy Fair, Rooms 
831-833, McAlpin Hotel, New York 
April Sth to 17th 


Permanent Exhibit, Julius Levenson, 
Inc., 7 East 17th Street, New York 


WRITE FOR OUR NEW 1937 CATALOG 


APRIL 8, 1937 





America’s Finest Ladies’ Bicycle 


P } } 


A completely new, fully equipped, de luxe model 


New Streamlined Tank, blending in with the streamlined frame 
to give a completely finished and pleasing appearance to the 
bicycle. The tank houses the horn, and clips for the long life 
Lantern battery, thus eliminating the old, unsightly battery case 
and wiring. 


New Schwinn Horn Button with concealed wiring. 
Side Parking Stand—improved appearance—non-rattling. 
New Schwinn Drop-Forged Handlebar Stem. 


May be equipped with new Schwinn Fore-Wheel Brake and 
Cycelock, if desired. 


ANOTHER SCHWINN ACHIEVEMENT 
ARNOLD, SCHWINN & CO., 1718 N. KILDARE AVE., CHICAGO 























TO BUILD GARDEN | 


The lez 
strictl 


VIGI XEN 
2-B ci oar AREA eon SEES Braid 
Ourlargest se —— oF SSE SH. low-priced 
of 2-braid 2 real value. 
High enough b supply the 
to be consideré a eS d for a popu- 
a high grade h NANT Cigale, HoneD Ree Sao riced hose of 
low enough in p ——$_ Se ee Bd quality that 
command a large 1 give satisfactory 
ume sale and a hea¥ service. 























repeat business. 


BOSTON WOVEN’ HOSE 


BOSTON. 
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The Boston No 
hoze nozzle for 
made of fine 
packed in ar 
The %4-inch 

to a disple 
display c 
shipping 
weight pé 

72 Ibs. 
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‘BOSTON 


been one of the 
merican market 
ears. Hard- 
ealers use it 
its obvious 
attractive 

1 12 in a 

d mailing 

h in ship- 

bss weight 
se—66 lbs. 


AND RUBBER 
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No. 56-196 Bamboo Fly Rod 





No. 7169 "UNION" 
Light Weight Fly Reel 





No. 7266 “UNION” 
Level Winding Reel 























No. 7230 “UNION” 
Level Winding Reel 
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“Union” Fishing Rods and Reels Win Fishermen 


Whether fishing for fighting trout or leaping tarpon—these sturdily constructed Rods 
will help fishermen land them. “Union” Reels will also prove their dependable —. 


The 1937 line includes Split Bamboo and Steel Rods for practically every 


shing 


requirement, also level winding and fly reels in various models. Note brief descriptions 


*‘Union”’ Split Bamboo Fishing Rods 


of a few leaders. 


No. 56-196. Brown toned split bamboo fly rod. 
Three pieces and extra tip. Beautifully wound 
and varnished. Lengths: 8%, 9-9% ft. 


No. 56-446. Two piece flame tempered casting 
rod. Solid double cork grip. Nicely varnished. 
Lengths: 4%, 5-5% ft. 


No. 66-981. Flame tempered waterproofed split 

bamboo surf casting rod. German 
silver mountings. Full TARPON 
plate. <A beautiful rod. Lengths: 
6, 6%-7 ft. 


No. 56-641. Flame finished split 
bamboo boat rod. Double black wal- 
nut gun checked grip. A splendid 
rod Lengths: 5% to 7 ft. 


No. 000. Double grip tubular steel 
casting rods with three joints and 
detachable handle. Has sliding reel 
sr finger hook. Lengths 2% 
to 4 


No. 7169. Popular fly reel. Made of 
Duralumin. Light and sturdy. Per- 
manent click with three adjustable 
wearing points. Removable spool. 
Black finish. 75 yds. or 50 yds. cap. 





“Union” Steel Fishing Rods 


“Union” Fishing Reels 


No. 7230 
A good quality level winding reel. Quadruple multiplying 
with click. Free running and durable. Cap. 60-80 yds. 


NOTE —All Split Bamboo Rods shown have the ‘‘Union” 
Positive Screw Locking Reelseat. 


No. 56-961. Flame tempered split bamboo surf 

casting rod. Nickel silver full TARPON plate. 

— varnished. Lengths: 6 
- t. 


No. 56-836. Split bamboo regulation rod. Flame 
tempered one-piece tip. Chair socket grip. A 
swell rod. 


No. 56-906. Flame tempered split bamboo weak- 
fish rod. Beautifully tapered. Un- 








usually distinctive. Lengths: 5 ft. 
2 ins. or 5 ft. 6 ins. overall. 


No. 56-626. Flame tempered split 
bamboo boat rod. Double zebra 
finished scored grip with rubber 
button. Beautifully wound and fin- 
ished. Lengths: 5% to 7 ft. overall. 


No. 4442. Double grip die cast offset 
handle three joint casting rod. 
Handle is aluminum die cast offset 
with finger hook. Lengths 2% to 6 ft. 


No. 7266. Quadruple multiplying reel 
with large round end plates, adjust- 
able jewel bearings. Bright nickel 
finish. Adjustable click. Double 
balanced crank with white handles. 
60-80 yds. cap. 








Send for 
Complete 
Catalog 
No. 18 


MEW YORK OFFICE 
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No. 56-906 No. 56-626 
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1887-1937 


A half century ago—1887—the Witt 
Cornice Company was organized. In 
1899, the Company manufactured 
the FIRST Corrugated Cans and 
Pails. This new development quickly 
established Witt Cans as the stand- 
ard of quality. Demand rapidly in- 
creased, requiring repeated additions 
and expansion of factory facili- 
ties. Witt success was 
founded on the ideal of 
QUALITY .. . Witt has 

















18871 never compromised this 
ideal. 
% 
%, 
“TY p 





wit! 
UNDERGROUND, » 
CARBACE RECE! 
No. 10-AS 


——— 











; 
; 


{ 





WITT Ash and 




























Garbage Cans ae ay 
5 gals. to 33 gals. e bide Gg 
capacity. Guaranteed. Other WITT 34 Hi} 3 5 
Products it 4 i 2 
Roller Cans i at ; 
Hoisting Cans : hi : 
e Hooded Cans *j t . 
WITT Oily WY, Coy oy ob bot -ae sa-btCe : S4 i j 2 
Waste Cans etc. j i 5 43 
7 sizes—hand rf 1 H 3 ; 
and foot oper- abl f ’ 32 
ated. Under- tied ate 


writers’ Ap- 
proved. 
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Do you carry genuine 


Natienal 


Storm-Proof Hardware? 
It’s the call of the hour! 


HEN wind, snow, rain and sleet start in 

on their barrage, life and property 

usually suffer. The designers and builders of 

National Storm-Proof Hardware incorporated 

brute strength, frictionless working efficiency, 
and materials and finishes that can take it. 


a 


No. 55 
Storm-Proof Junior Hanger 


These desirable virtues and many others are 
quickly apparent when your trade sees the 
actual merchandise, and when the hardware is 
placed in service satisfaction always becomes 
an assured fact. 


There are many styles to choose from. One 
style is especially designed for light doors; 
another will carry the lead of the henti iest doors 
with the same frictionless 
freedom and ease. 


No. 66 
Rigid Storm-Proof Door Hanger 


For the extra heavy door 
we recommend the “Big 4” 
Flexible Door Hanger shown 
at the right. Our “Braced” 
Rail is used in conjunction 
with this hanger. 


Full particulars about the 
popular National line will 
gladly be sent to dealers who 


are interested. "Big 4” 
Flexible Door Hanger 





No. 77 
Flexible Storm-Proof Door Hanger 














National Builders’ Hardware is sold direct 
to the retail dealer 
quality, service and direct selling cooperation. 


a policy that promotes 


NATIONAL MFG. 
W 
COMPANY Wess 
a STERLING 
ILLINOIS 


Adjustable Storm-Proof Door Hanger 
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SCREW DRIVER 


and removes 
ws with half the 
effort 


Show the Non-Skid and 
you'll sell it. This mod- 
ern 3 color Display for 
your Counter and Win- 
dow — FREE — with 
money-making Assort- 
ments. Ask your Job- 
ber today. 
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Drives screws easier Prevents damage to Prevents injury to 
in those hard-to-get the screw slot 


} 


fingers and hands 


at places surfaces 


The “IT” is the patented Non-Skid Point that won't slip. Thus, 
the Non-Skid does what no other screw driver can do. 


Dealers who are now selling the modern Non-Skid Screw 
Driver tell us that carpenters, home owners, mechanics and 
electricians not only buy their first Non-Skid, but insist upon 
a second and third. Hence, the modern Non-Skid not only 
gives the Dealer good profits, but also provides that very im- 
portant sales element—fast turnover of stock. 


Prove for yourself that the modern Non-Skid has “IT”. Order 
a sample from your Jobber, or from us direct. Write today. 
The Bridgeport Hardware Mfg. Corp., Bridgeport, Conn. 


Saves damage t!o 
smooth and polished 








HANDLE 


Lustrous black 
DURALLOY—a 
new, highly-in- 
sulated materi- 
al. Won't break. 
Streamlined de- 
sign provides a 
thoroughly firm 
G-R-L-P. 


BLADE 


Chrome Vanadi- 
um Alloy Spring 
Tempered Steel. 
High polish, 
rust-proof finish. 
Blade embedded 
in DURALLOY 
Handle—cannot 
loosen. 


NON-SKID 
POINT 


The exclusive, 
patented fea- 
ture. Won't slip. 
Chrome treat- 
ment on Point 
assures long, 
durable wear. 


PATENT NO. 1,738,405 
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BETHLEHEM PRODUCTS) I 


Bethanized Fence- 
with a tried-and-proved electrical coating- 


° We 4 


Elon. 


Bethanized fence was the first farm fence on the 


On 


market with an electrically-applied zinc coating. 
Today bethanized fence has the advantage of 
being an electrically-coated fence made by a thor- 
oughly tried-and-proved process. Bethanized wire 
has been in use for four years and has demon- 
strated clear-cut superiority in every kind of 
service where zinc-coated wire has been used. 
Bethanized fence has five big features, each of 
which provides you with sales-clinching talking 
points that give you a head start over all compe- 


tition and point the way to bigger fence business. 


Sales clincher No. 1— Crackproof coating. 
Your customers can prove this to their own satisfac- 
tion. Have them run their fingers over the wrap joints. 
They’ll notice the flawless smoothness of the betha- 
nized coating— quickly realize that weaving into fence 
does not produce the cracks in bethanized wire that 
give rust an easy entrance. The fact is, bethanized 
wire can be bent flat back on itself without reducing 
the protective value of the zinc armor in any way. 


Sales clincher No. 2— Uniformly thick zinc 
armor. It’s easy to get this feature across even if 
your customers can’t actually see it. Point out that 
the bethanizing process electrically builds up the pro- 
tective zinc coating uniformly, bit by bit, on the base 
wire. This means complete freedom from the thinner 
spots that give rust an early start. Every part of the 
surface of bethanized fence gets the full protective 
value of the zinc carried and is lastingly armored 
against attack by the weather. 


Sales clincher No. 3— Extreme purity of the , 


zinc coating. The purer zinc is the better it stands 
up under the punishment of rain, snow and the corro- 
sive gases present in the atmosphere everywhere. The 
bethanized coating is 99.99 per cent pure—a degree 
of purity that makes it remarkably durable. 


Sales clincher No. 4— Bethanized fence looks 
better. The through-and-through quality of betha- 
nized fence is reflected in its silvery, lustrous ap- 
pearance. This better appearance of bethanized fence 
pulls customers into the store—acts as a silent but 
forceful salesman. 


Sales clincher No. 5— Copper-bearing wire. 
All bethanized fence is woven of true copper-bearing 
steel wire, with a copper content of from 0.20 to 0.30 
per cent. This is a further protection against rust and 
promotes longer fence life. 


Bethanized fence has what it takes to build up your fence business—gives you the kind of sales arguments that 
outstep competition. Remember, bethanized fence is the electrically-coated fence with a background of tried- 
and-proved dependability. It costs no more, gives customers more for their money. Other Bethlehem products 
of interest to you aré mentioned on the next page. Each is a real builder of business and customer good-will. 
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1 Motoshaver FREE with a Dozen 





until JULY 15th! 
* 
A deal you can really use 


—backed by this power- 
ful advertising campaign... 


Full Page in TIME April 5, 
with 

COLLIERS « CHRISTIAN SCIENCE 

MONITOR « NEW YORKER 

and AMERICAN also on the schedule! 


* 


HERE is the DEAL 


You qualify for the deal by ordering not less than 
3 MOTOSHAVERS at $12.50 each, less 33445% 
billed through your wholesaler. 


Inside each MOTOSHAVER box is a Dealer’s Mer- 
chandise Voucher. SAVE THESE VOUCHERS! 
When you have 1 dozen, you mail them to Moto- 
shaver, Inc., Van Nuys Building, Los Angeles. They 
then ship you, prepaid and free of charge, one 
MOTOSHAVER! 


You have until July 15th to send in your vouchers. 
This means an average sale of only 3 or 4 MOTO- 
SHAVERS per month—less than many druggists, 
hardware stores and electric shops are doing per 
week! 

ADVERTISING MATERIAL and Dealer Helps 


FREE!... LIBERAL ALLOWANCE for newspaper 
advertising. Ask your wholesaler for details! 


It is the deal sensation of the year! For one MOTO- 
SHAVER free with a dozen means $12.50 extra profit 
—over and above your 333%. 

Cash in on MOTOSHAVER'S strong advertising 
drive. The sooner you place your order, the more 
time you have for making your dozen sales! You 
will probably sell several dozen. Get in touch with 
your wholesaler TODAY! 


MOTOSHAVER INC. 


VAN NUYS BUILDING LOS ANGELES, CALIF. 


In orders spread out 





















MOTOSWAVER 


The new, fast-selling family Electric Shaver 
with the 18-month guarantee 


at, $] 2° ” retail 


MOTOSHAVER sells fast because it is easy to use. 
its design is distinctive, it saves $2.50 to the buyer, 
and it gives guaranteed satisfaction. 


Its extra strong motor produces faster clipping 
action, and is one of the chief reasons why it is 
sold with the longest guarantee—18 MONTHS! 
The double cutting edge permits stroking both 
ways. MOTOSHAVER is self-cleaning, self-sharp- 
ening, cannot clog and is effective with the tough- 
est beards. In addition, it is the electric shaver 
which women can use as well. 


MOTOSHAVER has passed the national Board 
of Underwriters laboratory test (Certificate No. 
E8732), one of the severest tests that can be ap- 
plied to any electrical instrument. It demonstrates 
marvelously. A single stroke along the arm leaves 
the skin as clean as a baby’s. 
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Built for use...and abuse 


Garden Hose is bough 
for use. And Garden Hose takes a 
lot of abuse around the home...itis scraped 
over gravel walks, dragged over concrete 

garage floors, left in drives to be run over by cars. \ 
That’s why smart dealers select grades which are built \ 
to withstand the roughest treatment and give complete \ 
satisfaction. To avoid the troubles that indifferent hose | 
quality invites, concentrate your sales on Thermoid Garden 

Hose. Your wholesaler can supply a complete line of Thermoid \ 

Garden Hose and other Thermoid products of recognized quality, 
including Industrial Belting, Hose, Packings, and Brake Linings. 


THERMOID RUBBER 


Division of Thermoid Company, Trenton, N. J. 
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No. 300_ A deluxe double braid hose 
available in red, green or black covers. 
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No. 325—A rugged two braid hose, avail- 
able in red, green or black covers. 
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No.375—A vastly superior one braid hose, 
available in red, green or black covers. 


Cord Carcass—A light weight, cord rein- 
forced hose available in red or black covers. 
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US'S ROOFINGe# 


CARNEGIE-ILLINOIS STEEL CORPORATION TENNESSEE COAL, IRON & R. R. COMPANY 
Pittsburgh and Chicago te, \ Birmingham 











COLUMBIA STEEL COMPANY J AMERICAN STEEL & WIRE COMPANY 


San Francisco - Chicago 


UNITED STATES STEEL PRODUCTS COMPANY, New York, Export Distributors 





OOFING materials come and go. But the 
popularity of quality galvanized steel 
sheets for roofing and siding increases each 
year. Some of the reasons are these: Only stee/ 
sheets offer your customers, in one low cost 
material, every protection—against fire, light- 
ning, weather. Good steel sheets last a long 
time. Their upkeep cost is low. Steel roofing 
and siding sheets are easy to put on. 
America buys over $50,000,000 worth of 
roofing sheets every year. A big share of this 
business comes from the farms. 
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... Low to Let 
your share of this 
profitable business 






= SIDING SHEETS 





To get your share of this profitable business, 
establish yourself in your community as a 
merchant who handles good, dependable steel 
sheets. They give the lasting satisfaction that 
makes lasting friends of customers. 

Stock U-S-S Sheets. They are true to gauge. 
Full honest weight. Uniformly coated with pure 
zinc to resist corrosion. Close fitting. Easy to 
apply. All styles—corrugated, V-crimped or 
flat—in Standard Open Hearth or rust-resisting 
U-S-S Copper Steel. Also stock Tenneseal Roof- 


ing, with its four exclusive leak-proof features. 
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NORTON 


2 MODELS OF UNEQUALED VALUE suns cy te carcest 


EXCLUSIVE MANUFACTURER OF DOOR CONTROLLING DEVICES IN THE WORLD 


This sturdy “no slam” device 
is built for long service . . . non 
rust seamless brass tube... 
unbreakable heavy steel stamp- 
ings form the bracket, spring 
holder and hinge plate. Preci- 
sion built to insure checking at 
all times. Number 4 is packed 
in individual cartons with full 


instructions for applying. Sell N ‘@) Re T ‘@) N 
a superior product to sell satis. TARTAN Melt Nii atel-144\ Molele) Meloy: 
RETAILS AT $2.00 


faction. 


Number 04 is a dependable 
simplified closer of excellent 
workmanship — built of high 
quality materials for durable 
service. The tube is seamless 
brass and holds a powerful 
compression spring. It is of- 
fered at a surprisingly low price 


and is packed in individual car- Niel snel. 


tons with full instructions for 


applying. (To be installed on EXCELLENT VALUE SCREEN DOOR CLOSER 
opposite the hinge side only.) NO. 04 RETAILS AT $1.25 


PUT THE NORTON SCREEN DOOR CLOSER COUNTER DISPLAY TO WORK IN YOUR STORE 


Write to your jobber or Norton Door Closer Company 


NORTON DOOR CLOSER COMPANY 


Division of the Yale & Towne Mfg. Company 
2900 N. Western Ave. Chicago, Illinois 





THERE ARE MANY SCREEN DOORS IN YOUR COMMUNITY THAT SHOULD STOP SLAMMING 
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HOUSANDS upon thousands of users 

of good tools —handymen, home- 
crafters, hobbyists — have written us for 
“Yankee” Tool Books. More and more, 
they are going in for creative work for 
the home, buying tools for homework- 
shops, forming homeworkshop clubs. Now, 
more than ever, these amateurs are good 
customers to cater to. They have money 
to pay for quality, take pride in fine tools: 
realize that best is cheapest in the end! 


USE CORNER COUPON to get Con- 
densed Catalog of “Yankee” Tools, that 
will mean sales and profits for you. 


Saal) 


No. 33-H.—-NEW AMAZING VALUE. 
“Yankee” Handyman Spiral Ratchet Screw- 
driver. PRICE ONE DOLLAR — Nationally 
Advertised. Everybody who tinkers around the 


home— man, woman or 

boy, wants this “Yankee” =’ 
Handyman for driving 

small screws. Bores —<—==—__ 3 
holes, too, if you also 3 ¢——s—_ 9 


sell customer ‘Yankee’ 


Chuck and 3 Drills for 4£C———= ZB 
No. 33-H. 39¢ set. 








Spear JI 

=——=— Ce “VANKEE NO 1308 
No. 130-A.—Hobbyist admires ingenuity and 
convenience of this ‘“Yankee”’ QUICK-RETURN 
Spiral with spring in handle. Drives screws one- 
handed—simply by pushing on handle. Spring 
keeps bit in screw-slot. Advertised price, $3.45. 
No. 30-A.—‘“‘Yankee”’ Standard Spiral Ratchet 
Screw-driver. Without spring. $3.00. 
Attachments.— Wanted by the handyman, for 
“Yankee” Spirals. Chuck and Drill-points. 
Countersink. Sockets, square and hexagon. 


ust the Hobbyist 
»Go Elsewhere 


_ for the fine tools he buys? 


Have you in stock and on display the 
“Yankee” Tools the homeworkshop crafts- 
man is buying? Here is a partial list, with 
our nationally-advertised prices. Check 
your stock. Order from your jobber. Get 
your share of this fine tool business — 
take your profits on these good sales! 











No. 15.—“‘Yankee” Ratchet Screw-driver. Helps 
amateurs lick pesky little screws . . . starting 
them by thumb-turn and driving them home 
with “Yankee” Ratchet. Blade, 7,” ; six lengths, 
2” to 8”. Advertised at 70¢ up. 

No. 10.—For larger screws. Price, 65¢ up. 

No. 11.—Ratchet Shifter moves across tool. 


“YANKEE N® 9O & 


No. 90.—Husky PLAIN screw-driver for rom 
job. Fifteen sizes: 1%” to 380” blades. 
“Yankee” balance and comfort-grip handle add 
pleasure to work. Tested blades. Can’t loosen. 
Won’t twist, crack, break, or bend on the edge. 
Advertised at 35¢ to $2.75. 


No. 95.—Cabinet Style, (slender blade). Eleven 
sizes: 214” to 1544” blades. The craftsman’s 
favorite screw-driver for fine work. 35¢ to $1.00. 
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No. 41.—‘‘Yankee”’ Standard Push Drill. Choice 
of mechanics everywhere. Advertised at $2.60. 
No. 44.—A push drill with ADJUSTABLE 
TENSION .. . to give just the right pressure 
for hard or soft wood, large or small drills, 
and save drills. Advertised Price, $3.15. 
“Yankee” Tested Drill-points, eight sizes: 1” 
to 43”, with each tool. 










No. 2100.—Bit Brace 
by “YANKEE.” Ad- 
vertised Price, (10”), 
$9.45. DISPLAY IT! 
and let this superfine 
tool build rep- 
utation and 
trade for you 
with hobbyists and all others who get a “kick” 
out of ownership of fine hand tools. 





No. 1435.—Puts expert skill into any man’s 
hands. TWO SPEEDS—fast to slow, for easy 
drilling through Length, 11”. Three-jaw 


“VAN KEE TOOLS”. = s chuck; 4”. Advertised Price, $4.50. 
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North Bros. Mfg. Co., Philadelphia, Pa., U.S. A. 
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“YANKEE”N® 1550 
No. 1530.—Here is ingenuity aplenty to interest 
tool lovers . . . and speedy, sure help for hole- 
drillers in tight places ! Five adjustments, 
including ‘“‘Yankee’’ Double Ratchet, all in a 
10%” hand drill. Three-jaw; 4”. ‘Advertised 
Price, $5.25. 


No. 1555. — Aids amateur with 
“feel” of the work. Gives control 
of a drilling job every instant and 
down to smallest fraction of a revolution. Two 
speeds. Five ‘‘Yankee’”’ Ratchet adjustments. 
Length, 17%. Three-jaw chuck; 4” capacity. 
Advertised Price, $11,00. 

No. 1545.—Hand Drill—same ingenious ratchet 
features—three-jaw chuck ; %” capacity. $10.00. 





No. 990.—‘‘Yankee”’ 
Vise. Without Swivel 
Base. Accurately 
machined to support 
work squarely on 
face plates. Holds ir- 
regular shapes, tapered, round. Removable 
swivel jaw. Jaw width, 2%”. ye Price, 


$3.30. 





No. 1993.—Just the 
Vise for the home- 
workshop. Squared 
all sides. Swivel 
Base. More than 
that ! REMOVABLE 
from base—for work 
anywhere the han- 
dyman pleases, on 
the bench — at the 
drill press—Shop, home, garage. Advertised 
Price, (3%” open) $9:90. Smaller and 
larger sizes, $3.75 up. 





**Yankee’’ Vise 
Clamp. Attaches 
vise to face plate. 
Made for use only 
with “‘Yankee’”’ Vises 
No. 992, No. 1992, 
No. 993, No, 1993. 
Assures rigidity and 
accuracy, for drill- 
ing and machining 
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In your industry —in every industry — truck 
buyers. with their greater profit in mind, are 
looking to GMC for extra value. Whatever 
your hauling needs may be, you'll find in the 
extensive GMC line a “truck-built” vehicle 
whose ability to perform ably and save 
money has already been conclusively 
proved. In the half-ton range, there are GMC’s 
in both 112-inch and 126-inch wheelbases and 
with the largest standard bodies in the 
industry. In the 14-2 ton range, there is a 


GMC in several wheelbases and with 


features that set it apart as an unmatched 


‘value. And, of vital importance. every 
GMC has advanced stream-style and exclu- 


sive “dual-tone” color design that assure an 
exceptionally distinctive appearance. 
Get the facts! See GMC for extra value! 


QUALITY AT PRICES 
LOWER THAN AVERAGE 


Time payments through our own Y. M. A. C. Plan at lowest available rates 


eee : 


HARDWARE AGE 









Unquestioned leadership of “Eveready” in the flash- 
light industry has been the result of a reputation for 
always making available the latest and best in flashlight 

















selling display. 
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TWO FAST MOVERS SOLD IN ATTRACTIVE DISPLAYS 


OF SIX LIGHTS EACH 


No. 5231 


Baby Focusing Spotlight... 
Range 250 feet... Highly pol- 
ished and lacquered seamless 
brass tube; solid copper fittings 
polished and lacquered... Size 
514” x 1144”...Uses 2 “Eveready” 
No. 935 Batteries; “Eveready” 
Mazda Lamp No. 1161 

RETAIL PRICE (without batteries) 
Bee «1 5 ks or oe 


A new “Eveready” number de- 
signed particularly for firemen, 
watchmen, policemen and oth- 
ers who habitually carry flash- 
lights in their pockets. It is ex- 
tremely powerful for its size and 
its attractive appearance will in- 
sure its sale in good volume for 
dealers who display it. 


No. 5251 


Focusing Spotlight...Range 350 
feet... Highly polished and lac- 
quered seamless brass tube, solid 
copper fittings polished and lac- 
quered...Size 64” x 114”... 
Ring hanger...Candlelight fea- 
ture... Lamp shock absorber... 
Uses 2 “Eveready” No. 950 Bat- 
teries; “Eveready” Mazda Lamp 


No. 1161 
RETAIL PRICE (without batteries) 
ee 6 ccs es 


A distinctive, general purpose, 
focusing spotlight which has 
great appeal to the eye. 


‘es 
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No. 531 display—the display 
for No. 5231. Contains six lights 
all in a row. A neat, compact 


FOCUSING SPOTLIGHT 


LONG RANGE 


f 


No. 551 display—contains six No. 
5251 flashlights. A unique double dis- 
play. Two parts, with three lights in 
each section. Can be set up side by 
side, back to back or separately. 





It pays to sell nationally advertised lines. 
YOUR JOBBER HAS THEM NOW e “EVEREADY’’ 


NATIONAL CARBON COMPANY, INC. 
GENERAL OFFICES: New York, N. Y. * BRANCHES: Chicago, San Francisco 





THREE NEW “EVEREADY” FLASHLIGHTS 


with a bright future! 


construction and design. Continuing this policy, we 
now present 3 new numbers, shown on this page, which 
will prove to be fast-selling, profitable items for dealers. 


No. 2633 


3-Cell Non-Focus- 
ing Special Home 
Light .. . Seamless 
brass tube... All 
chromium finish 
...Bull’s-eye lens... 
Luminous dotted 
band on tube... 
Ring Hanger... 
914” x 1)4”...Uses 
3 No. 950 “Ever- 
eady” Batteries; 
“Eveready” Maz- 
da Lamp No.1127. 
Unit package — 1. 
RETAIL PRICE 
(without batter- 
ies), EACH .. $1.09 
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THE NEW 
INDIVIDUAL 
DISPLAY BOX— 


“Eveready” models number 2663, 
2664, 2633, 2642 and 2645 are now 
packed in this new display box. A 
compact, good-looking display 
which takes little space. 


FLASHLIGHTS AND BATTERIES 


Unit of Union Carbide UCC) and Carbon Corporation 
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GIVE THIS ELECTRIC 


FOOD MIXER 


WITH ANY 


AATLTON ‘BENCH 





MOTOR-DRIVEN BRUSH VACUUM CLEANER 


i - 2 


Hamilton Beach offers you a vacuum cleaner deal that’s dynamic 
because it’s different! First: It’s the only cleaner deal carrying 
the potent consumer appeal of a free food mixer. Second: It’s 
the only cleaner offer advertised, nation-wide, in the most popu- 
lar part of a Sunday newspaper—the Rotogravure Section. (In- 
vestigations show that this section is read by more than 90% of 
the families receiving it.) This deal is geared to the times—an 
unusual offer backed by an unusual promotion plan—sure to 
get quick results. 


Women will “go” for this offer! Over 60% of them need new 
vacuum cleaners—and practically every one will want this elec- 
tric food mixer (a $10.00 value—not to be confused with the 
larger and more complete Model “D”). But their first thought 
will be: “Where can I get it?” Identify your store with this pro- 
gram—get this extra cleaner business. Put a display card in 
your window or on the counter—get a supply of especially pre- 
pared folders for mailing and store distribution—use the news- 
rT] E F paper mats in your local newspaper. 

Elictric 


Eau, Cash in on the only deal of its kind—backed by Rotogravure 
FOOD MIXER | advertising. It’s good for a limited time only—April Ist to June 
amiLron AGACH Ist. Ask your Jobber’s salesman for full details and place your 
order now. 





VACUUM CLEANER 


vie & a ae HAMILTON BEACH CO., RACINE, WIS. 
S ¢ 
prepared Division of Scovill Manufacturing Co. 


FREE on Request | ROTATE LEE AE TESST LT TIE! 
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[73 just off the presses . . . a new, in- 
teresting book about Pittco Fronts 

. . showing you how to draw more 
business, widen your trading area, 
make more money. It’s crammed full 
of facts, figures and pictures . . . 
“before” and “after” photographs 
of actual, successful installations of 
Pittco Fronts in all sections of the 
country... and with performance rec- 
ords given in a great many instances. 


A New Book Which Shows You 
How To Improve Your Business ! 


There are installations shown which 
are of the same type as yours might 
be . . . definite similarities between 
the businesses pictured and your 
business... which will help you to find 
out what a real asset a new Pittco 
Front will be to you . . . and how 
little it would cost you. 

You can’t afford to miss the money- 
making ideas this book contains. It’s 
yours for the asking . . . absolutely 


Fergie sabate 


FRONTS 


CamraRaA StrructuraAL Guass - 
PirtssurcH Mrrgors 
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Pirrco Store Front METAL 
PirrssurcH Po.isHep Pate GLAss 


PittspurRGH PAINTS 


Tapestry GLass 


free. So mail the coupon 
... today. Be sure to see the Pittco 
Store Front Caravan, now on a nation- 
wide tour. Contact our local branch 
for information as to when it will 
visit your territory. 


Asa-PITTS BURGH, 
PLATE GLASS COMPANY 


Pittsburgh Plate Glass Company, 
2151 Grant Bldg. Pittsburgh, Pa. 

Please send me, without obligation, your 
new book entitled ‘‘Producing Bigger Profits 
with Pittco Store Fronts.” 
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... With the most attractive 
selling set-up in the industry 


@ Here is the proud result of many months of careful planning— 
for when we decided to enter the washing machine field we knew 
that, to attract dealers, we would have to create a product so 
beautifully styled, so excellently built and so favorably priced 
that it would sell easily. 

More, we knew that we must offer dealers an ideal franchise 
which provided for profitable discounts, liberal financing plans 


and strong advertising and merchandising support. 





So that you can judge how completely we have accomplished all 
this, we invite you to write or wire us for full details. Address: 
Mr. J. D. McLeod, General Sales Manager, Copeland Refrigeration 


Corporation. 


aes COPELAND 


increasing numbers who are selling the 1937 Copeland REFRIGERATION coe RPORATION, DETROIT, MICH. 
Electric Refrigerators, ask us to give you the facts 


A DALLAS E. WINSLOW INDUSTRY 


about this division of our business. 


PIONEER MARUPACTE USERS Oo F RBEFRIGERATION 
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guaiutlees you 


, 2 take no chance when 
you install this remarkable 
display device in your store. 





same floor with the display. 
Twelve different sizes of rope 
may be compellingly dis- 
It will increase your rope - played at one time—on a 
sales at least 25%, or the ie be ROPE floor space of only 34 by 16 
price — $7.50 — will be re- ——— nn «| (eee inches. 

turned to you! Many dealers marae 7 me 

tell us that the Plymouth 
Sales-Maker doubled their 
rope sales and profits be- 
cause of its power to attract 
attention—remind custom- 
ers of their rope needs—sell 
greater variety of sizes—save 
time in handling—and pro- 
mote the rope-by-the-foot 
plan of easy selling. 





















Saves Selling Time 
and Trouble 


On the rear of the Sales- 
Maker a Rope Measuring 
Device automatically records 
the number of feet of rope 
passing between the wheels of 
the gauge. No more stretch- 
ing rope across the floor to 
measure... Then, on the side 
of the frame, is a V-shaped 
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NOW made for stores 








. ) Cutting Device to sever the 
: ¢ L : 
with or without 4 rope at the desired length. 
basements 5 
Vy Order YOUR Sales-Maker—on the Ply- 
g mouth money-back guarantee—through 


Originated by the Plymouth 
Cordage Company (Patent 
No. 2038781, other patents 
pending) the Sales-Maker is 
now designed both for stores 
where rope is stocked in the 
basement and brought up 
through holes in the floor, or 
where rope is stocked on the 


your Blymouth Rope jobber. SPECIFY 
a | whether you want model for BASEMENT 
| rope storage or SALES FLOOR storage. 






SEAT a a 
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PLYMOUTH 


The Rope You Can Irust 


PLYMOUTH 
CORDAGE 
COMPANY 


NORTH PLYMOUTH, MASS. 
and WELLAND, CANADA 









Sales Branches: New York, Boston, Baltimore, 
Philadelphia, Chicago, Cleveland, New Orleans, 
San Francisco. 









REAR VIEW-showing 
how gauge measures 
rope as it is pulled 
between wheels. 
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An Important Lesson in Cause and Effect 


hardware men are increasingly 
im interested in reading Hardware Age 





—as witness the 
five year increase 
of voluntary paid 
subscriptions— 


“Yogpise Hardware Age has so intimate a part in the buy- 


ing and selling function of the hardware trade that 


its distribution 
fits the 


Hardware Trade 


‘(ouer WSo Cent W.NG.CENT. Et so.cemt EO. CENT. S.ATL wan. =ewENLAND 


DVERTISERS acclaim Hardware Age as the paper to use for 
effective delivery of their messages with the result their 


. 
neti... « & _« & 


r 
and 


their 
space 
increased 
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© Harpware Ace 
. ecutive Offic Philadelphia, Pa 
A Shilton tex Offices: 239 West 39th Street, New York, N.Y. 


4.B.C. * Charter Member * A.B.P. 
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W. 
WOODWORKERS 


Select 


STANLEY 
“BAILEY” 
PLANES 


T heir ** feel’ ? — a quality every craftsman 
looks for in the tools he buys—they are 
easy to use. 


T heir rigidity — their construction makes 
them practically one solid piece. 


Their reputation — Stanley ‘‘Bailey”’ 
Planes have been indispensable to three 
and a half generations of woodworkers. 


Build Plane Sales With 
These Booklets 


. . : : s / 4 moe \ : 
— P47 — $16 — P18 —$23 
STANLEY TOOLS HA4-8 
New Britain, Conn. 
Send the following booklets on Stanley Planes 
(state quantity). 


unas P47 Stanley Fibre Board Tools 
NEW BRITAIN s . * s CONN. SSCS ESSE eeseseeseeee 


$16 Stanley ‘'Forty-Five” Plane 
APRIL 8, 1937 -= 


P18 Stanley Combination Plane No. 50 
Aa Fine $23 Stanley Planes and their correct use 


pA 


Address 


SUeeeesaesaeaeeseeee 


Pen ee 


Spor aap wena naapstboewe Shoe) gaa pio ates ae Ae 
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NO ALUMINUM oxide KS” 
ALOKITE BRAT GOR PAPER 





@ Send for this free sample chart. It carries 






samples of the full line, shows various grits, 
lists applications, etc. A quick, handy refer- 







ence card that speeds up sales. Write for 
your chart today. 














\ 
\ 








THE CARBORUNDUM LINE OF FLOOR SANDING PAPERS 


The Carborundum Co. offers a sanding paper for every And there’s the Electrocoated Niagara Brand Floor- 

possible need of your floor sanding customers. These craft Roll in 8 and 12 inch widths. It comes packed 

papers come in rolls and sheets . . . in all necessary grits. in a box—a handy, convenient, quick selling pack- 

For instance, there is the Electrocoated Niagara Brand age with sufficient sanding paper to cover 10 drums. 

Floor Sanding Paper in 6, 8, 12 Carborundum Brand floor sanding 

and 15 inch widths, 50 yards to the C A R o Oo a7 U N D U he papers also include silicon carbide 
tec us BRAND ’At or 





roll, in various grits for jobs from 
roughing to extra fine finishing. 


and garnet...a most complete 
line. Order from your jobber. 








ABRASIVE » PRODUCTS 





CARBORUNDUM COMPANY 


Niagara Falls, N. Y. 


Sales Offices and Warehouses in New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Grand Rapids 
(Carborundum and Aloxite are registered trade-marks of The Carborundum Company) 
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Now's the Time to 
spcopaakohd- Ww E-Bakedat-¥! 
Pressure Cookers 
Wako Mt OF- 510 «\-) ¢- en 


Approximately 90% of all Pressure Cookers and 
Canners in use today were made by the National 
Pressure Cooker Co. of Eau Claire, ~— by far 
the largest manufacturer. 


P prise Continuously for over a 
OF Vababhalem—l-y- tos a¥.Val-y-ve| quutes of ppthan Na- 
The Pressure Cooker or Canner is recom- tional has been the leader . . . the “grandfather” 
mended by the U.S. Dept. of Agricu.iture of the Pressure Cooker industry. 
as the only safe method of canning non- 
acid vegetables, meats, fish, and fowl. 
Your customers will know this after 
To Cob bole MMM [otsloyelod MMM oCohZ-Sasl-pbelem 


| Mo} al OLolod ob Ke me Mole) 


National Pressure Cookers prepare meals “National’”’ is the best 


in 1/3 the time, with 1/4 the fuel... : 
jo) qj oles atele Mod itll Meroltt ¢-1-eel=tot ot moyel-Moteet-e Costes: end C —_ ng ey aaa 


National U-Sth teh ast tate and easiest to selll 
Teeresnicem National Pressure Cooker 


> EAU CLAIRE, WISCONSIN 
~ It'sthestrongest,most see oe 


peemamememes §=NATIONAL PRESSURE COOKER COMPANY Dept 9 


made .. . seals, cuts Gentlemen: CJ I am now selling National Pressure Cookers cnd Canners. Please 
(ob eRe Mb ¢-5 9 (osele(-s- Moke b 08) send your new window and counter display free of charge. 
| automatically. Sells 0) Please send complete information about “Nationals.” 
c (ot Mo Me (olore Mo} de) tt motelo Me FIRM NAME 
i Jay os» low price. ADDRESS TOWN 
STATE SIGNED 





“National” advertising in 
the spring and summer of 


1937 will total more than 15,000,000 
messages, far-flung nation- 


wide campaign! 
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THAT RING THE BELL 


April Showers bring May flowers—AND also the oppor- 


tunity to sell various types of Taylor Thermometers. Feature 


the Taylor Instruments shown here for extra sales and profits. 


AND DON’T FORGET TO EMPHASIZE THE TAYLOR 5-YEAR 
GUARANTEE OF TESTED ACCURACY. 


DISPLAY TAYLOR OUTDOOR THERMOM- 
ETERS... Your customers need them to 
tell how to dress for comfort and health in 
changeable weather. The Taylor line offers 
bracket and wall types in a range of prices. 








Taylor Temprite Window Thermometer. Weather- 
proof. Brackets make it adjustable for easy reading 
from inside. Priced to retail at $1.00. (Left) 

Taylor Utility Thermometer. Same as Temprite 
model but with lugs for wall mounting. Priced to 
retail at $1.00. (Right) 





SELL TAYLOR INDOOR THERMOMETERS 
to help your customers keep an even tem- 
perature throughout the house and prevent 
discomfort and sickness. 





. . Attractive 
model with walnut base, dull gold trimmings. Priced 
to retail at $2.00 each. (Left) 


Taylor Indoor Wall Thermometer . 


Taylor Mayfair Thermometer ... Dial type, black 
case with chrome bands. For desk, mantel or table. 
Priced to retail at $3.00. (Right) 
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FOR THE WOMEN OF THE FAMILY... 
Taylor Cooking Thermometers are always 
in season. Star these two instruments in 
your April displays in the housewares 
departments. 





Taylor Bake Oven Thermometer is essential to your 
customers who cook by temperature. Make sure every 
housewife knows about this instrument. With recipe 
box and file. Priced to retail for $2.00. 


Taylor Roast Meat Thermometer is one of the fastest 
selling of the Cooking Instruments. Assures perfect 
roasts every time. Reduces shrinkage and saves meat 
juices. Priced to retail at $1.50. 


DO ANY OF YOUR CUSTOMERS RAISE 
CHICKENS OR OWN DAIRY FARMS? 
If so, they will need these Taylor Instru- 
ments along with others in the line that 
your wholesaler carries. 





Taylor Incubation Zone Thermometer (Left). Made 
to hang over wire or stand upright. Green tinted in- 
cubation zone. Priced to retail at 75¢. 


Taylor Dairy Thermometer (Right). Range approxi- 
mately zero to 220° F. Churning terms beside scale. 
Priced to retail at $2.00 each. 





TAYLOR PROMOTIONS 
TO HELP YOUR SALES... 


Available to hardware retailers are Taylor 
Promotions on Thermometers and 
Weather Instruments, designed by expert 
merchandising men to fit large, small or 
medium-sized stores. These promotions 
include window and counter display ma- 
terial, folders for your customers and sales 
and merchandising material to speed your 
sales. Ask a Taylor Representative for 
full information. 


KEEP A GOOD STOCK OF TAYLOR INSTRUMENTS IN YOUR STORE THESE DAYS 


There are many thermometers in the Taylor line in addition to those 


shown here. Make sure you can supply your customer’s needs for them 


and also for Taylor Stormoguides, Compasses and other Weather 
Instruments for those who spend a large part of their time outdoors 


Taylor Instrument Companies, Rochester, N. Y. 


INSTRUMENTS 
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Pee 


“foe 60 YEARS 


Westfield’s Columbia, America’s first bicycle, is 60 
yeats young this season. For over half a century the 
bicycle trade has looked to Westfield for finer models, 
new features and all-round improvement. We are 
still blazing the trail to better products and greater 
resale profits. 


All Westfield bicycles delight the eye with their smart 
streamlining, genuine automobile finish and exclusive 
new features. But even more important are the power- 
ful selling points of their built-in superiority—the 
patented spun-frame; brazed joints, not welded; tem- 
pered steel sprocket; one-piece bar-steel front hub; 
fully protective chain guard; Columbia rubber mount- 
ings, and others. These bicycles are built for years 
of easier, cushioned riding. They stay new and look 
new—longer. 


Extra value in all Westfield models is assured by 
quantity production in the most modern plant in the 
industry. The complete lines, with Columbia leading 
for quality trade, afford a really great profit-oppor- 
tunity for your store. Write for important details. 








oer 
Para oy 


Wear aates man 


2 ied aaeeaaa 





—— ~ “* 
TLR? eI 


THE WESTFIELD MFG. CO., Westfield, Mass. 
Permanent Show Rooms—230 Fifth Ave., N. Y. C. 


See the 60th Anniversary Models 


Toy Fair, Rooms 561-63 McAlpin Hotel, N. Y. C. 
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CONVENTION HEADQUARTERS 
SOUTHERN HARDWARE JOBBERS 
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FINEST AND 
LARGEST HOTEL 


A warm cordiality, an atmosphere of rare beauty 
and good taste and a sincere regard for your well- 
being await you HERE. 


Our modern facilities—service and the fine 
foods that make comfortable living away from 
home enjoyable, are yours to command. 


750 OUTSIDE ROOMS WITH BATHS 


fas. Pat O Dhaugfmeay 


Roosevelt 
a) J Loosevelt— 
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AIR CONDITIONED ROOMS AT LOW COST 
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VALENTINE & COMPANY 


386 Fourth Avenue, New York, N. Y. 


PAINT MAKERS FOR 105 YEARS 
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H™ you a particularly per- 
plexing track problem? 
Then let Richards-Wilcox solve it 
for you. No other organization 
in the world is as well equipped 
to answer your every track need. 
Our line is complete. We carry 
a full set of track sizes—from the 
smallest to the largest. In addi- 
tion, of course, as the originators 
of tracks, we hold many exclu- 
sive patents available in no other 
brand. See our line before you 
buy! When you see how superior 
our products are—and how wide 
is our selection—you'll be mighty 


glad you did! 


ci 


THE R-W 
LOCK JOINT 
TROLLEY TRACK 


The Best Track 1 
Ever Built | 











Available in every 
size required. 


REFUSE ANY SUBSTITUTE 
Ask for Lock Joint Tracks! 
‘The R-W Lock Joint Trolley Track is truly 
the most remarkable on the market today. 
It is virtually a one-piece track. And it 
locks the joint so tightly that hangers op- 


erate smoothly and trouble-free! See it! 
































ey “A HANGER 
AURORA, ILLINOIS, U.S.A. 


its imprint” Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C. 


“Quality leaves 


Indianapolis St. Louis 


Richards-Wilcox Mfg. ©. 5 50 


New Orleans Des Moines Minneapolis Kansas City 


Los Angeles San Francisco Omaha Seattle Detroit Atlanta Pittsburgh 


Milwaukee 


Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 
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Again the spotlight is focused on Steel. 
craft. Designed by the world’s premie 
automotive stylist, Alexis de Sakhnof. 
sky, these items are musts in any 193) 
wheel goods stock. Packed with sale 
appeal, priced competitively, and com. 
plete in every respect, the Steelcraft ling 
of juvenile wheel goods and miniature 
fills your every merchandising need ..., 
catalog and price list will be gladly 


sent upon request. 


The Murray Ohio Mfg. Compan; 
CLEVELAND, OHIO 
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Ma oor Spal al ‘G } 


NO. 406 and NO. 407 4.8" 8) 01 ARES 

: : ¢ Pee ese aster 

FOR WALL OR oi, GX i ily HEE 
nd a. 


{ No.44 No.105 No. 1400 


‘ 


+ I * 1) 1) we ‘. ‘ Hoag 4 oa a 
* Y 4 » i 
‘erm! No. 406 DISPLAY No.22 No.500 No.5 

: : $4.07 NET 


NEW No. 200 
SALES DISPLAY 


MASTER‘’S NEWEST 
SALES SENSATION 


Now every vantage point for making bigger padlock 
sales is covered—wall or window with Nos. 406 and 
407, counters with “Outstanding Value No. 200”. 
Four colors, 91/2°x12", outstanding in beauty and quality — 
No. 200 not only sells the padlocks shown but produces in- 
quiries for the other values appearing on the No. 406 and 
No. 407 permanent display. So low in cost and outstand- 
ing as a business builder that you'll want two, three or more 
spotted around in your store. 

Your only cost is the $2 regular 

charge for the padlocks alone — 6 

Strong-Boys No. 22 and 6 Grey- 

hounds No. 99. 


LOCK-FAST METAL EASEL 


Patented feature of No. 200 dis- 
play. Won’t teeter or collapse to 
endanger glass show cases. Flip the 
wire and it opens, pinch and it closes. 


Master Jock (mpany —< 7 EXCLUSIVE Pap Lock Milwaukee.Wis.U$ A. NET them—order MOM 
THE wortps AN UFACTURERS Master Jock (». MILWAUKEE, wis. 
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THOUSANDS of markets like this! Eager for 
the Wotlys Slavin at” OUTBOARD! 


If there’s boating or fishing or yachting water near you, you've 
got an outboard motor market . . . a profitable market. 
Bendix, famous for world-leading automotive, aviation and 
marine products, provides the ideal outboard motors to help 
you build a solid business in this great field. Sell the new 
streamlined, air-cooled, aircraft-engineered Eclipse Outboard, 
and the sensational silent Eclipse Electric (runs from storage 
battery). A post card brings the franchise-facts. Send it today! 


BENDIX MARINE PRODUCTS COMPANY 
(Subsidiary of Bendix Aviation Corporation) 481 Bendix Drive, South Bend, Ind. 


NEW 1937 MODEL, BENDIX-BUILT 


ECLIPSE .2x:. 


§ 


a 


Magneto Model 
SM $69.50 


Battery ignition 
Model SB 


All-Electric 
Eclipse Out- 
board $35.00 
(less batteries) 
All prices F .O.B. South Bend 





HERE’S one of the fastest selling items in the retail 
hardware trade . . . ball bearing casters that roll in any 
direction quietly, smoothly and without effort. 
MERCHANTS MAKE MONEY WITH "ACME" CASTERS 
Every customer is a logical prospect for “acmE” Ball 
Bearing Casters. All you have to do is demonstrate . . . 
roll an “acme” along the counter or in the palm of your 
hand and the sale is made. Stock “acmegs” and roll up 
profits. 
THe ScHatz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 


“ZACING wes. 
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@ The most important point of all in selecting a line of 
Electric Pumps is to be sure that they will please your 
customers. Not only when first installed but for years 
afterward. You can win the good will of your trade by 
recommending Hoosiers. 


SELL HOOSIER ELECTRIC PUMPS 
AND COMPLETE WATER SYSTEMS 


Hoosiers are a good profit line because they are of highest 
quality throughout, extra-sturdy and need less servicing. 
Built by specialists with more than 70 years of water sup- 
ply experience. Nationally advertised and nationally re- 
spected. Write for free literature and dealer proposition. 





FEATURES! 


Complete line of fast 
selling models for 
DEEP or SHALLOW 
WELLS. 


Protecting chamber 
prevents mixing of oil 
and water. 
Galvazink inside and 
out—ends rusty 
water. 

High grade, refrigera- 
tion type motors. 


* [Q0SIER FLINT & WALLING MFG. CO. 


488 Oak Street, Kendallville, Ind. 


Why Continue to Stand Aside 
and let these Important Profits 
ass You By? . 


To men who doubt the profit-possi- 
bilities of the sander rental busi- 
ness we say: have you got the facts? 
—and from headquarters? Or are 
you forming opinions on hearsay or 
information altogether too casual? 


Dealers who make a business of 
renting Dreadnaught Sanders are 
men with open minds. They, too, 
may have had doubts about this 
way of making money; but they got 
the facts first hand, and as a result, 
right through the worst years of the 
depression, they averaged $48.00 net 
profit per month. Now, with return- 
ing prosperity, many are adding ad- 


ditional DREADNAUGHTS to 
take care of increased business. 


DREADNAUGHT rentals will re- 
turn for you, just as they have for 
thousands of other dealers, a hand- 
some profit on the small invest- 
ment required; will create a new 
and large sales outlet for floor 
wax, filler, varnish and other store 
merchandise; will attract new and 
steady customers. Why continue 
to stand aside and let these im- 
portant profits pass by you? 


Get the facts today. Drop a post- 
card—or simply write your name 
on this advertisement and drop it 
in the mail. 


DREADNAUGHT SANDERS (Clarke Sanding Machine Co.), Dept. HA437, Muskegon, Mich. 


9000 DEALERS ENDORSE DREADNAUGHT 


APRIL 8, 1937 


Weighs only 46 
Ibs. Easy to 
transport. Op- 
erates from any 
ordinary outlet. 
Dustless oper- 
ation. 








A DEMONSTRATOR- 
DISPLAY THAT REALLY 
SELLS HAMMERS 


The Cheney Nailer Sales Maker is the 
most compelling hammer demonstrator- 
display ever presented to the hardware 
store. It makes your customers buy 
Cheney Nailers. Send to-day—an order 
for a Sales Maker carton. In it are: 
10—16 ounce Cheney Nailers No. 938 
2—20 ounce Cheney Nailers No. 937 
1—16 ounce Cheney Nailer No. 938— 
chained to display for demonstration. 
1—Cheney Nailer Sales Maker display- 
demonstrator 
Don’t fail to order this business produc- 
ing carton—to-day. 


A FULIL LINE OF HAMMERS 


HENRY CHENEY HAMMER CORP. 
Factory 


LITTLE FALLS, N. Y. 


302 Broadway Sales Office New York, N. Y. 
Pacific Coast Representatives: 
Kelly-Duncan Co., Los Angeles-San Francisco 





Made From Qne Solid Bar of Steel 


The ABW Solid Shank Shovel equipped with the 
famous ABW Shock Band is unquestionably the 
strongest shovel on the market. Blade, shank and 
socket are forged from one solid bar of steel. 
Added to this is the Shock Band which increases 
the handle strength about 21°/,. A tough shovel 


for a tough job—any test will convince you. 


ASK YOUR JOBBER 


AMES BALDWIN WYOMING io. 


PARKERSBURG, W. \V NORT EASTON, MASS 
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Up until last year, fans had been the same 
for a quarter of a century. Same knife-like 
blades; same ugly cages. Nothing to talk 
about ; nothing to promote. No new bril- 
liant mechanical idea to skyrocket volume 
as in other electrical appliances. 


Then came Safe-flex with soft rubber 
blades! No more danger. No more fan 
“cages.” The news spread fast . .. so 
great was the demand, we could ship only 
one out of every three orders! 


For 1937, a new and still greater Safe-flex 


is here . . . 30% more breeze; quiet as a 
cat’s paw! 

And . . . a smashing advertising’ campaign 
in every important magazine . . . a total 


of 16,819,323 messages . . . reaching one 
out of every two families in the U. S. No 
other fan is so heavily advertised. 














Rubber blade safety 


10” A Cc STANDARD has doubled the fan 


Also available 
for D.C. and § 95 is the life blood of 
25 cycle cur- your fan _ business. 
rent at slightly co 

higher prices. 


or 








market. Now heavily 
advertised, Safe - flex 


Boost Safe-flex vol- 
(Cat. No. 990) ume and Safe-flex will 
boost your profits. 
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SAMSON Safe-Flex AUTO FAN 


AIR COOLED CARS will seon be as 
ular as air cooled movies! Only Safe- 
x offers big breezepower needed to air 
cool; plus the safety of rubber blades. Get 
the extra volume this fan offers. 


6 volt model 


$95 


(Cat. No, 987-S) 


THE NEW SENSATION! 
Safe-Flex ALL-PURPOSE 
it. 6” blades with 


it STANDS UP 
595 
L == 
big fan _ breeze- 


It CLAMPS ON any 
place 
power! (Cat. No. 989) 





It PINS UP on walls 


Sells on_ sight. 
Nothing else like 


SAMSON-UNITED CORPORATION 


ROCHESTER, N. Y. 














? 6 ibe SAID that someone once sent a dispatch to 

the newspapers, stating that Mark Twain had 
died, and when he read this “news,” he wired that 
the report had been greatly exaggerated. 


Well! I am being asked by friends from all over 
the country whether I have retired from the man- 
agement of Clover Mfg. Co. 


Don’t know how the rumor started, but the fact 
is that I have never been so busy before in my life, 
and my entire time is given to the enlargement and 
reorganization of my company to take care of an 
ever-increasing volume of business. 


I am adding 16 thousand square feet to my 
plant, through a modern steel building which is 
nearing completion. I have just completed new 
machinery which will treble our capacity. We have 
on hand and on the way crude materials that will 





STILL GOING STRONG! 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


supply our needs for a year, and I have been put- 
ting in more of my own time in fmy business than 
I have ever done before. 

It is for these reasons that I have not been able 
to accept the many invitations sent me to address 
conventions, as I have done in past years—I was 
forced to ask for rain-checks. 

Clover Mfg. Co., in the coated abrasives field, has 
made an outstanding success. It is today recognized 
as among the leaders in the industry. It will grow 
much larger and gain still more 
importance this year. 

And, as for yours truly, when 
the time comes for retirement, he 
will be the one to give the “news.” 


CLOVER MFG. CO. 


Norwalk, Conn. 
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No. 1005 
THE TOP HAND 









Capacity 14 ozs. 
One of the most popular Kleenseal Guns. Rug- 
° ed construction. Large grease capacity. For 

dimen of farm machinery, large and small, and 





quip 


No. 1025 
THE COMBINE 








Capacity 18 ozs. 

Built specially for service where medium pres- 

sures are required. Has | arge discharge of lubri- 

cant per stroke. Large grease capacity. Just the 
t i etc. Pumps fast. 

greases. 





un for sep s, , 
Handles all weights and viscosities of 











Capacity 18 ozs. 

A vastly improved, easily operated lever gun. No. 
1058 is used when extremely high pressures are re- 
quired. No. 1059 is for dispensing large volume at 
moderate pressures. Spring primed. Easily filled. Han- 
dies heavy greases or oils in cold or hot weather. 


By Land or By Sea... 


ATLAS 


NEW-PROCESS 


TACKS > NAILS 


LINCOLN 


GREASE GUNS 


enable farmer to properly lubricate 
tractors, machines, cars and trucks 


It is an undisputed fact that proper lubrication is vitally essential to 
keep operating costs to a minimum and insure satisfactory performance 
of machinery on the farm. 

Farmers can take thorough care of this important service themselves 
if they have one or more Lincoln Grease Guns (a few of which are 
illustrated at left). These guns are powerful—yet easy to operate, and 
are available in a wide range of models to meet every need. 

THE LINCOLN LUBRICATION SYSTEM is original standard 
factory equipment on many of the most popular makes of farm im- 
plements and machinery as well as on automobiles ... Lincoln makes 
COMPLETE lubricating systems from fittings to guns and pumps. Be 
sure to get full details by asking for CATALOG No. 55. 


* 
LINCOLN ENGINEERING COMPANY 


General Offices—St. Louis, Mo. Factories—St. Louis, Mo. and Detroit, Mich. 





STERILIZED 


AND OTHER QUALITY PRODUCTS 


hipped in insured, sealed plywood 


3s with special waterproof inner lining 
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The result, to jobbers- 


dising value. To consumers— 
tected products 


Tterelim dalle) 


ATLAS TACK 


FAIRHAVEN 


CORP. 


MASSACHUSETTS 


’ 


is exposed to the elements when 
oral aehi-i hMmilii-teMal-telok Maile] <-mmales diate) 


Again ATLAS proves its 
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UPHOLSTERERS’ TACKS - CLOUT NAILS - TRUNK NAILS 
TRUNK TACKS RIVETS TRIMMERS’ TACKS BURRS 
COPPER WIRE NAILS - SHINGLE NAILS - WIRE NAILS 
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STRIKE OUT 
FOR MORE BUSINESS 


NO WI 


USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts of Your Salesmen 


We can supply you with 
the following lists :— 


1346 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
$15.00 Complete 


16971 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $7.00 per M. 


6406 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $7.00 per M. 


15922 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $7.00 per M. 


33299 Hardware Retailers (Complete List). 
For $5.50 per M. 


1049 Department Stores handling Hardware 
and Housefurnishings. $7.00 Complete 


ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3”x5” 
CARDS THERE IS AN EXTRA CHARGE OF 
60c PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 


OF CIRCULAR MATTER AT REASONABLE 
RATES. 


Ask for Details 


HARDWARE AGE 
Direct Mail Addressing Dept. 


239 West 39th Street, New York, N.Y. 


EXCLUSI 
oie 


AN IMPROVEMENT 
FOR STILLSON USERS AN 
€: DEALERS 
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By designing the IMPROVED Stillson 
with a handy pipe gage on the hook-jaw. 
the user’s convenience is increased and 
time is saved. 


Cone Coil Springs Are Patented 
No Flat Spring 


The old fashioned, exposed flat spring, 
which might break and injure the hand, 
has been replaced by cone coil safety 
springs tucked away inside the housing. 
This means safety and adds to strength, 
as the handle does not have to be pierced 
for a pin to hold the spring. 


Special materials and heat treatment 
increase the tough strength of the 
IMPROVED Stillson. Frames are of strong, 
heat-treated alloy. Even the adjusting nut 
is heat-treated. 


Users like these features and this makes 
the IMPROVED Stillson a real pepper- 
upper for wrench department sales. Ask 
your jobber. 





THE RIDGE TOOL CO., ELYRIA, OHIO 


Makers of RIFZX0D Pipe Tools, 



















JUST OFF THE PRESS 


THE NEW I4™ EDITION 
OF THE 


HARDWARE AGE 
Verified List 


The Authoritative List of 
WHOLESALE HARDWARE HOUSES 


The Only List of Hardware Jobbers in Book Form Published. 


Recognized by all who sell thru hardware channels as an essential need for 
effective selling to Hardware Jobbers. 


» @ THEIR NAMES and ADDRESSES 
GIVES: @ CAPITALIZATIONS 

@ LINES HANDLED 

@ TERRITORIES COVERED 

@ NUMBER of MEN TRAVELLED 

@ NAMES of OFFICIALS and BUYERS 


Obviously information useful in personally contacting jobbers — in making 
credit arrangements—and in direct mail sales promotion advertising. 


e+e 


Contains the following complete lists:— 


SHELF HARDWARE JOBBERS 

HEAVY HARDWARE JOBBERS 

DISTRIBUTORS OF MILL SUPPLIES 
PLUMBERS’ AND TINNERS’ SUPPLIES JOBBERS 
MANUFACTURERS’ AGENTS 

HARDWARE CHAIN STORES 

HARDWARE ASSOCIATION LISTS 


These Lists Are Needed by All Who Sell Thru Hardware Channels. 


Price $10.00 a Copy—Remittance With Order. 


HARDWARE AGE Verified List — 
239 W.39th Street New Yerk, N.Y. 
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Se ee ee oe 
ROGERS THE BEST LIQUID FISH GLUE 


Packaged in Convenient 
Sizes for Every Type of 
Customer 












Ask your jobber about, 


The RogersProtective Sales 
Policy 


The Rogers Deals 
The Rogers Dealer Helps 


ROGERS ISINGLASS & GLUE COMPANY 


GLOUCESTER MASSACHUSETTS 





Sell Spring and Summer Shooters 
These Necessary HOPPE PRODUCTS 


HOPPE’S No. 9—The dependable solvent for removing leading, metal fouling 
and firing residue from all gun barrels. Also prevents RUST. 

BOSre S Cleaning PATCHES—For applying No. 9. Soft, clean canton flan- 
nel. Packed in attractive dust-proof cartons. Ready cut in seven sizes, 
yeach correct bore fit. 


HOPPE’S Lubricating OIL—Especially refined for firearms. Light, 
pure and penetrating. Will not gum. Cleans-and polishes. Fine for 
f fishing reels, bikes, all home machines and children’s vehicles. 





Order NOW—-your Jobber will supply you. 


vie we Few enties of Heer FRANK A. HOPPE, Inc., 2314-A N. 8th St., Philadelphia, Pa. 


Gun Cleaning Guide—FRE 


JOIN THE HAPPY THRONG 


*“Mighty well pleased”’ is the way dealers express themselves 
regarding ‘‘Over-the-Top’’ Door Equipment—Pleased at the 
ease with which it sells itself—pleased with the way it helps 
sell other goods. It sells readily because no special doors 
are required—the cost is reasonable—and its convenience 
and attractiveness creates favorable comment among 
neighbors. It helps sell other goods, because when people 
are ‘“‘in the eee for remodeling they invariably make 
purchases for other repairs. Write for prices and information 
today. There may be a hundred prospects within a mile of 
your store—and Frantz helps you land ‘em. 


FRANTZ a 5 OP 














Users marvel at ‘‘Over- 
the-Top'"’ convenience. 
They areamazed, too, 
at the comparatively 
low cost—no special 
doors, no ‘‘raising the 
roof’’ — Only 3” 
headroom is needed. 














MANUFACTURING CO. 
STERLING, ILLINOIS 


DOOR EQUIPMENT 
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“1 KNOW STEEL BUILDING 
PRODUCTS — THAT’S 
WHY I PICKED THE 


“I've been in the business 

27 years. Have handled lots 
of different lines. So when Berger came out with the 
Berloy Blue Label Line, | investigated it from every 
angle. And | was sold on the superior quality, 


materials and craftsmanship | could get! 


“Berger has been famous for over 50 years in the 
sheet metal industry. Berger's experience in the steel 
building products field... plus Berger’s great, modern, 
completely-equipped plant for fabricating the new 
Blue Label Line... convinced me that it would be 
good business to tie up with them. 


“Berloy products have always had a good name. 
Why don't you investigate all the advantages which 
the Berloy Blue Label Line is offering you now!” 


THE BERGER MANUFACTURING COMPANY 


CANTON, OHIO 
Subsidiary of Republic Steel Corporation foi ta 
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BETTER I LOOKING 
BETTER 2 COOKING 


LESS 3 WORK 


It’s always easy when you have 
what they want. And we know 
what they want in oil ranges. We 
analyzed thousands of answers to 
a question we asked new owners: 
“What features appealed to you 
most?” And we developed these answers in a 
1-2-3-Plan that covers National Advertising, 
Window Displays, Dealer Direct Mail, News- 
paper Ad-cuts and a new Sales Aid that speeds 
turnover, increases profits. 

The Florence Line includes Table Top and 
Console Oil Ranges that set a new standard in oil 





‘a (a) 
OIL RANGES - GAS RANGES - HEATE 
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e said YES... 
sold by the Florence 
1-2-3 PLAN 








o 6 4— 
RS > RANGE BURNERS 








stove design; Cabinet models, Stoves with Man- 


tels; Gasoline Ranges; a well-rounded line of Gas 
Ranges. You can have a complete stove depart- 
ment with Florence, a model for every need and 
pocketbook—backed by 65 years’ experience 
and sold on a live-and-let-live basis that means 
value to your customers and profits to you. 


FLORENCE STOVE COMPANY 
General Offices and Plant, Gardner, Mass.; Western 
Offices and Plant, Kankakee, Ill.; Sales Offices: Mer- 
chandise Mart, Chicago; New York, Boston, 
Atlanta, Dallas, Detroit and San Francisco. 
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Builders’ Hardware— 

In our next issue will start a 
new editorial series entitled “Tak- 
ing the Mystery Out of Builders’ 
Hardware.” The purpose of this 
series is to help restore to’ the 
hardware trade its proper share of 
the builders’ hardware business. 
The possibilities of the builders’ 
hardware business, this current 
year and for the next several years, 
should interest every hardware- 
man in this country. Homebuild- 
ing is being resumed on a very 
large scale. More than 90 per cent 
of the homebuilding in 1936 was 
for homes and lots costing less 
than $10,000, which is precisely 
the type of homebuilding that of- 
fers the hardware store its best 
builders’ hardware sales opportu- 
nities. The hardware merchant has 
a real opportunity to obtain a full 
share of this possible business if 
he is properly prepared to do so. 
To the young men in the hardware 
trade, it is a golden opportunity 
to successfully start on a real ca- 
reer that is vitually a profession. 
It is with these thoughts in mind 
that this editorial series is pre- 
sented. And so we announce in 
this issue further details and urge 
that all of our readers “get in on 
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the ground floor of builders’ hard- 
ware profits” and prepare to 
study carefully each installment 
of this helpful series. 


New Orleans— 

Early indications are that the 
New Orleans hardware convention 
of wholesalers and manufacturers 
will surpass all previous atten- 
dance records. An estimated 1200 
are expected at present with more 
reservations coming in all the 
time. This is a most graphic in- 
dication that business has greatly 
improved and is being conducted 
on a more profitable basis. Al- 
though the subject is not men- 
tioned in the advance program 
data, there will be many informal 
discussions about the high speed 
and fequency of severe price ad- 
vances. This is an important sub- 
ject to consider at this time. The 
cost of raw material and cost of 
labor have increased and there 
must of course be an increase in 
price on the finished product but 
there is a suggestion that some 
price structures are being pyra- 
mided to an unwarranted degree. 
If this practice continues un- 
checked, it may have a tendency to 
slow up the business improvement 





we are now enjoying and for 
which we waited a long time. 


Bird-Ward Case— 

At press time, the first test case 
of alleged violations of the Rob- 
inson-Patman Law is approaching 
a finale. Unless some details, not 
now evident develop, the Federal 
Trade Commission will dismiss 
the Bird-Ward case and its value 
as “precedent” will be nil. In the 
final court hearing, a F.T.C. ac- 
countant declared price differen- 
tials granted to Montgomery-Ward 
Company by Bird entirely justi- 
fied. If the Trial Examiner agrees, 
in his final report to the Commis- 
sion, this will be the end of this 
interesting case. In the early 
stages of this case I made the com- 
ment that this was not going to be 
a good test case despite its obvi- 
ous widespread interest because 
it included one of the two major 
mail order houses. If, as expected, 
the case is dismissed on the 
grounds mentioned, the mail order 
house involved has lost nothing 
and perhaps has gained a semi- 
advantage in obtaining preferen- 
tial prices. In any event, both 
Ward and Bird have been put to 
tremendous expense, inconve- 
nience, and head aches, attending 
hearings in many parts of the 
country. This may serve other 
manufacturers as a warning of the 
possible expense and annoyance 
they may face if there is any ques- 
tion about their policies. From the 
start, all sales by Bird to Ward 
were relatively insignificant in 
the Bird picture and so nothing 
much has actually been gained in 
the interests of the Robinson-Pat- 
man Law throughthis particular 
test case. 


Test Case— 

From the standpoint of hard- 
ware distibutors, there are many 
electrical and cutlery products 
sold through drug, mail order 
chains, department stores and 
other channels in competition with 
hardware distribution on these 
products. On any one of these 
classifications a more satisfactory 
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DALES STARTER 


Bas te eee @ Make way for a profit-maker! On your 




















counter...in your window...12 Osborn 
Steel Wire Scratch Brushes in a bright red 
merchandiser. Here’s the line-up: 


2—No. 1779 Curved Back Brushes. 
2—No. 1780 Straight Back Brushes. 
4—No. 1781 Shoe Handle Brushes. 
4—No. 1777 Long Curved Handle Brushes. 


These brushes are the “champs” of the 
Scratch Brush World. Made to Osborn’s high 
standards. Every number is a popular, fast- 
selling style. Place orders NOW for prompt 
shipment. If the Osborn jobber in your 
locality is unknown to you, write us. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE « CLEVELAND, OHIO 
Sales Offices: New York «+ Detroit «+ Chicago « Sam Francisco 


a = 


No. 1779 Curved No. 1781 Shoe 
Back Type Handle Type 









No. 1777 Curved 
Handle Type 






No. 1780 Straight 
Back Type 
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test case might be established. In 
thése lines we are all conscious of 
the widely scattered distribution 
channels offering such goods for 
sale, often as loss leaders in non- 
hardware stores which suggests 
price concessions probably not 
justified by quantities. 


Brokerage Fees— 

At the present time there are two 
or three other test cases pursuing 
alleged violations of the bokerage 
fee clause in the Robinson-Patman 
Act. This particular clause does 
not permit so-called brokerage 
fees or commissions to be paid to 
any one who did not render a ser- 
vice in connection with the trans- 
actions on which commissions or 
fees were paid. It also prohibits 
refunding the brokerage fees to 
so-called clients by purchasing 
agents who might have obtained 
such fees from the original 
sources of supply. Both the gro- 
cery and hardware trades are be- 
ing studied in connection with two 
test cases now on the calendar. 


Oliver Bros. and Biddle— 


Some weeks ago the Biddle 
Purchasing Company of New 
York City became involved in a 
Robinson-Patman test case involv- 
ing alleged violations of the bro- 
kerage fee clause. This particular 
case was in connection with the 
distribution of grocery products, 
and has not been of particular in- 
terest to the hardware trade al- 
though the principles involved 
would of course apply to hard- 
ware distribution or any other 
type of distribution. Since then 
Oliver Bros., Inc., of New York 
City, have been charged with a 
similar violation as told in the 
news pages of this issue. The com- 
plaint issued against Oliver Bros. 
by the Federal Trade Commission 
reads in part as follows: “While 
acting as agent or representative 
of the buyers and subject to their 
direct or indirect control, accept- 
ing from the selling goup so- 
called brokerage fees or commis- 
sions, running from 1 to 10 per 
cent of the quoted agreed sale 
prices, without rendering service 
of any kind to the sellers in con- 
nection with these transactions of 
sale or purchase of goods.” Sev- 
eral wholesalers and manufactur- 
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ers are mentioned and the com- 
plaint elsewhere charges these 
commissions “were in turn paid 
over by Oliver Bros. to its buyer 
clients without the latter render- 
ing any service to the sellers in 
connection with the particular 
transactions involved. Each 
amount paid the individual buyer 
was the amount paid by the indi- 
vidual seller in a given transac- 
tion.” 


More Hearings— 

The Biddle hearings are under- 
way and Oliver Bos. hearings are 
likely sometime soon. In more 
simple language the Federal 
Trade Commission alleges that 
Biddle and Oliver have refunded 
so-called brokerage fees to their 
clients which the Commission de- 
clares in violation of the Robin- 
son-Patman Law. Both of these 
test cases will be of interest to the 
hardware trade as both companies 
are well and favorably known in 
hardware circles and have been in 
business for many years. 


Macy's Fight— 

R. H. Macy & Co., New York 
City’s large department store, con- 
tinues to fight the principles of the 
Feld-Crawford Law. This is a 
Fair Trade or price maintenance 
law which permits a manufacturer 
to establish and maintain resale 
prices within the State of New 
York. One of Macy’s early moves 
was to return a reported shipment 
of 36,000 copies of the popular 
book “Gone With The Wind.” 
These were returned to the manu- 
facturer, for under the terms of 
the law a dealer not in position to 
get the full retail price as estab- 
lished may offer the merchandise 
to its source of supply for refund 
at the wholesale price. The pub- 
lisher took the books back and an 
alleged newspaper reporter’s study 
of the subject disclosed that 
Macy’s sales on the book had 
fallen off now that the book was 
being sold at the full retail price. 
Nothing was said about any sales 
benefits or increases which may 
have been enjoyed by the hun- 
dreds of small stores and book 
dealers who depend upon a profit 
in book selling as a means of 
earning a living and not merely 
as a means of baiting people into 





a store to buy other goods at 
longer margins. Macy’s advertis- 
ing and store display cards are 
fighting the principles of resale 
price maintenance just as this firm 
has fought such practices for 
many years. These signs imply es- 
tablished retail prices are unfair 
to the public and so Macy appeals 
to the public to compare Macy’s 
own brand of products at lower 
prices with the established well- 
known brands. It will be an inter- 
esting fight to watch but as yet 
there has been no strong, well or- 
ganized campaign to acquaint the 
public with the facts of resale 
price maintenance and the reasons 
for such legislation. 


Loopholes— 


There has never been written, 
and never will be, a law which 
does not have some loopholes 
which will be found and utilized. 
All forms of legislative control 
must, necessarily, depend on an 
observance of the spirit of the law 
to really support its intent and 
the text as written. One group 
of lawyers actually writes the 
laws and another group tries to 
break it, or break it down in the 
interest of a client who finds the 
law a handicap or a nuisance. 
Wherever fair trade legislation 
and the Robinson-Patman Law 
are discussed, there seems to be a 
tendency on the part of many 
business men to try to pick flaws, 
and to discuss hypothetical cases 
to prove that such laws have loop- 
holes, etc. A little common sense 
will tell “one that resale price 
maintenance laws are a tremen- 
dous step in the right direction 
and must be so considered and 
so supported. The mistakes that 
happen in the early efforts of 
enforcement will be corrected as 
time goes on, based on experi- 
ences that will be gained. It is 
important to know that any deal- 
er, under the resale price mainte- 
nance law, may register his com- 
plaint with the proper Govern- 
ment bureau, but that he must 
have very tangible evidence of a 
retail sale made at the cut price. 
It must be more than an offer to 
sell or a quotation, whether writ- 
ten or oral. It must be an actual 
sale. A newspaper ad offering a 
cut price will not suffice. 
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EEN interest is aroused 
among Lancaster, Pa., 


boys by the Steinman 
Hardware Co’s promotion of 
model airplane building. The 
youngsters, ranging in age from 
8 to 16 years, have continued each 
year to enter their models in a 
contest staged by the Steinman 
Co., and about 75% of each year’s 
contestants are new names added 
to the list. 

The annual volume in model 
planes and parts alone runs as 
high as $1,800, to which is added 
a substantial volume of such items 
as wood, glue, sandpaper, cement, 
airplane dope, etc. The inventory 
for this business is only about 
$150, at its peak, and runs below 
that frequently. 
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Steinman Hardware Co., Lancaster, Pa., con- 





tacts boy customers through model build- 
ing contests for entrants of 8 to 16 years... 


‘ 


A contest is one of the best ways 
to stimulate the interest of boys, 
believes A. Z. Moore, President of 
Steinman’s, and it is not any great 
burden to the store staff. Manu- 
facturers of several lines of plane 
kits offer prizes of some of their 
larger kits and the store adds its 
own awards for excellent work- 
manship. The only publicity or 
promotion needed is that obtained 
through window displays and 
word-of-mouth advertising among 
the boys themselves. 

While boys are the primary 
participants in these ‘contests, 
many men hobbyists are included 
among the purchasers of supplies, 
though the contest is confined to 





boys, ranged in two classes— 
senior and junior, giving the 
younger lads a fair opportunity 
to match their skill with boys 
nearer their own age. 

The Steinman people wisely 
provide a competent judge whose 
opinion will be respected by the 
youngsters. They obtain the co- 
operation of the manager of the 
local airport, who acts as a judge 
of workmanship, finish and all de- 
tails of model building with which 
he is so familiar. 

While the primary object is to 
bring the boys to the store for 
parts and supplies, the long dis- 
tance view of this airplane build- 
ing contest is to get the lads into 
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a habit of mechanical work and to 
make them mechanical minded. 
Many graduate, as a result of their 
early airplane work, into voca- 
tional schools and then get the de- 
sire to own small power driven 
tools and later more extensive out- 
fits. It takes a remarkably short 
time to bring about this transition. 
Not all the boys follow such a 
direct route, but enough of them 
do to cause one to stop and con- 
sider them. 

Model making appears to be of 
year ’round duration and contin- 
ues year after year, making it 
necessary to rotate from one com- 
pany’s model to another, around to 
the first again, in order to: keep 
something new all the time to sus- 
tain the interest. 

Naturally, Steinman Co. gets a 
good reaction to the window dis- 
play that features the prize win- 
ning planes, all carrying the names 


of their builders together with 
their ages. Some of the entries 
are five feet or more in wing 
spread. 

The Steinman firm believes in 
allowing the boys to wander about 
the store, getting better acquainted 
with the wide line of hardware 
and kindred lines in which the 
firm deals and getting the feeling 
that Steinman’s is their home 
store for hardware needs and sup- 
plies. They see bicycles, sleds, 
and all the other items that make 
a boy sit up and take notice. 
Many substantial sales follow 
these visits by the model building 
boys in their teens. 

The models are in two classes— 
solid and flying. The former are 
display pieces to grace the mantle 
or the boy’s room as an example 
of his skill, while the flying models 
range from the small rubber band 
propelled type to the large plane 


with a small motor which keeps 
the ship aloft for half an hour’s 
flight. 

Hardware men who wish to see 
the substantial amount of business 
the younger generation can bring 
and marvel at the skill of these 
boys, should promote and sell air- 
plane parts. The handling of 
model plane parts should be ap- 
proached in an earnest manner 
rather than half-heartedly. Stage 
a contest of skill, put in a good 
window and see that the school 
principal knows about it, appeal 
to the parents and teachers by 
showing how such work keeps the 
young mind wholesomely busy; 
how it gives a good background, 
early in life, during the formative 
years when learning mechanical 
and designing principles comes 
easiest. While the boys are build- 
ing airplane models you may be 
building customers, volume and 
profit. 


Model Airplane Kits Bring In the Kids 


LTHOUGH you have to be 
very patient with kids buy- 
ing model airplane parts 

and kits, it is a business well 
worth developing in the opinion 
of the Toepel Bros., Detroit, Mich. 
About three years ago a sales- 
man induced the Toepels to try 
selling a ten-dollar sample stock 
of model airplane materials—just 
as an experiment. Ever since then 
the store has been doing a steady 
business with young Detroit avia- 
tion enthusiasts. Aside from the 
fact that the sale of kits, parts, 
plans, etc., for model builders 
produces a nice little profit, it is 
a means of building friendships 
with youngsters—friendships that 
will make those kids customers 
as long as they live in the neigh- 
borhood and long after they have 
grown to manhood. 

Model plane materials sell the 
year “round — the worse the 
weather the better the market. 
Like any other playthings, there 
are fads among juvenile aviation 
fans. When an airline announces 
the purchase of new models of 
planes interest in those models is 
reflected in sales of parts, kits 
and plans. If tragedy overtakes 
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an airplane, or a famed flier 
makes or breaks a record, the 
model of plane which crashed or 
made the record is immediately 
sought by the kids. 

For a time the Toepel store de- 
voted space in one of its display 
windows to exhibiting planes their 
young friends had _ constructed. 
The planes displayed were of- 
fered for sale, some of them com- 
manding as much as five dollars 
apiece. Other planes—on sale— 
were displayed inside the store 
just over the model airplane parts 
display, and a few are still there 
waiting for buyers. After the 
planes were sold the proceeds of 
the sales were turned over to the 
youngsters. This plan had to be 
discontinued because kids who 
had planes for sale in the store 
were constantly running in to in- 
quire if their models had been 
sold. In addition, too many planes 
were brought into the store for 
possible sale. 

There are complete kits selling 
for as little as 25c and 50c, in- 
cluding plans and material at the 
store. The store carries a wide 
assortment of plans for construct- 
ing model planes for those young- 


sters who prefer to buy individual 
parts, balsa wood, wing dope, 
paint, design transfers, etc., and 
do most of their own work in 
fashioning their own planes. Other 
youngsters prefer to work with 
an assembly kit for making air- 
planes, schooners, boats, etc. 

During Christmas week, 1936, 
the store put in a special stock 
of two and a half dozen kits, hav- 
ing plans and materials for sev- 
eral planes in each kit. These kits 
sold at $1, $1.50 and $2.00, ac- 
cording to the number and type 
of planes. 

When the Toepels first entered 
the model airplane supply busi- 
ness they sold paint, wing dope 
and glue, that was packaged when 
it arrived at the store. At the 
present time the store buys these 
materials in bulk. Glue is pur- 
chased in gallon bottles, costing 


$2.00 per gallon, and sold to the’ 


youngsters in half-ounce bottles, 


‘ selling for five cents. The bottles 


cost $1.65 a gross with caps, pro- 
viding the store a nice little profit 
on this one item alone. Wing 
dope and paint is also sold in 
small bottles, the paint being 
taken from bulk containers. 














Have You An ‘Angel’ 





Who Pays All Your Losses ? 


N the theatrical business the 
i] person who, for some reason, 

contributes his own funds to 
pay the salaries of the actors and 
keeps the show going when the 
box office receipts are not large 
enough to cover the payroll and 
other expenses, is called the 
“Angel.” 

As far as I know, retail mer- 
chants have not discovered or de- 
veloped “Angels” who will repay 
their losses. When the amounts 
that go into the cash registers, as 
a result of retail merchants own 
planning, efforts and sales, will 
not pay their bills and expenses, 
there is no “Angel” standing 
ready to “fill the till.” 

Today’s much betier demand 
for merchandise; firm market con- 
ditions and rising prices may 
cause some merchants, especially 
those who have not experienced 
both fat and lean years, to forget 
some of the vitally important 
“Loss Lessons” of the lean years 
of the depression period. Others 
may have also forgotten the “Pos- 
sible Profits Lessons” of preced- 
ing “Fat Years of Boom Times.” 

When the markets broke in the 
fall of 1929 and prices of all 
kinds of merchandise kept going 
down and down, retail merchants 
were compelled to reduce their 
selling prices in many cases to 
levels which yielded them less 
than they actually paid for these 
goods. That meant operating 
losses which could not be avoided. 

The merchant had to absorb 
those losses out of his capital or 
surplus. In many instances where 
his capital was limited he was 
obliged to cease taking anything 
out of his business, even for liv- 
ing expenses, because there was 
nothing left for him after paying 
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By LUTHER R. STEIN 


Vice-president and General Sales 
Manager, Belknap Hardware & 
Mfg. Co., Louisville, Ky. In a 
Message to Belknap Customers. 


his clerks, bills, rent, etc. In the 
language of the day—‘“He took 
the rap squarely on the chin and 
the losses came out of his hide.” 
He had no “Angel” to pay his 
losses. 

Now that the market has turned 
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in the other direction, isn’t it sen- 
sible; justifiable and, after all, 
the only means of self-preserva- 
tion for every retail merchant to 
have his retail prices go up with 
the market—just as he was 
obliged to mark them down when 
the market declined in the years 
gone by? 

A retailer carrying a varied 
stock of goods must of necessity 
have some slow turning merchan- 
dise; therefore, some goods on 
your shelves may have been there 
for six months or a year but, 
even if they have been there only 


a few months, there is a strong 
likelihood that many of your sell- 
ing prices are based on costs 
which are lower than you would 
be obliged to pay to replace those 
goods today. 

When you’ “Take Stock” on 
January 1, 1937, your inventory 
should be used for more than 
simply determining how you came 
out for the year 1936. It should 
be used for a “Stock Taking” of 
whether or not your “Retail 
Prices” are “High Enough” based 
on what those goods would actu- 
ally cost if you would buy them 
today. 

Many lines have advanced con- 
siderably in the past several 
months. Other advances have been 
announced effective January 1, 
and still more are in prospect. 
We have endeavored to give our 
customers opportunities to sort- 
up their stocks by sharing our 
earlier purchases with them. We 
wanted our customers to be in po- 
sition to make added profits 
through using our stocks and 
their resources to make such pur- 
chases. 

I know that some dealers will 
say—‘‘My competition won’t let 
me raise my prices.” Some of 
those same dealers recall experi- 
ences during wartime and other 
boom periods when having sold 
out their goods they found they 
were obliged to pay as much for 
goods to refill their empty shelves 
as they had received at retail for 
the goods they sold. I know that 
their consumer-customers did not 
erect any monuments commemo- 
rating the fact that those dealers 
sold goods without a profit. The 
favorable recognition usually goes 
to the successful merchant. The 

(Continued on page 157) 
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Get In On the Ground Floor 
of Builders Hardware Profits : 


S announced in our last issue, the new 
editorial series “Taking the Mystery 
out of Builders’ Hardware” will be- 
gin in the April 22nd, 1937, issue of 


HARDWARE AGE. 


The resumption of home building has already as- 
sumed large proportions and is mounting daily. A 
substantial profit awaits the hardware dealer pre- 
pared to meet the builders’ hardware demand, 
completely and intelligently. 


The restoration of the builders’ hardware business 
to the hardware store brings to the young man in the 
hardware business an unusual opportunity to build a 
career that is virtually a profession. Take the first 
step in the right direction, by reading the first 
article in the series “Taking the Mystery Out of 
Builders’ Hardware.” It will appear in the next issue, 
dated April 22nd, 1937. Plan to follow this series, 
in every issue. | 


Get in on the Ground Floor of Builders’ Hardware 
Profits. , 


Beginning in the April 22nd, 1937, issue of Hardware Age 
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Lower Priced Houses Predominate 


The following table shows the number of 
dwellings in each price group constructed in 
1936. The valuations include not only the 


house but the lot as well. 


Valuation of House and Lot 
Under § 2,000 

, 2000to 3,000 
+000 to 4,000 
1,000 to 5,000 
5,000 to 
6,000 to 


6,000 
7,000 
7,000 to 8,000 
S000 to 9,000 
9.000 to 
10,000 to 


12,000 to 


10,000 
RAND 
15.000 


Over 15,000 


Number 
T5140 
30,450 
51,400 
50,800 
11,600 
28.600 
19,180 
12,410 
7,550 
&.910 
5,950 
5,470 


Total 270,060 


The table indicates that there is a surprising 
preponderance of houses in the lower priced 


brackets. 






UILDERS’ hardware today 
B offers one of the greatest 
opportunities that has ever 
been presented to the hardware 
merchants of this country. The 
construction industry is America’s 
greatest. It is now on the verge 
of one of the most gigantic build- 
ing periods of its history, follow- 
ing a decline in 1929 to its lowest 
point. In 1935 it began to creep 
back and has already gathered 
tremendous strength as indicated 
by such figures as those presented 
in the table on this page. It is 
noteworthy that among 270,060 
dwellings erected in 1936, an 
overwhelming majority, more than 
92 per cent, were homes costing 
less than $10,000 each, including 
the lot—the type of home build- 
ing which beckons invitingly to 
the average hardware dealer. 
Building permits for February, 
1937, doubled the record of Feb- 
ruary, 1936. 
To place the hardware mer- 
chant and his assistants in a po- 
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ow, your big 


opportunity 


is here to 


















sition to become part of this great 
building program, to broaden 
their knowledge and usefulness, 
solidfy their position in the busi- 
ness world and increase their 
earnings, HARDWARE AGE will 
present, beginning next issue 
(April 22, 1937), a_ textbook 
course in builders’ hardware. This 
editorial feature is entitled “Tak- 
ing the Mystery Out of Builders’ 
Hardware.” 

To succeed in bettering the po- 
sition of the retail hardware mer- 
chant by restoring the builders’ 
hardware business to the hardware 





store, is the prime purpose of 
this editorial effort by HaRDWARE 
AGE. 

The reason there is such an 
unusual opportunity in builders’ 
hardware today, aside from the 
tremendous building program, is 
that during the period of low 
construction, the number of com- 
petent builders’ hardware men 
declined to a very low point— 
many went into other fields of 
endeavor and will not return—a 
great many of them dropped out 
of the business world entirely. 
Too few, if any, new builders’ 
hardware men came into the pic- 
ture. Here we are, entering a 
period of great opportunities in 
the sale of builders’ hardware 
with only a very few men who 
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are qualified to take full advan- 
tage of them. 

The hope of the hardware busi- 
ness in this era of great building 
is in the young men who want to 
make a place for themselves in 
a field, already, in some degree, 
familiar to them. Young hard- 
ware men have the chance, through 
these interesting articles, to gain 
the necessary knowledge to ad- 
vance themselves just as far as 
they are willing to go. These ar- 
ticles will not be a tiresome grind, 
but will be written in such a way 
that the subject is vitally alive 
and interesting to the serious 
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minded fellow who wants to “go 
to town” with this hardware busi- 
ness. He can, by following the 
instructions given in Adon H. 
Brownell’s articles, become an in- 
formed builders’ hardware spe- 
cialist, a man of importance, a 
professional man—who can ex- 
pect to have prosperity while he 
is still young enough to enjoy it. 

The plan of this editorial series 





will be to take a suggested stock 
of $500, many of the items al- 
ready in the store, explain stock 
arrangement, discuss turnover 
and profit; develop from this 


small beginning (a model stock) 
into a complete builders’ hard- 
ware department, teaching the 
builders’ hardware man the finer 
points of the business as the stock 
grows. 

Get ready for the first install- 
ment of “Take The Mystery Out 
of Builders’ Hardware.” Get in 
on the ground floor of the next 
great business revival and con- 
solidate yourself for the future. 
The first installment begins in 
the next issue of HARDWARE AGE, 
published April 22. 
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ADON H. BROWNELL 


Author of the series of arti- 
cles “Taking the Mystery Out 
of Builders’ Hardware.” 




















A Lifetime of Builders’ Hardware Experience 


DON H. BROWNELL, the author of this new editorial series “Taking the 
Mystery Out of Builders’ Hardware,” has manufactured, sold and installed 
builders’ hardware for more than twenty-five years. For manufacturers, 

wholesalers and retailers he has conducted schools of instruction, equipping many 
young men to take their proper places in the builders’ hardware field. 

Mr. Brownell is numbered among the outstanding builders’ hardware men of 
this country. He began his career in this field as a protege of C. E. Dudley, Provi- 
dence, R. I., dean of builders’ hardware men, and also known as one who trained 
many good men for this field. 

Successively, Mr. Brownell was manager of the builders’ hardware departments 
for J. Russell Co., Holyoke, Mass., Fort Pitt Hardware Co., Pittsburgh, Pa., The 
George Worthington Co., Cleveland, Ohio, H. D. Taylor Co., Buffalo, N. Y., and 
others. At one time he was assistant sales manager for Russell & Erwin Mfg. Co., 
New Britain, Conn. At present he is the general manager of H. D. Taylor Co., and 
president of the Erie Hardware Co., Erie, Pa. 

From this rich background of practical experience, Mr. Brownell will draw 
a wealth of helpful material for the editorial series “Taking the Mystery Out of 
Builders’ Hardware.” This series begins in our next issue of HARDWARE AGE, dated 
April 22, 1937. 


TAKING THE MYSTERY OUT OF 
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Erie 
Hardware 
Co. 


Plays 
Host 


To 
Local 
Homeworkshop 


Fans 


OUR years ago an employee 
kK: the Erie Hardware Co., 
Inc., Erie, Pa., was active in 
the formation of the Erie Home- 
workshop Guild, Inc. (affiliated 
with the National Homeworkshop 





Guild), and because of that inter- 
est the company placed at the 
group’s disposal space on the sec- 
ond floor for meetings. Space for 
the Guild’s meeting room and 
workshop has been provided by 
the store ever since that time, 
building considerable goodwill for 
the store. Although the manage- 
ment takes no part in the Guild’s 
activities and no attempt is made 
to make sales during meetings, 
members of the group are con- 
stantly buying merchandise at the 
store—lines tying in with their 
hobby and merchandise for other 
use. 

Several members of the Erie 
Hardware staff are active in the 
Guild, but the management follows 
a strict “hands off” policy in re- 
gard to the group and its activities. 
When the Guild meets at the store, 
twice a month, refreshments are 
served through the courtesy of the 
company. Speakers and demon- 
strators for the meetings are usual- 
ly obtained through the store man- 
agements’ sources of supply. Pow- 
er tools needed for a meeting are 
set up ready for the use of the 
club, and no charge is made for 
that service and assistance. 

Permitting members of the 
Guild to use power equipment in 
the store’s stock sometimes necessi- 


tates the replacement of a saw 
blade or some other part, says 
S. P. Brownell, manager of the 
store, but it builds goodwill. As 
most buyers of power tools for 
home workshops wish them dem- 
onstrated before a purchase is 
made, there is no objection, on 
their part, because a power unit 
has been used. 

Being craftsmen, the Guild’s 
members constructed their own 
meeting room and workshop, 
much of the material being pro- 
vided at no cost by the Erie Hard- 
ware Co. Tools were also loaned 
by the store. 

At each meeting of the Guild, a 
salesman from the Erie Hardware 
Co. is on hand to obtain any home 
workshop or other equipment 
members of the group wish to pur- 
chase. The salesman makes no at- 
tempt to use high pressure selling 
methods, but is on duty solely to 
accommodate members of the 
group. Like any other voluntary 
organization, attendance at meet- 
ings varies. Under ordinary cir- 
cumstances there are from 15 to 
30 men and boys present. 

In addition to loaning equip- 
ment for the meetings, the store 
offers members of the Guild the 
use of any power equipment that 

(Continued on page 141) 


The Erie (Pa.) Homeworkshop Guild meeting meets in the store of the Erie Hardware Co., where the members have 
access to a wide range of power tools 
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r NHE problem of properly 
displaying farm goods and 
efficiently serving farm 

trade became so difficult in the 

store of Gee’s Hardware, Lowell, 

Mich.,—a town of 2000 popula- 

tion in a fruit and vegetable farm 

district—that James Gee, manager 

of the store, recently opened a 


Gee's Basement Store 
a Success in Lowell, 


special basement department for 
farmers. Gee’s new display room, 
measuring 50 by 20 ft., is known 
simply as the “Basement Store.” 
“Basement Store” suggests to cus- 


The exterior of the Gee Hardware, 
Lowell, Mich. carries a map, visible 
at considerable 
good will and helps identify the store. 


distance. It builds 


tomers that such a department 
offers unusual bargains. 
Although new lines were added 
to the stock at the time the Base- 
ment Store was opened, much of 
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the merchandise had long been 
sold’ at Gee’s. Formerly many 
farm needs such as tool replace- 
ment handles, electric motors, har- 
ness, etc., were stored just wher- 
ever there was room for them— 
some lines in the cellar and some 
in the main floor, causing much 
inconvenience to the customers and 
staff of the store. Segregation of 
all strictly farm lines in the base- 
ment will, Mr. Gee believes, in- 
crease this part of the company’s 
business. 

James Gee sends out a direct 
mail piece to some 2000 farms, on 
an average of once a month, with- 
in a radius of 15 miles of Lowell, 
and early in March announced the 
new department—which had just 
been completed about the first of 
February, with a direct mail piece. 
The mailing piece had no refer- 
ence to farms nor farmers, al- 
though the merchandise was obvi- 
ously for farm use. The announce- 
ment referred to “Our New Base- 
ment Store” and mentioned some 
of the lines displayed. The re- 
verse side of the mailing was used 
for a color advertisement of one of 
the lines handled by the store, the 
manufacturer providing the print- 
ed ad. 

Everything in the basement store 
is shown on open display tables 
or in open display racks on the 
walls, as is the case in the main- 
floor departments. All fixtures in 
the store—on both floors—are the 
handiwork of the Gee store staff 
and all alterations in the basement 
were made by the staff. To facili- 
tate quick service of basement 
store customers, all transactions 
for that department are completed 
in the basement, there being a cash 
register and wrapping counter 


for Farmers 
Mich. 


Steel goods neatly stacked in the 
Gee basement store, Lowell, Mich., 
have a stronger appeal than such 
goods otherwise kept would have. 
Above: harness and related items 


benefit from the orderly arrangement. 
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right in the department. Heavy 
merchandise is easily handled in 
the freight elevator in the store. 
Small parts and equipment are 
displayed on open tables, related 
lines being placed in the same sec- 
tion. As in large and up-to-date 
hardware stores—prices are plain- 
ly marked on merchandise dis- 
played. Harness, always a prob- 
lem when it comes to display, is 
mounted on three huge wooden 
saw horses and is stocked in three 
price ranges—$41.95, $55.95 and 
$59.95. Horse collars are shown 
on brackets and on a platform at 
one end of the display room. A 
section of eaves trough is utilized 
to show harness straps. Horse- 
shoes are carried in four sizes, in 
front and hind hoof styles, cov- 





ering most requirements. A wide 
line of poultry equipment is dis- 
played in one section and a spe- 
cial platform is utilized for show- 
ing shovels, forks, rakes, scythes, 
etc., and replacement handles for 
these tools. The tools and handles 
are separated by partitions as to 
grade and type, only the brackets 
for holding these items having 
been bought by the store. 

What was formerly part of a 
cellar—110 ft. long and 20 ft. 
wide—is now an attractive, well- 
lighted basement store. The walls 
and ceiling are finished in white 
and the floor is covered with black 
roofing, giving the entire show- 
room a very bright appearance. 
The department is reached by a 

(Continued on page 140) 
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MILFORD HOWE 


By MILFORD HOWE 


C. P. Howe Hardware, Canton, N. Y. 


campaigns by all mer- 

chants in a town are far 
more effective than if one mer- 
chant alone attempts to draw ad- 
ditional business. I believe that 
sincere and wholehearted cooper- 
ation of a town’s business men 
can build up the public’s good 
will to an extent that will be 
surprising in its scope and bene- 
fits. I realize that a coalition of 
the various interests in a small 
community is often difficult of 
attainment. I would not go so 
far as to say that the average 
business man is self-centered, but 
my experience has been that it 


(J) ancien trade building 
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Canton, N. Y., is a busy rural village in a good farming section 


Canton, N.Y., Firms 
Awaken Local 
Co-operative 
Spirit 


is not an easy matter to stir him 
out of his phlegmatic viewpoint 
on concerted effort. However, it 
can be done and we did it. 

Our little community, in a good 
farming section of northern New 
York, is not large—some three 
thousand souls—but it is a nice 
village. Our merchants are good 
business men, but often they fail 
to see the benefits they will de- 
rive from an intensive “booster” 
campaign for all of the businesses 
in our village. However, several 
of us younger business men dis- 
cussed the idea informally and 
decided that there were enough 
merchants in our town who would 
cooperate that a well balanced 
program of boosting to stimulate 
business could be successfully 
carried out. With this end in 
view we had tickets printed for 
a dinner to sound out sentiment 
on cooperation. We succeeded in 
selling forty of the fifty available 
tickets. 

At the dinner meeting the Mayor 


acted as temporary chairman. We 
presented our ideas for a unified 
advertising and sales campaign. 
Every detail was fully explained 
to forestall possible objections. 
A favorable impression was made, 
and the merchants present de- 
cided in favor of the cooperative 
campaign. A committee was ap- 
pointed to draft the outline of 
the campaign and present it at 
the next meeting, at which the 
permanent organization was 
formed. 

Mimeographed copies were 
made of a condensed outline of 
the campaign, and distributed to 
every business man in _ town. 
Within a week another meeting 
was called, and a strong appeal 
for attendance was published in 
both of the local weekly papers. 
Results were gratifying and twen- 
ty-three out of a necessary thirty 
signed up on the spot. The next 
day members of the committee 
made the rounds of every busi- 
ness establishment not represented 
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at the meeting until finally thirty- 
eight merchants had agreed to go 
in on the campaign. An earlier 
estimate of the campaign’s prob- 
able cost had made it apparent 
that thirty members were neces- 
sary to finance the idea so we 
were well to the good. 

The campaign was to have a 
three-fold purpose: first, it would 
build good will of the buying 
public and get people talking 
about Canton by arousing their 
interest; second, it would direct- 
ly advertise Canton as a good 
place in which to trade, and, 
third, it would advertise each in- 
dividual merchandising establish- 
ment in the campaign so that such 
establishments could benefit by 
special sales. All of this would 
be accomplished through the me- 
dium of newspaper advertising, 
direct mail bulletins, and the of- 
fering of free entertainment and 
other special inducements to cap- 
ture the public’s interest. 

To announce the campaign at 
its inception a half page ad was 
inserted in both weekly newspa- 
pers for one time only. These 
advertisements listed the special 
inducements in full; gave details 
concerning the campaign, and 
stated that future announcements 
should be anticipated. A revised 
reprint of one of the advertise- 
ments was distributed by boys 
to every home in Canton and the 
neighboring town of Potsdam, 
only eleven miles away. Window 
cards were also used to explain 
the idea. News of the campaign 
spread rapidly via the conversa- 
tional route, and interest steadily 
increased each day of the cam- 
paign. 

The bulletins which were mailed 


and distributed listed every mer- 
chant in the campaign, with space 
for his specials on sale. Many 
of the regular merchants bought 
extra space to add to the stand- 
ard size advertisement which was 
four by five inches. The first 
page and a portion of the back 
page of the bulletin was used to 
explain the special events on the 
campaign schedule. 

Most of the advertising allow- 
ance was concentrated on the last 
few days of the sales period. The 
two local weeklies are issued 
Tuesday, so a full-page ad on the 
special sales for the last three 
days of the campaign appeared 
in both papers. An effort was 
made to appeal to the list minute 
shopper. The sales days were 
Wednesday, Thursday and Friday, 
winding up the Opportunity Days 
campaign with a special event in 
the Town Hall at 9:30 p. m. on 
Saturday. Business on Saturday 
normally is brisk without special 
stimulation, so Saturday was not 
used as closing day. 

We had a varied program of 
special stunts and events planned 
and designed to bring people out 
during the sales days. The first 
stunt held Wednesday was a huge 
community auction held Wednes- 
day afternoon on one of the mu- 
nicipal parking lots. The auction 
was open to anyone for the sale 
of goods, and many merchants 
had merchandise which was put 
up for sale. The auction was well 
attended, and there were all sorts 
of articles offered—even to a 
model T Ford car. A lively auc- 
tioneer was in charge, and the 
sale moved briskly with good 
prices prevailing. We employed 
two young men to keep a record 


of the merchandise and to handle 
the money. The public highly 
favored this auction, and since 
then we have been deluged with 
requests for another one. It 
served its purpose in bringing 
out a tremendous crowd which 
not only attended the auction, but 
also circulated to all the stores. 

On the second day the music- 
loving public was appealed to 
with a band concert scheduled 
for two o’clock in the afternoon. 
At the last minute it was decided 
to also hold a second concert at 
night. Both concerts were well 
attended in spite of the fact that 
the day was unseasonably cold. 

On the third and last day we 
held the chicken chase. Those 
who have never tried this stunt 
should do so, for it furnishes 
plenty of fun for participants 
and spectators. A huge crowd 
was out and most of the time 
the streets were blocked to traffic. 
See that you have adequate police 
control of traffic. 

The first lot of chickens was 
released from a moving truck 
right on Main Street. It was nec- 
essary to keep the truck moving 
so as to give the chicken time 
to collect its wits after being 
tossed to the ground. If this isn’t 
done the fowls can easily be 
caught while in a momentary 
daze. The chase went across with 
a bang. Some of the roosters even 
ran into stores, under cars, and 
behind buildings while being pur- 
sued by the throng. 

The campaign, generally, was 
highly successful, and such an 
intensive sales and advertising 
plan was a new idea in our town. 
Of course, it meant a lot of extra 

(Continued on page 142) 





A community auction at Canton, N. Y., was part of the program to attract people to town 
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century in the hardware bus- 
iness, John UH. - Robinson, 
president of the Robinson Hard- 
ware Co., Hudson, Mass., erected 
a new store and outfitted it 


r beginning his second half- 
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Veteran Dealer 


Begins Second Half Century with 


throughout with modern display 
equipment. The firm’s former 
quarters were destroyed by fire 
in Feb., 1935. Seven months later 
the present new building was com- 
pleted, the up-to-date fixtures 


As the Robinson store looked before modernizing 








were in place and the store was 
better prepared than ever before 
to serve its patrons. 

Hudson, a good business town 
near Boston, has a population of 
8000, and residents are justly 
proud of one of the most modern 
hardware stores in the vicinity. 
The sales floor of the new build- 
ing is 26 feet wide by 70 feet 
long. 

As equipped before the fire the 
store’s wall fixtures extended to 
the ceiling and rolling ladders 
were required to reach a large 
part of the stock. Much merchan- 
dise was displayed in glass show 
cases; behind sliding glass doors 
of tall wall cabinets, or on panel 
doors having glass fronts. Even 
then, as evinced by the accom- 
panying views of the old store, 
the virtue of orderly, carefully 
arranged displays was fully ap- 
preciated. However, the old fix- 
tures had many weaknesses, with 
their chief fault being that they 
made buying difficult for cus- 
tomers. 

Before the modern equipment 
was installed much of the mer- 
chandise was out of reach, and 
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a great deal of it was also out 
of sight. Thus, patrons were dis- 
couraged by the very nature and 
placement of the old fixtures 
from inspecting, handling and 
closely examining items that they 
might have bought on impulse 
had the goods been in view and 
easily and conveniently acces- 
sible. Furthermore, with the for- 
mer equipment it naturally re- 
quired more time and effort for 
salesmen to serve the average cus- 
tomer. 


Increased Sales 


With the new equipment the 
store has noted a marked increase 
in impulse buying, and has be- 
come thoroughly convinced that 
modern open-display equipment 
has many important advantages. 
Now, by the very appearance and 
arrangement of the store visitors 


are encouraged rather than dis- 
couraged to look and shop to 
their heart’s content. Many enter 
the bright inviting store “just 
to look around” when they have 
a few minutes to spare, and un- 
der such circumstances they often 
find that they cannot resist the 
temptation to make a_ purchase 
or two before their visit is ended. 

Fixtures used in the new store 
were manufactured by W. C. Hel- 
ler & Co., Montpelier, Ohio. A 
rather unique feature of the plans 
was the very effective utilization 
of space in the rear of the store, 
where a stairway faces the front 
of the store and leads to a base- 
ment salesroom for major appli- 
ances, and to a radio repair shop. 
which leases space in the front 
of the basement. Special narrow 
tables are efficiently used on three 
sides of the stairway opening. On 
their tops attractive terraced dis- 


plays of small items are shown 
with good effect, and special draw- 
ers built within the base of the 
tables are used for the stock of 
bolts, screws, etc. 

Extensions of the wall fixtures 
are also unusual in that they form 
an L on both sides of the rear of 
the store. One of these L sections 
is used for steel goods, and the 
other for paint. The opening be- 
tween the ends of the L’s is quite 
wide and directly in back of this 
opening a narrow aisle leads to 
doors on either side which open 
into a small semi-private office. 
partially enclosed at the front 
with a partition about five feet 
high. 

In addition to Mr. Robinson, 
other members of the firm are 
Lloyd Parker, vice - president: 
Richard A. Knight, manager, and 
Herbert A. Knight, treasurer. 


Completely Modern Store 





The newly arranged and modernized store of the Robinson Hardware Co., Hudson, Mass., photographed from the rear, 
looking toward the front. At top of page 90 the same store as it appears from the front. 
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This article, appearing, April 
11, 1935, in Hardware Age, de- 
scribed The Davis Agricultural 
Institute, at Binghamton, N. Y. 





The Answer to Consumer Co-ops 
is Better Merchandising 


By FRANK G. HOWARD * 


President A. L. Davis’ Son, Inc. 
Binghamton 


E hardware merchants 

are all looking with 

much interest, mixed 
with not a little apprehension, at 
the latest threat to our continued 
existence as merchants—the Con- 
sumer Co-operative Movement. 

We are asking what this move- 
ment is, when it started, how it 
has grown, the philosophy back 
of the movement, what effect it is 
having or will have on our busi- 
ness, and how best we can meet 
its challenge. 

At the outset it should be 
pointed out that there is a wide 
difference between true co-opera- 
tives, where the benefits and profits 





* From an address before the New 
York State Retail Hardware Associa- 
i Rochester, N. Y., February 
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accrue to the members, and the 
co-operatives conducted by in- 
genious business men who oper- 
ate under the cover and name of 
a co-operative when actually the 
benefits and profits accrue to 
themselves, rather than to their 
patrons. Also we should note the 
difference between the producers’ 


cooperative and the consumers’ 
co-operative. 

Co-operative producers’ socie- 
ties outnumber Consumers’ Socie- 
ties in the United States. Funda- 
mentally their objects are at a 
variance with each other. The 
producer co-operatives seek to 
sell their products at the highest 
possible price, while the consumer 
co-operatives endeavor to obtain 
these same products at the lowest 
possible prices. 

Our consideration this morn- 
ing is the true consumers’ co-oper- 
ative. 

The end sought through co- 
operative movements is reduction 
in costs of distribution, with all 
profits accruing to the consumers. 
These purposes are often over- 
shadowed by advocating broader 
objectives such as the abolition of 
all profits, opposition to adver- 
tising, the elimination of the mid- 
dleman, government ownership of 
business, and in a final analysis, a 
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socialistic state with all produc- 
tion for use and not for profit. 

Before further consideration of 
co-operatives in the United States, 
we should look abroad, where the 
movement started and where it 
has had its greatest success. 

The first consumers’ co-opera- 
tive society started in Rochdale, 
England, about 12 miles from the 
City of Manchester, in the year 
1844. At that time economic con- 
ditions were such that the com- 
mon laborer could barely subsist 
on his income. The condition be- 
came so intolerable that a band 
of about 28 weavers decided to 
see what they could do by buying 
their necessities together, and by 
dint of rigid economy at last saved 
$140 to embark them on their co- 
operative movement. 

Not only was this movement the 
first successful one of its kind, 
but the rules laid down for its 
operation have been adopted by 
all successful co-operatives since 
that time. It is interesting to 
note that in all cases where funda- 
mental rules other than those fol- 
lowed by the Rochdale pioneers 
have been followed, co-operatives 
have not been successful. These 
principles or rules are as follows: 

1. Anyone may become a member of 
a co-operative society upun the purchase 
of one or more shares of stock. 

2. The number of shares an _ in- 
dividual may hold is limited. 

3. Regardless of the number of shares 
owned, each member is entitled to only 
one vote in the election of officers and 
in voting on matters affecting the 
society. 

4. Every member must be present to 
vote; no proxy votes are accepted. 

5. Usually all sales through the co- 
operative store are for cash. 

6. Usually all merchandise is sold at 
prevailing market prices. 

7. Interest paid on capital invested 
by members through purchase of shares 
is limited as to rate of return. 

8. Patronage rebates are paid to 
members in proportion to the amount 
of their purchases. 

The Rochdale experiment 
proved successful; in fact the 
original store is still in operation. 
The movement spread rapidly in 
England and Scotland and today 
it is estimated that fully 50 per 
cent of all families in those coun- 
tries belong to some co-operative 
society. 

If, as its proponents would have 
us believe, the co-operative move- 
ment is the open sesame to the 
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more abundant life, we should be 
able to turn to the British Isles 
and see the lot of the common 
man and his standard of living 
far above that of his brothers in 
the United States. However, as 
we all know, the exact opposite 
prevails. 

The movement in England soon 
reached back into wholesaling and 
manufacturing. It today operates 
over 15,000 retail stores, doing 
one-eighth of the entire retail 
business of the Isles, or $1,000,- 
000,000 and returned last year 
$92,000,000 in interest and pur- 
chase rebates to its members. 

From England the movement 
spread to Switzerland and to the 
Scandinavian countries, finding its 
greatest success in Sweden where 
today it accounts for one-third of 
all retail business and one-tenth 
of the wholesale. Co-operative 
societies are manufacturing flour, 
electric light bulbs, galoshes and 
fertilizer. 


Cartels Huge Profit 


It is interesting to note that the 
greed for more profit on the part 
of the huge cartels or trade com- 
bines added fuel to the co-opera- 
tive movement in Sweden. These 
trade cartels, or monopolies pro- 
tected by the government, were 
making huge profits, in some cases 
as high as 77 per cent on their 
investment in the case of galosh 
monopoly. The common electric 
light bulb was selling at 55 cents 
until the co-operatives started their 
factory. , 

The movement in Sweden has 
attracted attention to the extent 
that our government sent a com- 
mission of three members to study 
the system and to make a report 
and recommendations. While this 
commission completed its work 
months ago, no report has been 
made and many had felt that none 
would be made, until in the Jan. 
30 issue of Business Week we 
read this under the caption “Co- 
operatives Dead End”: 

“Roosevelt’s European Co-op Mission 
has agreed to the extent of submitting 
a report, for pigeon-holing by the White 
House, that presents no recommenda- 
tions on policy to be pursued in en- 
couraging expansion of co-operative 


marketing and buying enterprise. The 
subject has apparently joined the ‘little 








enthusiasms’ which move the President 
until his interest is worn down by a 
stalemate over ways and means.” 

In contrast to the movement in 
the United States, however, the 
leaders of the Swedish Co-opera- 
tive Movement are proud of the 
fact that in the course of their 
long struggle they have never ap- 
pealed to the state for aid. They 
have been able to meet their com- 
petitors on an equal basis with- 
out -seeking special privileges or 
favors. 

The co-operative movement in 
America began about the middle 
of the last century, being brought 
to this country by immigrants 
from the Scandinavian countries, 
and centered in the Northern Mid- 
dle Atlantic States. The move- 
ment gained rapidly at first, then 
receded during the upswing of 
prosperity, with further advances 
during the recent depression. To- 
day it is estimated that co-opera- 
tives are doing a business of $1,- 
000,000 a day, about one per cent 
of our total retail volume. How- 
ever, twelve and one-half per cent 
of farm purchases are through co- 
operatives. Considerably over one- 
half of the total co-operative 
farmer buying is being done 
through one hundred and five of 
the larger farmer-buying co-ops. 
At the head of this list in volume 
of sales is the Grange League Fed- 
eration Exchange, Inc., with which 
all of us are familiar, with their 
volume of $39,000,000 as reported 
in the January 19, 1937, issue of 
the “Dairymen’s League News.” 
They also report that feed repre- 
sents by far the greater percent- 
age of sales, with fertilizers, seeds, . 
building materials, paints, nails 
and fencing following in the or- 
der named. 

The annual report for 1935 of 
the Fruit Growers’ Supply Com- 
pany of California, which, by the 
way, is the second largest in the 
farm field, with its $9,000,000 
volume shows that since its or- 
ganization it has returned to the 
members about 3 per cent of their 
total purchases. 

I have here a slip handed me 
recently that I think takes the 
prize for novel co-operatives. This 
little pamphlet, entitled “The 
Triple Cities Co-operative Associ- 
ation,” has attached to it a card 

(Continued on page 151) 
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City Hardware Merchants Also Face 


Competition from Consumer Co-ops 


HENEVER _hardware 

merchants discuss the 

competitive phases of 
consumer co-operative buying 
activities, they are prone, in the 
majority, to focus their thinking 
on this problem as faced by 
dealers in the country districts. 
This is natural in view of the em- 
phasis that has been placed on 
this practice among organized 
farmer groups. As a result the 
impression may be created that 
we city hardware dealers do not 
face the same problem. As a mat- 
ter of fact, we have this same prob- 
lem and probably to a greater 
relative degree because of the con- 
gested areas and the surprisingly 
large number of people living 
within a restricted radius of the 
places where such operations or 
services are available. Relatively, 
our problem with such buying 
groups is probably more severe. 

These city co-operatives, if we 
may call them that, are divided 
into two general groups. We have 
the one which perhaps we are all 
familiar with—the buying ser- 
vices that are maintained by cor- 
porations for the exclusive benefit 
of their employees. These are 
very numerous. Practically every 
large corporation in the country 
maintains a service of this kind in 
some respect, either actually con- 
trolling it or having it under the 
control of its employees’ organi- 
zation. 

The other service with which we 
are just becoming familiar, al- 
though it has flourished for many 
years, is the regular direct-to-con- 
sumer service which is very preva- 
lent in the larger cities. In New 
York City below 23rd Street there 


are fifty or more of these services, 





* Based on revision of Mr. Atkin- 
son’s talk before New York State Re- 
tail Hardware Association Convention 
ae. N. Y., February 10th. 
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By SYDNEY H. ATKINSON 


President, Brooklyn Hardware 
Association, Brooklyn, N. Y.* 


that are actually listed in tele- 
phone books and recognized by 
the different credit agencies of the 
city. 

The one that concerns us most 
is the one that we know the least 





SYDNEY ATKINSON 


about, and that is the direct-to- 
consumer service. In New York 
City this problem has been going 
on for many years. Yet you rare- 
ly hear anything of it, because the 
people who are buying from these 
services are more or less secretive. 
They believe, and rightly so, that 
if they go around telling the facts 
regarding their purchases and 
savings, somehow or other there 
will be control, that may termi- 
nate such arrangements. 

In our own store, this past 
Christmas season, we had two or 
three definite instances that we 
actually traced down. In one case 
a woman came in and looked at 
an electric kitchen mixing outfit. 
She took half an hour of the man’s 
time demonstrating it, and then 
told him she wouldn’t buy it from 
us because her son worked in New 


York and could get a substantial 
discount on that machine. 

There are many instances that 
never come to our attention and 
for that reason we are not fully 
aware of this condition. Most of 
these places maintain an office on 
the second floor of a building on 
a prominent thoroughfare of the 
city. Since the beginning of the 
year I have taken the time to actu- 
ally go into ten or twelve of these 
places to see how they handle 
sales. Their rent, of course, being 
on the second floor, is somewhat 
lower than a store on the first 
floor would be, and they make 
considerable savings there. 

Most of them have no stock of 
any kind, but some do have a dis- 
play of items which are in more 
general demand. Anything they 
don’t have on display they will 
supply very readily within half 
an hour or one hour’s time, if you 
so desire. 

Of course, their whole stock in 
trade is supplying standard trade- 
marked nationally known branded 
articles. Anything that has any 
consumer acceptance _interests 
them. They will supply any of 
these articles at a saving of from 
10 per cent to 50 per cent. This 
is not an exaggeration. They will 
buy you an automobile of any 
make at a saving of $50 to $500 
on the car. It will be a brand-new 
car, delivered and serviced by the 
manufacturer, carrying the manu- 
facturer’s full warranty. 

They will sell you any make 
of refrigerator you desire—any 
standard make—at from 15 per 
cent to 25 per cent off, and in 
most cases it will be delivered and 
serviced by the manufacturer. 

I could go on all morning just 
talking about the things they will 

(Continued on page 178) 
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FTC Issues Complaint Against Oliver Bros. 
Alleging Violation of Brokerage Clause 


in the Robinson-Patman Law 


Similar Charges Made Against Biddle Purchasing Co. Now Under Discussion in 
Public Hearings Relates to Grocery 


(Washington Bureau of HARDWARE AGE) 

Hardware is the principal commodity involved in a Federal 
Trade Commission complaint of March 29 against Oliver Bros., Inc., 
417-421 Canal street, New York, alleging violation of the so-called 
brokerage clause of the Robinson-Patman anti-price discrimination 





act in supplying market informa- 
tion and purchasing service to 
wholesalers, jobbers and other 
dealers in various parts of the 
country. Eleven buying and sell- 
ing companies, including hard- 
ware interests, also are named as 
respondents. The specific charges 
allege acceptance of commissions 
without rendering service. 

The complaint says that Oliver 
Bros. Inc., is a medium through 
which a large group of buyers 
purchased commodities, mostly 
hardware, from a group of sellers. 
It is charged that Oliver Bros., 
while acting as agent or represen- 
tative of the buyers and subject 
to their direct or indirect control, 
accepted from the selling group 
so-called brokerage fees or com- 
missions, varying from 1 to 10 
per cent of the quoted agreed 
sale prices, without rendering ser- 
vice of any kind to the sellers in 
connection with these transac- 
tions of sale or purchase of goods. 
Such commissions, it is charged, 
were in turn paid over by Oliver 
Bros. to its buyer clients, with- 
out the latter rendering any ser- 
vice to the sellers in connection 
with the particular transactions 
involved. The complaint said that 
each amount paid the individual 
buyer was the amount paid by 
the individual seller in a given 
transaction. 

Classified in the complaint as 
buyers are the following respon- 
dents: W. D. Allen Mfg. Co., 566 
West Lake Street, Chicago; Black 
Hardware Co., 2217 Avenue B, 
Galveston, Tex.; Jacobi Hard- 
ware Co., 12 South Front Street, 
Wilmington, N. C.; Matthew & 
Boucher, 26 Exchange Street, Ro- 
chester, N. Y.; Charlotte Supply 
Co., 500 South Mint Street, Char- 
lotte, N. C., and Virginia-North 
Carolina Hardware Co., 1316 
East Main Street, Richmond, Va. 

The complaint describes these 
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buyers as being “fairly typical 
and representative” members of 
a large group or class of whole- 
salers, jobbers, merchants and 
dealers, “all of whom have by 
contract subscribed to the market 
information and purchasing ser- 
vice of Oliver Bros., Inc.” The 
complaint points out that it was 
impracticable to name specifically 
each of the approximately 300 
buyers as a respondent in the 
case, but that all of them are, or 
have been, engaged in practices 
similar to those alleged the re- 
spondents named. 

Similar reference is made as 
to selling companies. The selling 


Products 


companies named as respondents, 
said to be “fairly typical and rep- 
resentative” members of a large 
group or class of manufacturers, 
processors and producers who use 
the Oliver purchasing services, 
are: Globe Crayon Co., Inc., 383 
Third Avenue, Brooklyn; E. V. 
Crandall Oil & Putty Mfg. Co., 
1105 Metropolitan Avenue, Brook- 
lyn; Charles F. Baker & Co., Inc., 
113 State Street, Boston; Key- 
stone Emery Mills, 4329 Paul 
Street, Frankford, Philadelphia, 
and Jas. Corner & Sons and its 
proprietor, James A. Reilly, 438 
North Front Street, Baltimore. 
A similar complaint against 
Biddle Purchasing Co., New 
York City, but dealing with gro- 
cery products, is now under dis- 
cussion at public hearings con- 
ducted by the Federal Trade 


Commission. 





LOCAL NEW YORK GROUP 
ELECTS OFFICERS 


At the annual meeting of the 
Hardware & Supply Dealers As- 
sociation of Manhattan & Bronx 
Boroughs, Inc., March 11, Joseph 
Langsam, Langsam Hardware 
Co., 1422 Second Ave., New York, 
City, was elected president; 
Henry Ruschmeyer, Jr., H. C. 
Ruschmeyer & Son, 332 Eighth 
Ave., vice-president, and Freder- 
ick Hepp, 1400 Third Ave., re- 
elected treasurer. C. H. Tilson, 
92 Morningside Ave., is secre- 
tary. 

On behalf of the association, 
J. Mathias Kohlmeier, chairman 
of the nominating committee, 
presented the retiring president, 
Charles Kleinhardt, Kleinhardt 
Hardware Co., 26 Ninth Ave., 
an engraved fountain pen and 
pencil in appreciation of his ac- 
tivities in behalf of the organi- 
zation. A dinner was served pre- 
ceding the meeting. 





MARSHALL RETIRES FROM 
BOLT AND NUT FIRM 


Howard E. Marshall, purchas- 
ing agent for the Russell, Burd- 





sall & Ward Bolt and Nut Co., 
Port Chester, N. Y., has recently 
relired from active service. He 
started with the company 58 
years ago in a clerical position 
in the old original plant at Pem- 
berwick, Conn. He has been pur- 
chasing agent for 36 years and 
director since 1901, which posi- 
tion he will retain. 

P. M. Culyer has been elected 
purchasing agent to succeed Mr. 
Marshall. He has been with the 
company since 1910, having 
spent the first seven years in the 
cost department. He entered the 
purchasing department in 1917 
and has been assistant purchas- 
ing agent until his recent ap- 
pointment. 


L. P. HERMES RECOVERS 

FROM ATTACK OF FLU 

L. P. Hermes, buyer, Momsen- 
Dunnegan-Ryan Co., wholesale 
hardware distributors, El] Paso, 
Tex., suffered a severe attack of 
flu several months ago. He has 


been staging a normal come- 
back. 








TRUE & BLANCHARD CO. 
REMODELS STORE 


True & Blanchard Co., New- 
port, Vt., is celebrating the open- 
ing of its remodelled store, which 
is the first sep in the plans for 
continued improvement. The 
present changes, made _prin- 
cipally on the first floor of the 
company’s main store, have in- 
volved the removal of all parti- 
tions, permanent displays and 
glass show cases from the center 
of the store. Thirty new modern 
display tables have been arranged 
to suit the season or conditions 
and displays of heavy merchan- 
dise may now be made in any 
part of the store desired. 

W. W. True founded the com- 
pany some 53 years ago as a 
“tin shop.” The business was 
moved to its present quarters in 
1889, when there were no electric 
lights, modern plumbing, or tele- 
phones in general use and none 
of the common conveniences of 
today. Associated with Mr. True 
are Charles A. Clark, store man- 
ager; Mrs. Vera Keith, who has 
been in charge of the basement 
department for several years, and 
Charles G. Taylor, vice-president 
and treasurer. 





RAILWAY EXPRESS HAS 
COLLECTION SERVICE 


In a leaflet, entitled, “Railway 
Express Solves My Collection 
Problems,” the Railway Express 
Agency, Inc., 230 Park Ave., New 
York City, outlines its collection 
services. A schedule of charges 
for collecting and remitting, is 
included. Copies of this folder 
are available from the Agency. 





MOREHOUSE & WELLS TO 
MOVE RETAIL STORE 


The retail store of Morehouse 
& Wells Co., wholesale, Decatur, 
Ill., will be moved to the Stand- 
ard Office Bldg., Water and East 
Main St., that city. The new 
quarters will give the store a 
total of 25,000 square feet. The 
hardware and farm supplies, the 
paint, electrical appliances and 
cutlery, and the housewares de- 
partments will be concentrated 
on the main floor of the new 
store. The sporting goods de- 
partment will be located in the 
basement. 
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E. P. CRAWFORD JOINS 
BILLINGS & SPENCER 

E. P. Crawford, who for the 
past 15 years has traveled the 
Pennsylvania territory in the mill 
supply and hardware field has 
been appointed factory represen- 
tative in that territory for The 
Billings and Spencer Co., Hart- 
ford, Conn., manufacturer of 
forged tools, commercial drop 
forgings, drop forging hammers, 
and die-making machinery. He 
will make his headquarters in 
Philadelphia. 

JERSEY GROUP TO HOLD 

LADIES’ NIGHT 

At the March 18 meeting of 
the Jersey Shore Retail Hard- 
ware Dealers, Inc., at the An- 
sonia Hotel, Asbury Park, N. J., 
it was decided to hold the annual 
Ladies Night, July 18, at Vivien 
Johnson’s, Long Branch, N. J. 





Manufacturers’ and wholesalers’ 
salesmen and their wives will be 
invited to attend. 

President L. R. Usher presided 
over the meeting which was at- 
tended by 20 dealers. L. G. 
Randall, American Wire Fabrics 
Co., New York City, was guest 
speaker. A talking picture on 
store modernization and a Grant- 
land Rice sports feature, were 
shown. 


HARRY R. ANSEL FORMS 
THE KOR-LOK Co. 


Harry R. Ansel, registered me- 
chanical and structural engineer, 
has organized The Kor-Lok Co., 
of which he is president, located 
in the Union Trust Bldg., Cleve- 
land, Ohio. This company is 
introducing to the sheet metal 
market an interlocking corrugat- 
ed sheet for roofiing and siding 
stated to defeat capillary attrac- 











HARRY R. ANSEL 


tion and eliminate nail holes. The 
company has prepared a complete 
story of this new product in 
booklet form and will send it to 
interested dealers and jobbers. 


Early Dismissal of Bird-Ward Case Likely 
As FTC Accountant Approves Differentials 


Government Appointed CPA Declares Price Differen- 
tials Given Montgomery Ward & Co. by Bird Were 
Justified. First Test Case Hearings Under Robinson- 
Patman Law Closed March 16, 1937. Decision to Dis- 
miss or Take Further Argument Will Be Determined 
by Report to Federal Trade Commission by Trial 


Examiner. 


(Washington Bureau of HARDWARE AGE) 


Unless there are points developed which at present are not ex- 
pected, the first test case under the Robinson-Patman anti-price 
discrimination act will be dismissed by the Federal Trade Com- 


mission. This is the well known 


Bird-Ward proceeding which has 





been followed in detail by Harv-© 


WARE AGE. 

Prospects of dismissals ap- 
pear to have been given strong 
emphasis with closing of the case 
on Tuesday, March 16, in Wash- 
ington, when W. J. Warmack, 
certified public accountant, rep- 
resenting the FTC testified that 
he had come to the conclusion 
that price differentials granted 
by the Bird Floor Covering Sales 
Co., East Walpole, Mass., to 
Montgomery, Ward & Co., Chi- 
cago, were justified. Mr. War- 
mack, the final witness, sub- 
mitted his testimony after exam- 
ining an audit of the books of 
Bird & Son, Inc., and their sub- 
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sidiary, the Bird Floor Sales 
Covering Co., made by Anthony 
Jaurequy, of Price Waterhouse 
& Co., who examined the books 
on behalf of the respondents, and 
also after making an independent 
audit of the books. 

The Bird company had been 
charged with price discrimina- 
tion in the sale of floor covering 
to Montgomery, Ward & Co., and 
the latter was charged with ac- 
cepting discriminatory prices. 
Under the Robinson-Patman act 
the receiver of discriminatory 
prices is made equally as guilty 
as the seller is charges made are 
sustained by the commission. 





Differentials, however, are per- 
missible, with defined restric- 
tions, on volume purchases such 
as those made by Montgomery, 
Ward & Co., an indicated by 
their approval in the Bird-Ward 
case by the FTC cost accountant. 
His finding was an endorsement 
of the conduct of the business 
of the respondents, including the 
best practices of accounting. 

The report of the case has 
been prepared by Trial Examiner 
Charles F. Diggs and upon its 
nature rests final determination 
of the proceedings by the FTC. 
In the event it holds price dif- 
ferentials granted Montgomery, 
Ward & Co., were justified it is 
assumed the case will be dis- 
missed. It it does not so hold, 
the case will be set for argument. 

Finding in the case obviously 
will set a precedent for like pro- 
ceedings, if any, in the future. 
However, even in the case of 
dismissal, it would not weaken the 
law when directed against con- 
cerns whose practices are unfair 
and discriminatory and resort to 
subterfuge to favor large buyers 
as a means of destroying competi- 
tion with individual independent 
and small business houses. 





CREDIT CONVENTION TO 
INCLUDE HDWE. MEETING 

A special group meeting of 
credit executives in the whole- 
sale hardware trade will be held 
in conjunction with the conven- 
tion of the National Association 
of Credit Men to be held in Chi- 
cago, June 21 to 24 F. S. 
Walden, vice-president and sec- 
retary of the Strevell-Paterson 
Hardware Co., wholesale hard- 
ware distributors, Salt Lake City, 
Utah, has been appointed chair- 
man. . 

Every angle of credit depart- 
ment methods and procedure will 
be discussed at the meeting and 
it is hoped that credit represen- 
tatives of wholesale hardware 
concerns will attend. The topics 
that will be presented and dis- 
cussed are: credit department 
systems; necessary credit data in 
the extension of credit favors; 
opening credit accounts and fix- 
ing credit limits; modern collec- 
tion methods; trade group ac- 
tivities; controlling terms of 
sales, cash discounts, etc.; agency 
service and interchange; credit 
losses, compromise settlements, 
and liquidation of insolvent debt- 
ors, and interest charges on past 
due accounts. 


REPUBLIC APPOINTS KLEMM, 
SALES MANAGER, BOLT 
& NUT DIVISION 

R. C. Klemm has been ap- 
pointed manager of sales, bolt 
and nut division, of the Republic 
Steel Corp., Cleveland, Ohio, suc- 
ceeding C. F. Newpher, who has 
joined the National Screw & Mfg. 
Co., Cleveland. Mr. Klemm has 
been with Republic and its pre- 
decessor companies for 25 years. 

Harry W. Schrenk has been 
appointed manager of sales, tool 
steel department, succeeding the 
late Frank J. Bauman. Mr. 
Schrenk has been associated with 
the tool steel department for a 
number of years. 





DAMAGED BY FIRE: 
STORE WISHES CATLOGS 
The East End Hardware Co., 

Sunbury, Pa., one of that city’s 
oldest retail establishments, had 
most of its stock and building 
fixtures destroyed by fire on 
March 20. Catalogs and price 
lists from manufacturers and 
wholesalers, replacing those lost 
in the fire, would be appreciated. 


97 








KELLEY-HOW-THOMSON 
REMODELS ITS OFFICES 


The offices of the Kelley-How- 
Thomson Co., wholesale, 309 
South Fifth Ave., West, Duluth, 
Minn., have been thoroughly 
modernized both in appearance 
and general layout. The interior 
has been finished in accoustical 
tile and the walls treated with 
sound-absorbing material. In- 
direct lighting is now being used 
and a complete air-conditioning 
system has been installed. 

The press of business has also 
made it necessary for the com- 
pany to add to its present quar- 
ters the five-story adjoining 
building, with a floor space on 
each floor of about 100 x 125 
feet. This additional space is 





| already 


practically filled with 
merchandise, so that the com- 
pany can take care of its dealers’ 
requirements. 


BURDEN IRON MAKES 
EXECUTIVE CHANGES 


O. A. Van Denburgh, Jr., a 
former manager of the Burden 
Iron Co., Inc., Troy, N. Y., has 
been placed in charge of opera- 
tions. George McM. Godley, 
who was president of the concern 
in 1935-1936, was elected to fill 
the unexpired term of president 
Alfred Musso. Arthur S. Swan, 
vice-president and Frank Hodson, 


assistant to the president, are 


also no longer associated with | 


the company. 


EFFICIENT DISTRIBUTION TO BE THEME 


TRIPLE MILL SUPPLY CONVENTION | 


A preliminary program has 
been announced for the triple | 
convention of the Southern Sup- | 
ply and Machinery Distributors’ | 
Assn., the American Supply and 
Machinery Manufacturers’ Assn., 
and the National Supply and | 
Machinery Distributors’ Assn., | 
May 10 to 12, 1937, at the Pea- 
body Hotel, Memphis, Tenn. Fol- 
lowing a number of preliminary 
committee meetings on Sunday, 
May 9, the convention will be 
formally opened at 10:00 a. m., 
Monday, May 10 when members 
of all three associations will 
meet jointly. 

The feature of the opening | 
session will be a special report | 
on manufacturer-distributor rela- 
tions prepared under the joint 
supervision of the committees of 
the Southern and National Asso- 
ciations on Manufacturers’ Rela- 
tions and the committee of the 
American Association on Dis- 
tributors’ Relations. The report 
is expected to bring out not only 
the importance of satisfactory 
relations between manufacturers 
and their distributors, but how 
such relations will prove _profit- 
able to both and assist in the 
efficient distribution of industrial 
supplies. 

On Monday afternoon, the 
members of each association will 
meet separately to discuss their 
respective problems and the work 
of the associations to adjust 
them. Ample provision will be 
made for full and complete con- 
siderations of a number of ques- 
tions of current interest to the 
members. 

“Increased Efficiency in Distri- 
bution” will be the theme of all 
discussions at a joint meeting of 
the associations on Tuesday 
morning, May 11. While speak- 
ers have not been announced, it 
is stated that they will discuss 
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H. R. RINEHART 


methods by which distributors 
can improve the efficiency of 
their operations and also how 
manufacturers can assist to a 
greater degree in the economical 
distribution of their products. 

No set program is arranged for 
Tuesday afternoon. The after- 
noon has been set aside without 
a formal program to provide an 
opportunity for personal contacts, 
which many members of all three 
associations consider desirable. 

The Annual dinner-dance will 
be held Tuesday evening, May 11. 

The work of the Industrial 
Supply Research Bureau will be 
discussed at the joint session on 
Wednesday morning, May 12. 
That afternoon members of each 
association will meet separately 
for an hour or an hour and a 
half, following which the conven- 
tion will be concluded at a final 
joint meeting. 

Henry R. Rinehart is secre- 
tary-treasurer of The National 
Supply and Machinery Distribu- 
tors’ Association with headquar- 
ters at 505 Arch St., Philadel- 
phia, Pa. 


The Accurate Hardware Co., 
Inc., with offices in the Port of 
Authority Bldg., 111 8th Ave., 
New York City, has been or- 
ganized for the manufacture of a 
line of inside mortise lock sets. 





WILLIAM FALK 


Frank N. Mariani is president 
and treasurer of the company. 
He is also president of the Con- 
tinental Container Corp.; vice- 
| president of the Scandore Paper 
Box Co., Inc., and president of 
Diecasters, Inc. 


William Falk is general man- 














ORGANIZE FIRM IN NEW YORK TO 
MANUFACTURE LOCK SETS 


ager and vice-president of the 
new concern. He has been in 
the hardware business for 18 
years, having formerly been con- 
nected with the Independent 
Lock Co. and Lockwood Hard- 


FRANK N. MARIANI 


ware Co. as production and as- 
sistant works manager. 

The company will make three 
styles of lock sets; a No. 200 
pitcher handle set in the colonial 
trend; a No. 300 colored knob 
set in the present trend, and a 
No. 401 lever set in the modern 
trend. 





COURTNEY ADDRESSES 
HARDWARE BOOSTERS 


There is romance in_ locks, 
Charles Courtney, 530 W. 125th 
St., New York City, internation- 
ally famed locksmith, told mem- 
bers of the Hardware Boosters 
at the March 19 meeting held at 
the Hotel Dixie, W. 42nd St., 
New York City. Mr. Courtney 
told of some of his adventures 
when he visited the wreck of the 
/British cruiser Hampshire, on 
which the late Lord Kitchener 
lost his life during the World 
War. To get down to that wreck, 
which sank in more than 350 
feet of water, he used a duralu- 
minum diving suit, weighing 1000 
lbs. Such a suit is in reality, he 
said, a small submarine in which 
you carry your own oxygen and 
a respirator. 

While Mr. Courtney and his 
fellow divers were working inside 
the wreck of the Hampshire a 
sudden movement of water cur- 
rents closed the doorway through 
which they had entered the ship, 
severing the electric light line, 
leaving the men entrapped and 
without illumination. He invited 
those present to visit his his- 
torical collection of locks and 
keys which is on exhibition in 
his Rockefeller Center branch. 
William H. Hassel, who is in 











charge of Mr. Courtney’s Rocke- 
feller Center branch was introé 
duced at the meeting and made a 
few brief remarks. 

Roy C. Schmidt, Stanley Tools, 
vice chairman of the entertain- 
ment committee presided at the 
meeting and announced that the 
Boosters will hold a fishing trip 
sometime in July on a date to be 
announced at a later meeting. 





BELTING FIRM APPOINTS 
BIGGS-KURTZ HARDWARE 


The New York Belting & Pack- 
ing Co. 1790 Broadway, New 
York City, has appointed Biggs- 
Kurtz Hardware Co., Grand Junc- 
tion, Co., distributor for its com- 
plete line of mechanical rubber 
goods in that area. 





STOWE HARDWARE ISSUES 
ANNIVERSARY CATALOG 


In celebration of its 44th year 
in business, the Stowe Hardware 
and Supply Co., 1322 W. 13th 
St., Kansas City, Mo., has issued 
a new catalog that is the largest 
ever published by the company. 
In this catalog the company is 
announcing new hardware lines 
which include complete lines of 
agricultural supplies, industrial 
and automotive supplies, tractor 
equipment, etc. 
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Cash in on New 1937 Model [RUE TEMPER Tools 


®@ People just wouldn’t buy a 1920 model auto- 
mobile and no merchant would waste his time 
trying to sell an old model. The same people 
that insist on new model cars are your customers 
for farm and garden tools. The new 1937 model 
TRUE TEMPER Tools have streamlined beauty, 
greater strength and value on which the modern 
buyer insists. 


The 1937 model TRUE TEMPER Forks and 
Hoes and Rakes provide 6 major improvements 
for the tool buyer. Here they are: (1) new 
tubular ferrule, (2) new common ferrule, (3) 


new socket hoe, increases strength in each case 
at least 25%, (4) new fork steel, at least 30% 


stronger, (5) new imprinted brands, (6) new 
heavy green paper wrapping for each tool. 


These improvements are presented to the tool 
buyers of the nation by full page advertisements 
in leading farm and garden magazines. Your 
customers will see them. You can obtain these 
new model tools from a nearby jobber. Why 
spend time and effort selling obd models when 
the new 1937 model tools are easy to get, easier 
to sell and more profitable? Write us today for 
store selling helps and further information. 


THE AMERICAN FORK & HOE COMPANY 
Makers of Essential Tools 2 CLEVELAND, OHIO 


FORKS © RAKES HOES © SHOVELS © AXES © HATCHETS © HAMMERS © SCYTHES © FISHING RODS AND BAITS © GOLF SHAFTS 
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FTC ATTACKS BASING POINT SYSTEM 





UNDER THE ROBINSON-PATMAN LAW 





Takes Action Against Cast Iron Soil Pipe Association. 
Charges “Birmingham-Plus” Pricing System Substan- 
tially Lessens Competition in Violation of Patman Law. 


(Washington Bureau 
The Federal Trade Commission 


of HARDWARE AGE) 
has turned for the first time to 


the Robinson-Patman Anti-price Discrimination Act to support its 
unrelenting campaign to abolish the basing point system in industry. 
It took this action against the Cast Iron Soil Pipe Association, 





Birmingham, Ala., and thirty-® 
five companies, which are said 
to produce and sell 90 per cent 
of the cast iron soil pipes in the 
United States. 

The Commission charges that 
through use of the Birmingham- 
plus pricing system, they have 
substantially lessened competition 
in violation of the Federal Trade 
Commission Act and discriminat- 
ed in price among buyers in vio- 
lation of the Robinson-Patman 
Law. 

The charge, brought under the 
Federal Trade Commission Act, 
is the same as that instituted by 
the Commission some fourteen 
years ago against the United 
States Steel Corp., when the 
Commission struck at the basing 
point system with the iron and 
steel industry its target. 

The interesting part of the 
complaint, however, centers 
around the allegation under the 
Robinson-Patman Act. The com- 
plaint charges that the respon- 
dents’ so-called combination has 
resulted in discriminations by 
producers not located at Birming- 
ham, which is the only basing 
point used by cast iron soil pipe 
makers in quoting prices. By 
these so-called discriminations, it 
is alleged, competition among the 
respondent producers wherever 
located, is substantially lessened 
in violation of the Robinson-Pat- 
man Law. The complaint distin- 
guishes between delivered prices 
and actual prices, alleging that 
the actual price is derived by de- 
ducting from the delivered price 
the cost of transportation, such 
transportation cost varying with 
the respective locations of the 
buyers. 

Tabulations are included in the 
complaint, designed to show that 
each respondent producer outside 
the Birmingham district by the 
use of the Birmingham plus sys- 
tem, charges buyers located at his 
point of production the highest 
actual price which he receives 
from any of his customers. 

It is further alleged that the 
effect of these discriminations is 
to eliminate price competition 
among respondent producers and 
non-member producers to the pre- 
cise extent that the system is fol- 
lowed. 

The industry’s product is pro- 
duced in widely separated sec- 
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tions and is used chiefly for 
plumbing and purchasers, consist- 
ing principally of contracting 
plumbers, of wholesalers and 
warehousemen, from whom plum- 
bers and builders frequently ob- 
tain their supplies. It is evidently 
the belief of the Commission that 
if it should succeed in abolishing 
the Birmingham plus base, the 
same principle would apply to 
the basing point system used by 
the iron and steel and numerous 
other prominent industries. 

The respondents in the Birm- 
ingham plus case were allowed 
twenty days from service of the 
complaint to file answers. 





HDWE. SQUARE CLUB HAS 
INTERESTING PROGRAM 


“The Worthy Oil Can Degree” 
was the order of business at the 
March meeting of the Hardware 
Square Club, No. 675 held in 
the Masonic Temple, New York 
City. Candidates for the order 
were: Paul Auerbacher, Jones & 
Auerbacher; Ed Seifer, Hard- 
ware Mutual; P. Wiss, J. Wiss 
& Sons; Sydney Atkinson, R. J. 
Atkinson; C. Kunz, F. Stell- 
wagen, and A. Westreich, Brook- 
lyn hardware dealer. 

The April and May meetings 
have been designated as Monte 
Carlo Night and Bingo Night 
respectively. The April meeting 
will be held aboard a private 
boat which will take the mem- 
bers for a sail up the Hudson 
River. Ralph S. Allen, Diamond 
Expansion Bolt Co., 48 West 
Broadway, New York, is secre- 
tary. 

CHINESE-AMERICAN TRADE 

ANNUAL AND DIRECTORY 


A Chinese-American Trade An- 
nual and Directory has recently 
been published and is being made 
available by the Chinese Cham- 
ber of Commerce of New York, 
Inc., 154 Canal St., New York 
City. All information contained 
in the book is from official Chin- 
ese sources and is_ especially 
designed for the use of import- 
ers, exporters, shippers, .and 
others engaged in foreign trade. 
The book tells about what China 
buys and sells and how to sell 
and buy from China, giving an 


up-to-date list of importers and 
exporters specializing in Chinese 
trade both in China and in the 
United States. Charts show a 
statistical picture of China’s 
progress, principal Chinese ar- 
ticles exported abroad and im- 
ported from abroad. Also con- 
tained in the book are official 
trade regulations, trade mark 
laws, customs tariffs, etc. 





FEARN NAMED V.-PRES. 
OF THERMOS SALES 


On March 16, Irving K. Fearn 
was promoted to the position of 
vice-president in charge of sales 
for The American Thermos Bot- 
tle Co., 405 Lexington Ave., New 
York City. This recognition 
comes to Mr. Fearn following a 
year since his affiliation with the 
company as general sales man- 
ager in March, 1936. 





IRVING K. FEARN 


Mr. Fearn recently announced 
several changes in the sales per- 
‘sonnel of the Thermos organiza- 
tion. Tom Brown, formerly of 
the company’s Chicago office was 
placed in Atlanta to cover North 
and South Carolina, Georgia, 
Florida, Tennessee, Mississippi, 
Alabama, and the city of New 
Orleans. 

Fred S. Slyder and Arthur H. 
Payson were appointed assistant 
sales managers. Mr. Slyder is in 
charge of the central Northwest 
territory, including North and 
South Dakota, Nebraska, Minne- 
sota, Iowa, Wisconsin, and the 
northern portion of Illinois, and 
also has charge of the company’s 
display room in the Merchandise 
Mart, Chicago. Mr. Payson has 
been in charge of the firm’s in- 
dustrial and institutional sales 
at Norwich, Conn. His work will 
continue along those lines as well 
as in resale activities. 





C. W. Dickey has been placed 








in the central northeastern dis- 
trict with headquarters in Chi- 
cago under the direction of Mr. 
Slyder. Everett S. Peckham, 
formerly manager of the service 
department at the factory, was 
placed in charge of the New Eng- 
land territory, which includes all 
of those states, excepting a por- 
tion of Connecticut but including 
parts of New York state. Warren 
W. Bobb was placed in charge 


of the territory comprising 
Michigan, Ohio, Indiana and 
Kentucky. He was formerly as- 


sociated with Richard Hudnut 
and the Pepsodent Co. 





ROEMER ELECTED TO 
EMPIRE BOARD 


Henry A. Roemer, president, 
Pittsburgh Steel Co., Pittsburgh, 
Pa., Sharon Steel Corp., Sharon, 
Pa., and Niles Rolling Mill Co., 
has been elected chairman of 
the board of the Empire Sheet 
& Tin Plate Co., Mansfield, Ohio. 
According to C. H. Henkel, 
president of Empire Sheet, the 
election will not result in a 
merger of the Empire, Pittsburgh 
Steel, and Sharon Corp. 





ANKER-HOLTH PURCHASES 
CREAM SEPARATOR LINE 


The Anker-Holth Mfg. Co. 
Inc., Port Huron, Mich., has pur- 
chased the entire Great Western 
Cream Separator line, including 
merchandise, plant equipment, 
etc., from the J. I. Case Co. 
Racine, Wis. The company has 
doubled its office space and in- 
creased its production facilities 
for the convenience of Great 
Western dealers and users. 





THE HISTORY OF 
MICA SCHIST 


An interesting history of the 
whetstone is contained in a 
brochure entitled, “Mica Schist” 
written by H. S. Bryant of the 
Behr-Manning Corp., Troy, N. Y. 
The booklet takes one back to 
colonial days when agriculture 
was in full swing but sorely 
handicapped by the lack of whet- 
stones; to the discovery of Mica 
Schist by a New England farmer, 
and its development as an indus- 
try by Isaac Pike. It tells how 
the deposits of this natural whet- 
stone were developed millions of 
years ago, and also of its unique 
characteristics. Copies of this 
booklet will be sent upon request 
to the company. 





GOODRICH BUYS PLANT 
IN CADILLAC, MICH. 
The B. F. Goodrich Co., Ak- 
ron, Ohio, Has purchased a plant 
at Cadillac, Mich., for the manu- 
facture of a general line of rub- 
ber goods. 
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H. M. SWAIN, INC., TO HANDLE GENEVA MOPS & 
POLISHES; ANNOUNCES REPRESENTATIVES 


H. M. Swain, Inc., 120 West 
Second St., Dayton, Ohio, has 
been appointed exclusive sales 
representatives for the Geneva 
dust mops and polishes made by 
the Du All Mfg. Co., Geneva, 
Ohio, and will represent this line 
in both the domestic and foreign 
markets. 

Coincident with this announce- 
ment, H. M. Swain, Inc., advises 
that M. L. Swain has_ been 
elected treasurer of the organiza- 
tion and that Geo. H. Ohmer, 


formerly with the American In- 
stitute of Fair Competition has 
joined the new company. Sales 
representatives of H. M. Swain, 
Inc., are: Irving L. Bambrick, 10 
State St., Boston, Mass., for the 
east; Thomas Products Co., De- 
troit, Mich., for the northwest 
area; Markt & Hammacher Co., 
193 West St., New York City for 
Europe, Mexico and South Amer- 
ica, and Dodge & Seymour, 53 
Park Pl., New York City for the 
Far East. 





BRIGHT & CO. HOLDS 
DEALER MEETING 


Bright & Co., wholesale hard- 
ware, Reading, Pa., were co-hosts 
with the American Steel & Wire 
Co., at a dealer dinner meeting 
held at the Moselem Springs 
Hotel, near Kutztown, Pa., on the 
evening of March 1. About 135 
dealers and their salesmen were 
present to enjoy Pennsylvania 
Dutch cooking and the short pro- 
gram of addresses which followed 
the meal and preceded further 
refreshments. 

Guests were greeted by Stanley 
Bright, president, Bright & Co., 
and all arrangements for the af- 
fair were supervised by J. C. Mc- 
Coy, C. B. Leinbach, and J. C. 
Bright of the executive staff. 

Mr. McCoy, in the opening 
talk of the meeting, explained the 
company’s plans for assisting 
dealers to build business this 
year, and emphasized the point 
that hardware sales have already 
shown a marked improvement 
over last year, with further gains 
in prospect for those retail stores 
who will aggressively cultivate the 
growing demand. 

The American Steel & Wire 
Co. was represented by M. C. 
Harriman, assistant manager, 
merchant products division, New 
York City; E. O. Gray, sales 
promotion department, Chicago, 
and A. W. Froude, special repre- 
sentative, New York City. Vari- 
ous merchandising and promo- 
tional phases of American’s cam- 
paign in connection with its new 
U. S. S. American fence were dis- 
cussed and this product’s features 
of triple protection against rust 
explained in some detail. 

MacDonald Witten, associate 
editor, HarpwarE AcE, New York 
City, spoke briefly on “The Pro- 
gressive Hardware Merchant,” 
and focused attention on a num- 
ber of factors of prime importance 
to profitable retail operations 
under present conditions. 





VAUGHAN NOVELTY 
ISSUES CATALOG 
The Vaughan Novelty Mfg. 
Co., 3211-25 Carroll Ave., Chi- 
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cago, has issued its new catalog, 
No. 301. It illustrates and de- 
scribes the Vaughan lines of 
kitchen tools, can openers, bar 
accessories, bottle openers, ice 
picks, and “gadgets.” A new 
and complete price list is also 
contained in the catalog. 





CHAS. NEWPHER JOINS 
NATIONAL SCREW & MFG. 
Charles F. Newpher has _ be- 
come associated with The Na- 
tional Screw and Mfg. Co., 2440 
East 75th St., Cleveland, Ohio, 
as assistant to the president, 





CHARLES F. NEWPHER 


Harold G. Alexander. Mr. New- 
pher was formerly manager of 
sales of the Bolt and Nut Divi- 
sion of the Republic Steel Corp. 
He recently completed 25 years 
of service Republic and _ its 
predecessors, The Bourne Fuller 
Co. and the Upson Nut Co. For 
the past 15 years he has been ac- 
tive in sales work. 





CENTRAL NEW YORE 
GROUP ELECTS 


At a recent meeting of the 
Central New York Hardware 
Dealers Association, J. Arthur 
Heaphy was elected president; 
Franklin Green, vice-president; 
John B. Foley, secretary, and 
treasurer, James Hart. Mr. 





Foley’s headquarters are at 510 
Hills Bldg., Syracuse, N. Y. 


BOAZ TO MANAGE SALES 
FOR CURTIS SAW CO. 
Walter C. Hecker, president, 

Curtis Saw Co., 1905 Kleinlen 

Ave., St. Louis, Mo., has an- 





CHARLES W. BOAZ 


nounced the appointment of 
Charles W. Boaz as sales manager 
for the company. Mr. Boaz has 
been identified with the saw in- 
dustry for many years. 





NEW TRUE TEMPER 
GARDEN BOOK 


The American Fork & Hoe Co., 
Keith Bldg., Cleveland, Ohio, has 
recently issued the eleventh edi- 
tion of its True Temper Garden 
Book. This edition has been en- 
larged to include sections on the 
growing of ornamental plants 
and the culture of lawns. The 
book has been designed to pro- 
vide helpful suggestions on all 
the common problems encoun- 
tered in the growing of vegeta- 
bles, plants, and lawns. It con- 
tains many illustrations showing 
the correct way of planting and 
tables to aid in the selection of 
vegetables, flowers, and shrubs. 
Copies of this book are available 
to the hardware trade from the 
company at 5c. each. 





ABRASIVE FIRM NAMES 
N. Y. REPRESENTATIVE 


Samuel P. Taylor, 1435 Han- 
cock St., Brooklyn, New York, 
has been appointed factory rep- 
resentative for the Wisconsin 
Abrasive Co., Milwaukee, Wis. 

FIRE DAMAGED STORE; 

REQUESTED CATALOGS 


When fire recently damaged 
the store of the Angle Hardware 
Co., Rocky Mount, Va., the com- 
pany’s file of catalogs was de- 
stroyed. The company desires 
new catalogs of hardware and 
allied lines to replace those de- 
stroyed. 





FLORENCE STOVE ADDS 
TO SALES FORCE 


R. H. Taylor, who has for sev- 
eral years represented the Flor- 
ence Stove Co., Gardner, Mass., 
in Iowa, has been transferred to 
the New York office of the com- 
pany at 45 E. 17th St., as execu- 
tive assistant to H. E. Golden, 
manager of the New York 
division. 





R. H. TAYLOR 


W. Davis, for many years rep- 
resentative for the Wehrle Stove 
Co., succeeds Mr. Taylor in Iowa. 
Mr. Davis is working out of the 
central division office at Kanka- 





P. D. SUTTON 


kee, Ill. Wis home is at 1135 
Spring St., N. E., Canton, Ohio. 

Charles Albera, who for some 
years has been in charge of ser- 
vice work for the New York 
Division will now travel as sales 
representative in parts of Dela- 
ware, Maryland, New Jersey, and 
Virginia. He will work out of 
the New York division office and 
will make his home at 131 W. 
34th St., Wilmington, Del. 

P. D. Sutton has been ap- 
pointed sales representative for 
Florence in the Pittsburgh terri- 
tory, which includes western 
Pennsylvania and parts of West 
Virginia. He works out of the 
New York office. His home is 1107 
Hillsdale Ave., Pittsburgh, Pa. 
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ORGANIZE NEW FLORIDA 
RETAIL ASSOCIATION 
At an organization meeting, 
March 25 in Tampa, Fla., a new 
Florida Retail Hardware Asso- 
ciation was organized with head- 
quarters at 842 Central Ave., St. 


Cc. A. CAMPBELL 


Petersburg, Fla. Charles X. Bal- 
four, Winter Haven, Fla., was 








B. C. KICKLITER 


elected president; B. C. Kick- 
liter, Sarasota, Fla., vice-presi- 
dent, and Charles A. Campbell, 
St. Petersburg, secretary-trea- 
surer. 

Dealer memberships in the as- 
sociation are $10.00 per year; 
jobber associate 
$25.00, and traveling men asso- 
ciation memberships, $3.00. 





FORM NEW DISPLAY 
CORPORATION 


W. B. Hampton, formerly with 
the Scene-In-Action Advertising 
Co., and W. J. Rankin Corp., has 
formed his own firm, the Display 
Corp. of America, 230 E. Ohio 
St., Chicago, with himself as 
president. The company will spe- 
cialize in animated and _ static 
displays. 





GLOUSTER, OHIO, HAS 
NEW RETAIL STORE 


L. D. McMaster, for the last 
seven years engaged in the hard- 
ware business in Pomeroy, Ohio, 
has opened a new hardware store 
in the Jones building, Glouster, 
Ohio. The store has been newly 
decorated and modern fixtures 
and equipment have been in- 
stalled. 





NESCO OPENS DISPLAY ROOMS ON PACIFIC COAST 


New modern display rooms have been opened on the Pacific 
Coast by the National Enameling and Stamping Co., Milwaukee, 
Wis. On display is a representative selection of Nesco’s house- 


wares lines, including stainless 


enameled ware, japanned and 


lithographed ware, tinware, galvanized ware, dairy supplies, 
hotel ware, kerosene stoves, ranges and heaters and electrical 
appliances. Shelving of modernistic design, finished in a neutral 
tone, to form effective backgrounds for utensils in a variety of 
new colors, including the new Nesco Delphinum Blue kitchen 


ware. 


T. W. Gulley has been transferred from the company’s Mil- 
waukee office to San Francisco to assume complete supervision 
of the firm’s business on the West Coast. From this office sales 
activities in 11 western states, the Hawaiian Islands, Alaska, and 
western Canada, will be supervised. 
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memberships, 





SELL I. M. LANTZ 

HARDWARE STORE 
The entire stock goods and 
fixtures of the I. M. Lantz Hard- 
ware, MacArthur, Ohio, was pur- 
chased by the L. E. Murphy Co. 
Mr. Lantz had recently passed 


| away. 





ALLISON HDWE. MOVES 
TO NEW BUILDING 
The Allison Hardware, Illison, 
Iowa, has moved to a new build- 
ing with a 48-foot front and 
which extends back 80 feet. It 
is of all-brick construction. 











CHARLES BIE 


Charles Bie, 73, of the retail 
hardware firm of Bie & Neuen- 
dorf, Forestville, N. Y., passed 
away recently as a result of a 
stroke of paralysis. From 1888 
to 1897, before his entry into the 
hardware business, Mr. Bie had 
been a traveling salesman, sell- 
ing farm machinery. In 1897 he 
became a member of the hard- 
ware firm of Pierce, Wiggins and 
Bie, which upon the retirement 
of Mr. Pierce became Wiggins 
and Bie and continued as such 
until the death of Mr. Wiggins 
in 1919. Mr. Bie then took his 
son-in-law, T. H. Neuendorf into 
the business at which time the 
firm was named Neuendorf & 
Bie. Mr. Bie leaves his daugh- 
ter, Agnes B. Neuendorf, her 
husband, and three brothers. 


ARTHUR F. STILSON 


Arthur F. Stilson, 72, treasurer 
of Wickwire Bros., Courtland, 
N. Y., passed away March 13, 
following a long illness. Mr. Stil- 
son was employed by the com- 
pany in 1882 as office boy or 
bobbin carrier. He subsequently 
held many different positions un- 
til he became vice-president and 
at the time of his death remained 
as treasurer. He had retired from 
active participation in the affairs 
of the company three and a half 
years ago. His son, Chester B. 
Stilson survives. 


FREDERICK L. MAYTAG 


Frederick L. Maytag, 80, 
manufacturer of washing ma- 
chines, passed away March 26 at 
Los Angeles, Cal., from a heart 
attack. He entered the manufac- 
turing business in 1893 and at 
one time was a leading maker of 
buggies. Later he made automo- 
biles, but then concentrated on 
the manufacture of washing ma- 
chines, his company being the 
Maytag Co. Mr. Maytag was 
member of the Iowa State Senate 
from 1902 to 1912 and served as 
mayor of Newton, Iowa, where 
his company is located. Two 
sons, L. B. Maytag and Elmer 
Henry Maytag and two daugh- 
ters survive. 
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HARRY DICK 
Harry Dick, 65, prominent 
hardware merchant of Union 
City, Pa., passed away recently 
following a month’s illness. Mr. 
Dick was proprietor of the Dick 
Hardware Store. He leaves his 

widow and two sisters. 


W. J. KILMER 

W. J. Kilmer, 77, founder of 
the hardware business of Kilmer 
& Sons, Monroe and First Sts., 
Spokane, Wash., passed away 
March 16. At one time he was 
employed in a hardware store at 
Capetown, South Africa. He be- 
gan his business career in Spo- 
kane with the old Spokane Hard- 
ware Co., as a partner of Tom 
Conlin. Mr. Kilmer leaves three 
sons, Joseph D., Racy E. and 
Frederick W. Kilmer, who were 
associated with him in the hard- 
ware business. 


GEORGE W. ZOLLER 


George W. Zoller, 56, was ac- 
cidentally shot and killed, while 
cleaning a shotgun in his store. 
He was associated with his 
brother, Frank in Zoller’s Hard- 
ware, 100 E. Broadway, Council 
Bluffs, Iowa. His widow and 
brother, and a daughter survive. 


WILLIAM W. SULLIVAN 

William W. Sullivan, 62, for- 
mer president of the Sullivan 
Hardware Co., Anderson, S. C., 
passed away at his home March 
27, after a lingering illness due 
to a heart ailment. He leaves his 
widow, five sons, and_ three 
daughters. A son, William W. 
Sullivan, is president of the com- 
pany. 


HENRY J. BULGER 

Henry J. Bulger, 60, president, 
Bulger Hardware Co., 4487 Del- 
mar Blvd., St. Louis, Mo., died 
at his home in that city follow- 
ing an illness of several months. 
He had been a hardwareman for 
the past twenty years. 
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THEY ALL WANT HEX-CEL 
WHEN THEY SEE 
THIS SIMPLE TEST! q oo ~ 









UNROLL ANY ORDINARY NETTING 2) UNROLL SOME HEX-CEL NETTING 








3. INSTANTLY YOUR CUSTOMERS WILL SEE THE AMAZING DIFFERENCE 


LET your own eyes be the judge of which s¢rue—edgeseven—cellsin perfect alignment. 

feller poultry netting you should sell! Hex-Cel puts up a stubborn fight against 

'S ni Simply unroll some U-S-S American Hex- corrosion, too. It’s made of rust-resisting 

od Cel. Alongside of it, some ordinary netting. copper bearing steel, heavily and smoothly 

// Then, note the amazing difference! galvanized. Hex-Cel is easy to erect. No top 

aa Hex-Cel lies straight as a plumb-line. Flat or bottom boards are needed. And Hex-Cel 
asapancake. Nokinks. Nocurlededges.From costs no more than ordinary netting! No , 

top to bottom of each lustrous roll, Hex-Celis | wonder it sells on sight. Order a stock now. 


U-S‘S AMERICAN HEX-CEL POULTRY NETTING 


OTHER AMERICAN BRANDS: HEXTRALINE, STRAIGHTLINE 
American Steel & Wire Co., Chicago; Empire State Bldg., New York ss) Columbia Steel Company, San Francisco, California 


United States Steel Products Co., New York, Export Distributors 


Tennessee Coal, Iron & R.R. Co., Birmingham, Alabama 


ORG 4 be De De iy. Be One Be D8 Oe 











BRIEF ITEMS OF INTEREST TO THE HARDWARE TRADE 








ALABAMA 


W. L. Howard recently opened 
a new hardware business at Al- 
bertville, Ala. 





A. B. Crutcher and Clarence 
White are the owners of a new 
hardware business at Athens, 
Ala., which will operate under 
the name of Crutcher and White 
Hardware Co. 





Bradley Shaver is the manager 
of the new Netler’s Hardware Co. 
on East Main St., Dothan, Ala. 





The Florence Hardware Co., 
Florence, Ala., has moved to 
larger quarters on East Tennessee 
St., Florence, Ala. Paul Doss is 
proprietor. 





Dr. Rance O’Neal has purchas- 
ed the Melton Hardware Co., 
Lanett, Ala., and has appointed 
C. C. Harwell, formerly of Colum- 
bus, Ga., as manager of the busi- 
ness. 


ARKANSAS 


A. R. Walker has recently op- 
ened a new hardware business at 
Dermott, Ark. 


FLORIDA 


The Tampa West Coast Hard- 
ware store, Tampa, Fla., is a new 
firm, being operated by M. E. 
Brody. The store stocks general 
hardware, paints, plumbing sup- 
plies, electrical equipment, and 
sporting goods. 





GEORGIA 


A. H. Head and Frank Wheeler 
have organized the Wheeler and 
Head Hardware Co. at Alma, Ga. 





The Ball-Ainsworth Hardware 
Co., Blakely, Ga., has been sold 
to S. G. Maddox and R. L. White- 
hurst, and the name of the 
business has been changed to 
Farmers Hardware Co. Frank 
Bridges and J. E. Beckham have 
been added to the personnel of 
the company. 





J. L. Owen, Montgomery, Ala., 
is now connected with the Mid- 
dletown Hardware Co., Blakely, 
Ga. 





Hoyt Miller, of Ashland, Ga., 
is now associated with C. U. 
Franks in the Commerce Hard- 
ware Co., Commerce, Ga. 





W. Holloway has opened a new 
hardware and furniture business 
at Layons, Ga. 





IOWA 


Johnson Hardware Co., Zear- 
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ing, Iowa, is adding a complete 
electric department. 





William Ashford & Son, Lake 
City, Iowa, has moved its hard- 
ware stock and fixtures to a new 
location just off the square and 
closer to the main business dis- 
trict. 

The Gordan-Van Tine Co., 
Davenport, Iowa, is opening a 
new store at 1611 Second Ave., 
Rock Island, Iowa, with a com- 
plete stock of hardware, building 
material and paints. A branch 
will also be opened in Bettendorf, 
Towa. 








MASSACHUSETTS 


David and Otis Manuel, who 
have been associated with the 
F.A.E. Hamilton Hardware store, 
311 Rantoul St., Beverly, Mass., 
have taken over ownership of 
the store. 





The Baker Hardware Co., re- 
tail, has been opened for business 
at 64 Central St., Wellesley, 
Mass., by Herbert K. Baker. The 
store will carry a complete line 
of paints, glass, housewares, 
builders’ hardware, and vegetable 
and flower garden supplies. 





The Lee Hardware Co., 1477 
Main St., Athol, Mass., has sold 
its stock and good will to the 
Highland Hardware Co., which 
will conduct the business at the 
same address. Richard W. Water- 
men is the new owner. The bus- 
iness had been conducted by the 
Lee family since 1873. 





MICHIGAN 


Mark R. Baldwin recently op- 
ened the Baldwin Hardware store 
at 105-107 South Superior St., 
Albion, Mich., with a complete 
line of builders’ hardware, tools, 
paints, major electric appliances, 
sporting goods, and farm mer- 
chandise. 





F. K. Reganall, of Toledo, 
Ohio, has purchased the hard- 
ware stock and building of Fred 
McMahon, at Deerfield, Mich. 





MINNESOTA 
C. T. Erickson and A. K. Knut- 
son have purchased the Hutchin- 
son Hardware Co. on South Main 
St., Hutchinson, Minn. The new 
firm will be known as the Key 
Hardware. 





MISSOURI 
J. F. Petty has purchased the 
Wingerter stock of hardware at 
Rutledge, Mo. Mr. Petty will 


modernize the store room and 





will carry a complete line of 
drugs as well as hardware. 





NEW YORE 
The Overton & Co. hardware 
and paint store has moved from 
50 East Main St., Babylon, N. Y., 
to 72 East Main St. Arthur Sul- 
livan is the owner. 





NORTH CAROLINA 
The McDaniel - Ervin - Hinshaw 
Hardware Co. has been opened 
at Durham, N. C. Owners are 
E. W. McDaniel, W. H. Ervin, 
and W. B. Hinshaw. 





James W. Holland has sold his 
interest in the Standard Hard- 
ware Co., Gastonia, Ga., to J. W. 
and A. E. Culp and Cade Moton, 
other members of the firm. 

The Enterprise Hardware Co. 
has been opened at Hamlet, N. 
C., under the management of C. 
L. Thomas. 





D. L. Carroll has retired from 
business and has sold his interest 
in the Reidsville Hardware Co., 
Reidsville, N. C., to C. W. Swann, 
who has been connected with the 
company for many years. 





The Culpepper Hardware Co., 
Windsor, N. C., is now being op- 
erated by J. D. Woolard. 


OHIO 
The Holgate Hardware Co. has 
been opened at Holgate, Ohio. 
C. H. Bortz is manager and is 


associated in the business with 
Albert Welz and Ralph C. Ruch. 





Mrs. Nellie Lee has sold her 
hardware store at Sycamore, 
Ohio, to Orville Young and Paul 
Konkle. The store was, until re- 
cently, operated under the name 
of Lee and Kraft, but with the 
dissolution of the partnership, 
Mrs. Lee had retained the hard- 
ware department and O. P. Kraft, 
the farm implement department. 





Harry and Clyde Hall have op- 
ened a hardware store at 847 N. 
Nelson Rd., Shepard, Ohio with 
a complete line of hardware, 
paint and farm implements. 





O. H. Hindall and Gladden 
Steinman have purchased the 
Don Stewart hardware store at 
Gilboa, Ohio. 

OKLAHOMA 

The Okfuskee county hard- 
ware, Okemah, Okla., has moved 
to a new location at 124 North 
Second St., that city. 











PENNSYLVANIA 
L. A. Ziegler has moved from 
East Orange, N. J., to 228 Market 
St., Lewisburg, Pa., where he will 
open a new hardware store. 





SOUTH DAKOTA 


Charles Stedronsky, Jr., has 
purchased the hardware store of 
W. D. Savage at Lake Andes, 
S. D. 


TENNESSEE 


George and Robert Gardner 
have recently opened a new hard- 
ware business on Chelsea St., 
Memphis, Tenn. 





Lee Jones is now connected 
with the Sprouse Brothers Hard- 
ware Co., Springfield, Tenn. 





TEXAS 


The Scott Hardware Co. has 
recently been opened at Monroe, 
Texas. 





The name of the J. W. Lamkin 
Hardware Co., Huntsville, Texas, 
has been changed to the Hunts- 
ville Hardware Co. 





F. R. Thomas, in the hardware 
business at Dalhart, Texas, has 
moved to Dumas, that state, 
where he will open a store in a 
Main St. location. 





WASHINGTON 


Leonard Sorrels and Hubert 
Schmidtz have purchased the 
Richardson-Monks Hardware 
store, Harrington, Wash., and 
will conduct the business in the 
same location under the name, 
Inland Hardware Co. 





NEW MARINE HARDWARE 
CATALOG AVAILABLE 


Wilcox, Crittenden & Co., Inc., 
Middletown, Conn., manufacturer 
of marine hardware, has recently 
issued its new 1937 catalog on 
marine and industrial hardware, 
marine lights and equipment, 
drop forgings, gray iron and 
brass castings, galvanizing and 
tinning. Each item in the vari- 
ous lines is illustrated as well as 
described. Descriptions include 
price information. 

This new catalog is of 152 
pages and contains many new 
additions to the company’s lines 
as well as price changes. For 
the convenience of dealers in 
keeping their records up-to-date, 
an eight page leaflet, which gives 
all the information regarding the 
various changes, is included with 
the catalog. 
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And the work's BIGGEST MAGAZINE 














is in a Class by itself, too 
The next biggest is only half as big! 


HE American Weekly: is read every week by 
lo 6,000,000 families—twice as many as read 
any other magazine. In sheer weight of numbers this 
tremendous circulation represents the most powerful 
single advertising force on earth! 


But even more important is the fact that this 
powerful selling force is directed into the most pro- 
ductive channels. For The American Weekly concen- 
trates 87% of its close to 6,000,000 circulation in the 
country’s most active buying areas—in the 624 coun- 
ties which include ail 
the cities of 10,000 or 
more population. In 
these 624 counties live 
68% of all the nation’s 
families—and these 
families account for 
81% of all retail sales! 


THE 


Greatest 
Circulation 
in the World 










The 
AMERICAN 
WEEKLY 





anak, 


NEARLY 
6,000,000 
CIRCULATION 





NEAREST 
COMPETITOR 
CIRCULATION 





**The National Magazine with Local Influence’ 
Main Office: 959 Eighth Avenue, New York City 


That’s the incomparable selling support you get 
from manufacturers—makers of the products you sell 
—who advertise in The American Weekly. 


What The American Weekly is 


The American Weekly is the largest magazine in 
the world. It is distributed through the 17 great Hearst 
Sunday Newspapers. In 627 of America’s 995 towns 
and cities of 10,000 population and over, The Ameri- 
can Weekly concentrates 67% of its circulation. 

In each of 174 cities, it reaches better than 
one out of every two families 

In 144 more cities, 40 to 50% of the families 

In an additional 134 cities, 30 to 40% 

In another 175 cities, 20 to 30% 


. and, in addition, more than 2,000,000 families in 
thousands of other communities, large and small, 
regularly buy and read The American Weekly. 


ERICAN 
PEEKLY 
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Why Not Have the Leaders 
“Sit Down’ in Jail? 











HOSE of us who have tax- 

able income, mailed our 

statements and our checks, 
and gave a sigh of relief when we 
went home the evening of March 
15th. There is always a percept- 
ible letdown in business between 
March Ist and 15th. There are 
fewer callers and fewer letters. A 
large number of our citizens dur- 
ing this period are working on 
their taxes. It is a grand and 
glorious time for the lawyers and 
accountants who specialize in in- 
come tax returns. I miss my old 
pier in Larchmont harbor. You 
know, you can deduct destruction 
of property caused by a storm. 
This pier was washed away. I re- 
placed it, and deducted the cost. 
When the inspector called, we had 
quite a discussion about this pier. 
Then the next year there was a 
northeaster and the pier was 
washed away again. Again I re- 
placed it and deducted the cost. 
Again the inspector called and 
wanted to know if I hadn’t made 
that deduction the previous year. 
Then for the third time the pier 
was washed away, but I did not 
replace it. However, I deducted 
the loss, and the inspector called 
again, said: “This is the third 
time you have deducted that pier. 
It is getting to be a habit.” 

This year the storms came and 
went, but there was no pier to be 
washed away, and when I worked 
on my income tax return I must 
confess I missed that pier. I think 
I wrote about my pier before, and 
I remember one of my readers 
wrote that he was sorry because 
now I was a “pierless” writer. 
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By SAUNDERS NORVELL 


I have written several articles 
about the doings of our officials 
and politicians in Westchester 
County. The taxpayers finally 
did get together, organized com- 
mittees, and made it a little harder 
for the “sitdown” politicians in 
the county offices. It was hard 
work, but when public opinion was 
sufficiently stirred up by the tax- 
payers, a number of reforms were 
put into effect in Westchester 
county. It is my idea when the 
taxpayers have nerve and energy 
enough to rise up, that they should 
stage parades and in these parades 
they should carry fence rails and 
buckets of tar and feathers. They 
might not use them, but they would 
be suggestive to the politicians 
looking out of the windows of the 
county offices at the parade pass- 
ing by. 

Of course in Westchester, as in 
all of the counties ‘in this country 
while practically everybody has a 
vote, only a very small percentage 
pay any taxes. Therefore, I sup- 
pose in the future as in the past, 
whenever it comes to the question 
of spending money and _ issuing 
bonds, the majority of the voters 
will all be in favor of the spend- 
ing, on the theory that they may 
get their share. 

The voting and taxing laws in 
this country lead one to ponder 
deeply on whether it is fair for 
men who don’t pay a cent of taxes, 
to vote regularly for the taxing of 
others. In other words, should 
the voter who pays no taxes have 
the right to vote on bonding and 
other propositions that unload 


taxes on their tax paying neigh- 
bors? 

Our good friends the politicians 
are placed in office by the voters. 
With our present system, voters 
can also remove them from office. 
It is therefore only human nature 
that the politicians should get their 
ears to the ground and listen to 
what the voters are saying, and to 
heed what the voters want. The 
voters of course are also only 
human, and naturally they want a 
lot of things for which the other 
fellow who pays taxes must pay. 
The property owners of the coun- 
try are the taxpayers. According 
to our Communist friends, they 
are the plutocrats and capitalists. 
They are the basis of the capital- 
istic and profit systems. There- 
fore, their propaganda always 
means “soak the rich.” But the 
trouble in soaking the rich is that 
they are also soaking a lot of 
people who are far from rich, 
people who by sobriety, hard work 
and carefulness have built up a 
little surplus and therefore are re- 
ceiving a little income. There are 
far more of this class among the 
so-called “capitalists” in this coun- 
try than of the very rich. 

In soaking the rich, the com- 
munistic mind is also soaking what 
I believe to be the very best class 
of citizens in the United States, 
the people with moderate incomes. 
This is the class of people who are 
the backbone of this country. The 
trouble with them, however, is in 
the fact they are very conserva- 
tive, owning their own homes, 
owning a few good stocks and 
bonds, having their children prop- 
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NEW E-Z OPEN 
SAFETY KEG 


it last you can get nails and staples 
na modern container. The E-Z Open 
afety Keg is not only easy to open, 
pt safe. To open the keg, you simply 
ull out the nails with a claw hammer 
d remove the head. No flying splin- 
ets from a smashed-in head. No nails 
m the inside to rip at hands, arms and 
thing. Order your nails and staples 
mcked in the E-Z Open Safety Keg. 


There’s no extra cost. 
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erly educated, and all this leads 
them to prefer an orderly pleasant 
existance—“Life, liberty, and the 
pursuit of happiness”—They don’t 
like the idea of fighting. Stopping 
bricks or other missiles thrown by 
sit-down strikers or others does 
not appeal to them. 

The sit-down striker is usually 
a man who has nothing to risk. 
He pays no taxes, and actually in 
many cases is not a permanent 
citizen anywhere. It has been 
found that often he is not even a 
member of a union. He lives 
under his hat, and at his pleasure 
can move from one community to 
another. His theory is that as he 
has not built up for himself any 
stake in the present system, prob- 
ably by revolution and actual in- 
ternal warfare he can turn the 
present order upside down and in 
the revolution come out on top. 
When a man has nothing to lose, 
this is a very natural philosophy, 
and of course this philosophy is 
just meat for the social agitator. 
He gets up on his soapbox and 
tells all this crowd of “have-nots” 
that by their labor and the sweat 
of their brows they have built up 
everything that exists. Without 
them there would have been no 
capital. Therefore, they should 
get theirs, and if they cannot get 
it legally, then they should get it 
by force. 

Go down to Fourteenth Street 
here in New York, as I have, listen 
to the speeches and that is what 
you will hear. These speakers are 
directly inciting the workers to 
revolution, but as this is a country 
of free speech, as long as there is 
no violence the theory is that a 
man can say what he pleases. 
However, I remember a case in 
court where a lawyer stated that 
certain epithets were in the same 
class as blows, and if these words 
were uttered and were followed 
by blows on the part of the other 
party, it is just “tit for tat.” 

In Union Square here in New 
York I have seen hundreds of 
policemen on foot and on horse- 
back, watching the crowds and 
listening to the speeches, preach- 
ing directly, revolution against 
the government. But nothing is 
done to the speakers until some of 
their followers become violent, 
when the police interfere. 
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In my time I have associated 
with a good many army men and 
soldiers. I have always found this 
class of citizens loyal to the gov- 
ernment. Soldiers are taught dis- 
cipline, respect for authority, 
order and obedience. I don’t ever 
remember a strike of any kind in 
our army or navy. Now it has 
occurred to me as I watch the 
passing show from my 24th floor 
office here in Manhattan, that if 
we could take a very large part of 
the unemployed, especially the 
young men and put them in the 
army, make them march and exer- 
cise, teach them discipline and the 
value of a shower bath, in the 
course of time instead of turning 
out a bunch of coddled, dissatisfied 
semi-communists, we would de- 
velop upstanding healthy young 
fellows not only enjoying the bene- 
fit of a healthy body, but what is 
of equal value, a healthy mind. 

Here I will digress to comment 
on what I read in the paper this 
morning. In England they are 
having no trouble in securing re- 
cruits for the navy, but they are 
for the army. One of the leading 
officials in England who is con- 
nected with the recruiting of the 
army has found out that in the 
navy they serve the sailors four 
meals a day, while in the army 
they serve only three. The navy’s 
reason for this, so they said, was 
that the salt air gave their men a 
fine appetite. But the strange 
part of it all was that the sailors 
even when on shore continued to 
have their four meals a day. So 
this official decided that all of the 
English soldiers wherever they are 
situated, will be fed four meals 
a day. 

I myself find that I thrive better 
on two meals a day. But I believe 
this is only good for men who 
lead sedentary lives. However, I 
do wonder when these English sol- 
diers and sailors eat all their four 
meals. 

Let me repeat here that I am in 
favor of taking our unemployed 
young men and developing them 
into soldiers, giving them plenty 
of exercise in the open air and 
feeding them four good square 
meals a day. Of course I know 
this idea will not be hailed en- 
thusiastically by three classes of 
my fellow citizens, the labor 








unions, pacifists, and the commun- 
ists. The communists believe in 
the largest army in the world in 
Russia but they do not believe in 
large armies in other countries. 

I was surprised at some figures 
I read in an editorial this week in 
a New York paper. This editorial 
stated that out of our entire popu- 
lation, only 4,500,000 people make 
income tax returns. Of this num- 
ber, three million, while they make 
returns, work in so many deduc- 
tions that they practically do not 
pay any taxes. According to this 
editorial, only about 1,500,000 
people actually pay the income 
taxes in this country, and in this 
number are included all the great 
corporations who pay a very large 
part of this tax. Also in this 
number are those envied execu- 
tives of corporations drawing sal- 
aries of from $25,000 to $150,000 
per annum. My, how it must hurt 
them when they make out their 
tax returns. So, if you and I are 
just a little envious of these boys 
when we read in the papers about 
their large salaries, we should 
think of how they get theirs, espe- 
cially those drawing salaries of 
more than $100,000.00 per year, 
when the pay their income taxes. 

Referring to the above-mentioned 
editorial again, it is evident that 
all the work done by most of 
these three million businessmen 
and citizens in making up their 
income tax reports, is just wasted 
time. Also the time devoted by 
the government to checking up 
these reports is also wasted. Just 
figure this out in number of work 
hours, without either the govern- 
ment or the citizen deriving a cent 
of profit out of it. 

This editorial also stated that 
only 50% of the government in- 
come was derived from income 
taxes. The other 50% being the 
result of indirect taxes, amounting 
to about $38.00 per annum per 
family. 

I sometimes wonder when I see 
these lists of salaries paid top 
executives why the corporations 
instead of paying such salaries in 
cash do not set aside some treas- 
ury stock and pay them in stock. 
It certainly would make the fellow 
drawing a small salary feel better, 
if he saw that Mr. Smith, Presi- 
(Continued on page 143) 
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This ad runs in Saturday 
Evening Post, Collier’s, 
American Home, Better 
Homes & Gardens, and 
Parents’ Magazine. 







Reachesatotal of more 
than 8 million readers. 














Advertising starts soon! 


Only stanaard weight bronze screen cloth lies flat, has the 
strength and firmness to stand abuse, gives the long, expense- 
free service which your customers expect of Bronze. Therefore 
it is to your interest to handle only standard weight 


Watch this Spring’s demand for 
standard weight Bronze 











Here’s a sample of our national advertising on screen 
cloth made of Anaconda Bronze. It appears soon in 
leading publications. 


material. 16-mesh cloth made of standard gauge wire 
(.0113” diam.) weighs 15 pounds per 100 square feet. 
Tie up with this advertising of standard weight bronze 








screen cloth. You will not only make more sales, but will 


let people know that you believe in quality materials. 
37258 


THE AMERICAN BRASS COMPANY, General Offices: WATERBURY, CONNECTICUT 
Offices and Agencies in Principal Cities + In Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ontario 


By emphazing standard weight, we believe we are help- 
ing you, the public, and the reputation of bronze screening. 


APRIL 8, 1937 109 











HARDWARE 





Stove prices—Practically all 
leading makers have concurred in 
the general withdrawal of former 
prices, with new quotations to be 
named on application. Such mak- 
ers as are in position to accept fur- 
ther orders are quoting 5 to 10 per 
cent higher, but several companies 
are altogether out of the market, 
with overfilled order books. 

* 8 & 


Boilers and _ radiators — At 
varying dates last month, a number 
of makers of cast iron boilers and 
radiators announced advances. Some 
companies placed the changes im- 
mediately in effect — other makers 
will follow by April 15. The mark- 
up on gas and coal boilers is ten per 
cent, and on cast radiation two cents 
per square foot. 


x x * 


Brads and tacks — A second 
advance has come from leading 
makers of wire brads, and miscel- 
laneous packaged wire nails. Prices 
are on basis of 75-10 per cent dis- 
count f.o.b. Cleveland, or 75-744 per 
cent f.o.b. Chicago, an increase of 
about 17 per cent over the January 
schedule. Tack manufacturers have 
announced a further mark-up on 
April 1, which will average about 10 
per cent above the December sheets. 
This will be the third change on 
tacks since the low levels of last 
summer and previous. 

* ” x 

Butts and hinges—Since the 
extremely competitive market of last 
fall, the manufacturers have made 
two 10 per cent advances, earlier 
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Stoves. Boilers. Radiators 
Wire Brads. Tacks 


Nails. Butts. Hinges 
Sisal and Manila Rope 
Binder Twine 

India and Wool Twines 


Miscellaneous Packaged Wire 


APRIL 8 
1937 


ADVANCES BECOMING EFFECTIVE 


One Make Steel Tanks and Cis- 
terns. 

One Make of Dairy Equipment 

Some Makes Pit and Pitless 
Scales, Family Scales and 
Spring Balances 

One Make Heavy Scales 


One Make Sash Cord, Seine Twine Machinists’, Pipe and Utility 
Panther Friction and Rubber Vises 


Tape, Net Weight Tapes 


One Make Saw Mandrels 


Some Mechanical Rubber Goods Wood Wizard Power Tools 


One Make Wringers 


Some Makes Ironing Tables 


Stools, Curtain Stretchers 
Wood Curtain Poles 
Chicago Wood Faucets 
Leading Makes Wall Paper 


One Make Changeable Signs 


Tarred and Asphalt Felts 


One Make Screens and Chutes 
and Coal Dealers’ Supplies and 


Contractors’ Equipment 


One Make Heavy Wire Cloth and 


Screening Cloth 


Leading Makes Portable Forges. 
Hand Blowers, Heavy Drills 


One Line Water Well Supplies 

Leading Makes Gasoline Engines 

Plumbing Sundries 

One Make Steel Furniture 

One Line Hoisting Equipment 

Galvanized Ware 

Plain Solid Copper Wash Boilers 

Hair, Fetlock, Horse Clippers 

Leading Makes of Paint 

Linseed Oil, White Lead 

One Make Quick Drying Red 
Lead Primer, Colors-in-Oil in 
Tubes. Rubber. Hides 


Tin 


DECLINES BECOMING EFFECTIVE 


Turpentine 


ADVANCES BEING ANTICIPATED 


Agricultural Belting 
Garden Hose 
Kraft Wrapping Paper 


General Mechanics’ Tool Lines 


this year, and now ‘announce a fur- 
ther mark-up to go into effect April 
1. Jobbers are advised that the new 
increase will be as great as 20 per 
cent on parts of the line. With heavy 
ordering quite general during the 
earlier stages of the market, there 
seems little immediate interest 
among the jobbers, in further hedg- 
ing purchases. 
* * * 

Rope prices higher — Rope 
makers have been busy, and as their 
reserve stocks of fiber have been 
used up by the heavy calls for rope 
for flood rehabilitation and for in- 
creased building projects, they have 
been faced with higher costs on new 
purchases. Effective April 1, fac- 
tories announce the following ad- 
vances, to cover shipments through 
the second quarter. The prices 


Eaves Trough and Fittings 
Electrical Appliances 
Leather Goods 


shown are effective to retailers in 
the central (No. 2) zone: 


No. 1 Manila, up 2 cents per pound to 
22% cents base. 

No. 2 Manila, up 1% cents per pound to 
20 cents base. 

No. 1 Sisal, up 1 cent per pound to 16 
cents base. 

No. 2 Sisal, up 1 cent per pound to 14% 
cents base. 


Plymouth manila yacht or lariat 
rope has been raised four cents per 
pound, to 60 cents. 

*& * * 


Binder twine—Opening prices 
for the 1937 season have been 
named at a moderate advance of 14 
cent per pound over those ruling last 
season. This is considered an un- 
expectedly attractive schedule, and 
one which will induce liberal buy- 
ing. The new schedule, with terms 
the same as last season, is as follows, 
f.o.b. Chicago, on standard 500 ft. 
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hance to sell hundreds of profitable items 


Anew IMPROVED 
service that helps you 
sell hundreds of items 


ARRETT’S unique 1936 Farm Building Plan Service 

helped hundreds of dealers cash in on the boom in 
farm and rural business. They called it “the most practical 
help ever offered in selling to the farmer.” 

his year Barrett offers a new and better direct mail 
campaign to make the service even more effective—per- 
sonalized mailings that bring prospects into your store to 
build or remodel direct from the plan books and material 
lists Barrett furnishes. 

It’s a sure-fire opportunity not only to boost sales of 
Barrett Roofings but also hundreds of other items you 
carry. Ask the Barrett salesman to tell you how you can 
take advantage of this unusual service. 


THE BARRETT COMPANY 


40 Rector Street, New York, N. Y. 


2800 So. Sacramento Avenue Birmingham 


Chicago, Illinois Alabama 
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sisal binder twine, in 50 lb. (gross 
weight) bales: 
Lots of 10 to 199 bales........... $4.25 


200 to 479 bales........... 4.18% 
480 bales or over (carload) 4.12% 


* & * 


India and wool twines — 
Leading makers have raised prices 
one-half cent per pound on coarse 
India, white hemp, and wool twines, 
and one cent on fine India and on 
jute wrapping twine. Cotton twines 
have been raised, also one cent. 


x & * 


Sash cord—Seine twine—An- 
other advance on sash cord—one cent 
per pound—has been made by lead- 
ing manufacturers. Samson spot cord 
is up one cent, and the Samson Tite- 
Rope clothes lines were raised about 
three per cent. Seine twine and trot 
and staging lines have again ad- 
vanced, one cent, making the third 
similar rise on these lines since the 
opening quotations of last fall, for 
the current season. Aside from the 
large increase in domestic consump- 
tion, cotton has been affected by the 
heavy buying from abroad. Each of 
the last four months has set a new 
mark for cotton spinning operations, 
reaching in February an index of 
144.8 per cent of normal. The index 
for February, 1936, was 105.2 per 
cent. 

x & * 

Friction tape —Effective April 
1, Hazard Insulated Wie Works Di- 
vision has advanced Panther friction 
and rubber tape approximately 10 
per cent. A similar advance applies 
to net weight tapes, A.S.T.M. specifi- 
cations. 


ca * * 
Hose, belting, etc—Quaker 
City Rubber Co., issued announce- 


ment on March 20 of several price 
revisions to be in effect April 1, af- 
fecting mechanical rubber goods, 
and ascribed to the steady and 
marked increase in the cost of all 
raw materials, particularly crude 
rubber. Most items show a 10 per 
cent advance—others, containing a 
large percentage of rubber, were in- 
creased from 20 to 30 per cent. 
There were also increases on all 
sizes of molded air hose, 34 inch 
3 braid and larger, and on garage 
curb air hése. While prices have 
not yet changed on agricultural farm 
belting and garden hose, the com- 
pany advises that there will be an 
increase on May 1 of approximately 
10 per cent on all garden hose, and 
30 per cent on agricultural belting. 
* * # 


Woodenware advances — Ef- 
fective March 20, Lovell Mfg. Co., 
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announced an advance on their line 
of wringers, averaging about ten per 
cent. Several makers have raised 
prices on ironing tables, stools and 
cuttain stretchers. Chicago wood 
faucets have been marked up nearly 
15 per cent. Wood curtain poles 
are increased about 10 per cent. 


* * * 


Kraft paper — The market 
shortage and rise which have been 
reported on building papers, have 
also hit the lighter paper lines. Quo- 
tations on kraft wrapping paper 
have been withdrawn, and mills are 
now accepting orders only on the 
basis of price ruling on date of ship- 
ment. A marked-shortage of paper 
pulp has developed, due, in part, to 
the fact that other nations have 
come into the American market for 
large quantities of pulp. 


* %/ & 


Wall paper—Leading makers 
of wall paper have announced ad- 
vances in prices, due to generally 
rising costs. A five per cent increase 
in prices will become effective on all 
orders received after April 15, and 
a 10 per cent increase over present 
prices will prevail on all orders re- 
ceived after May 15. In addition, 
the makers require that all orders 
be for definite quantities and for 
specified delivery dates. 


* + 


Changeable signs—The Tablet 
& Ticket Co. notified its trade March 
22 of an increase of 10 per cent, ef- 
fective April 1, in their changeable 
letter sign prices, the increase ap- 
plying to all materials listed in the 
company’s sign catalog excepting 
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changeable letters, metal and cellu- 


loid. 


* * * 


Tarred and asphalt felts—A 
further mark-up of five per cent on 
April 5 cancels the prices in effect 
since March 1. These felts have had 
a steady price rise for several weeks, 
and a heavy demand has depleted 
the reserve stocks of all leading pro- 
ducers. 

* * * 

Heavy screening—On April 1, 
a mark-up of 10 per cent became ef- 
fective on the Sackett line of screens 
and chutes-——and on all coal dealers’ 
supplies and contractors’ equipment. 
The Ludlow Saylor Wire Co. an- 
nounces advanced prices, in effect 
April 1, on heavy wire cloth and 
screening cloth made of brass, 
bronze, phosphor-bronze, copper and 
all wire cloth “galvanized after 
weaving.” 

* & *& 

Forges, blowers, etc-—A gen- 
eral advance was made on April 1, 
announced late in March, on leading 
lines of portable forges, hand blow- 
ers, and heavy drills. The increase 
averages close to 10 per cent. 

* * * 


Farm and dairy equipment— 
New quotations have been issued by 
Butler Mfg. Co. on its farm equip- 
ment line (steel tanks and cisterns) , 
to be effective April 1. There was 
also an advance in prices on other 
items in the company’s line, approx- 
imating 10 per cent. Union Steel 
Products Co. has issued a new price 
list, as of April 1, on dairy equip- 
ment, stating: 


“Due to increases in steel, tinning, gail- 
vanizing and labor costs, it is necessary that 
we increase our prices. These prices have 
remained practically the same for the last 
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56 FERRY ST., NEWARK, N. J. ¢ 


Precision 


is a Rubberset watchword. Every 


feature of every Rubberset Paint 


Brush conforms to definite and 


unflinching standards. 





HERE’S a split-second precision in the 
making of Rubberset Paint Brushes 
that’s remindful of the assembly line in a busy 
automobile plant! All the specifications of 
every Rubberset Brush must —and DO— meet 
exacting standards. Ferrules, handles, set- 
tings and bristles have to be perfectly “syn- 
chronized”’ before the final stamp of approval 
is given. A brush that doesn’t measure to the 
fraction of a centimeter when placed in the 
micrometer calipers isn’t released to the public 
as a Rubberset Brush! 
Why bother with “‘set-in-rubber” or “vul- 
canized-in-rubber” imitations of Rubberset — 








‘Pouring Rubber” 


The expert eye of this trained Rubberset 
brushmaker governs his pouring of pure rub- 
ber into the ferrule of a Rubberset Paint Brush. 
He’ll pour exactly the right amount for maxi- 
mum strength of setting. 


why waste your time on brushes that may or 
may not be carelessly put together—when 
you and your customers can have genuine 
Rubberset Paint Brushés in which absolute 
confidence is a/ways assured? 

There’s a Rubberset model that fulfills the 
need of every painter. And Rubberset Paint 
Brushes hold more paint and spread it more 
smoothly and evenly because the bristles that 
go into them are mixed by real experts for peak 
efficiency and convenience. It will pay you— 
and it will pay your customers, too—to stock, 
push and feature Rubberset Paint Brushes— 
the industry’s pace-setter since 1873! 


Insist on Genuine 


RUBBERSET PAINT BRUSHES 


(trave marx) 
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37 SOUTH WABASH AVE., CHICAGO + 


THE RUBBERSET COMPANY -« ESTABLISHED 1873 * NOW UNDER THE OWNERSHIP OF BRISTOL-MYERS CO. 
1534 SOUTH OLIVE ST., LOS ANGELES. 
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six years, although we have made improve- 
ments from year to year.” 


7 +. + 
Scales, etc. — Pit and pitless 
scales have been advanced five per 
cent by several makers, as of April 
1. Spring balances and family scales 
have advanced a similar percentage. 
The American Scale Co., in issuing 
its quotation on heavy scales, also 
announced a mark-up on its ma- 
chinists’, pipe, and utility vises, and 
on saw mandrels. 
* * * 


Tool lines—Herberts Machin- 
ery Co. has announced an advance 
in price, effective April 1, on Wood 
Wizard power tools and accessories 
of approximately 10 per cent. Vichek 
Tool Co. has advanced its prices on 
drop forged wrench sets about five 
per cent. The larger makers of gen- 
eral mechanics’ tool lines are re- 
figuring prices in view of recent cost 
increases, and several new price lists 
are said to be in preparation, for 
early announcement. 

* *% * 


Water well supplies—Engines 
—Youngstown Steel Products Co., 
issued on March 25 new discounts, 
effective April 1, applying to its en- 
tire line of water well supplies. The 
general advance was approximately 
10 per cent on all items, excepting 
pump leathers. Leading makers 
have raised prices on gasoline en- 
gines about 714 per cent 

* * * 


Plumbing sundries—The 14 
per cent advance on standard steel 
pipe, announced March 5, is now 
fully in effect. More recently, the 
Reading Iron Co., has issued a new 
discount card on “genuine puddled” 
wrought iron pipe, effective March 
22. The increases in prices of stand- 
ard weight wrought pipe range from 
$8 to $14 per ton on black and $10 
to $18 per ton on galvanized. A re- 
cent mark-up is noted on pipe nip- 
ples, of 15 per cent, and an increase 
of five per cent has been made on 
malleable pipe fittings, drainage fit- 
tings, brass valves, and service 


cocks. 
* * * 


Steel furniture—Chicago 
Hardware Foundry Co. has advanced 
prices, effective April 1, on steel fur- 
niture, including restaurant chairs. 
stools and tables. The increase is 
about 10 per cent. 

* * +. 

Hoisting equipment—A gen- 
eral advance was put out on March 
22 by David Round & Son, applying 
to Round chain hoists, trolleys, 
cranes and winches. Increasing costs 
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of material and labor are mentioned 
in this, as well as most other an- 
nouncements of higher schedules. 

* * * 


Galvanized ware, etc.—Job- 
bers have received from nearly all 
factory sources, a general increase. 
averaging 10 per cent, on all gal- 
vanized ware, including wash _ boil- 
ers, oil cans and baskets. A second 
1937 advance is now in effect, 
amounting to. 11 per cent, on plain 
solid copper wash boilers. 

* & © 


Eaves trough and fittings — 
Revised price sheets, with minor ad- 
justments on several items, includ- 
ing miters, have been issued by a 
number of makers, since the March 
5 price changes on steel. It is under- 
stood, however, that more substan- 
tial advances are being figured, to 
affect practically all items of trough, 
pipe, ridge roll, elbows, hangers, etc. 
Early announcement is expected. 

* & # 


Electrical supplies — Late 
summaries of sales by manufacturers 
of nearly all electrical appliances 
show gains up to 50 and 100 per 
cent above the records of a year ago. 
For example, sales of electrical 
ranges in January showed an in- 
crease of 123.7 per cent over those 
for January, 1926. Refrigerator sales 
gained 43.1 per cent and oil burners 
19.7 per cent. The rapid increase 
of factory costs is indicated by a 
March 24 bulletin of Knapp- 
Monarch Co.: 


“Our raw material market is fluctuating 
so fast that it is impossible to get out a 
price list that would be effective for any 
period of time. Some of the materials we 
purchase have advanced as much as 50 per 
cent. Under the circumstances, we feel that 
we should advise you that the early pur- 
chases you may have made on fans. jugs, 
or popular-priced electrical appliances. 
have been purchased at least 5 to 10 per 
cent under present priges. We will make 
every effort to keep from making any ad- 
vances; however, on some popular-priced 
items where materials are a big factor, we 
have been forced to advance our price, and 
will probably be forced to make further 
increases.” 

* * * 
Clippers—Jobbers were noti- 
fied recently of an advance on hair 
clippers, fetlock and horse clippers. 
of approximately 10 per cent, which 


is now in effect. 
a: a « 


Paint lines — Leading paint 
manufacturers have notified their 
trade that on or about April 1 an 
advance in prices of from 5 to 30 
cents per gallon would be in effect. 
The greatest advance is on he-ise 
paint, which increases 30 cents per 
gallon. This is made necessary by 
sharp advances in linseed oil and 
white lead, together with the higher 
cost of labor. Linseed oil rose 3 





cents per gallon on March 11, and 
11% cents per gallon each on March 
19 and 26. Turpentine, however, de- 
clined two cents per gallon on the 
19. National Lead Company, on 
March 15, raised prices on their 
quick drying red lead primer and 
colors-in-oil in tubes. 
% * * 


Commodity prices—The up- 
swing in major commodity prices to- 
ward the 1926 “normal” averages 
continued last week, with rubber 
and hides reaching the highest levels 
since 1929, while most other staples 
rose. The Moody index of all whole- 
sale commodity prices on March 25 
stoed at 224.2, compared with the 
Jan. 1, 1932, mark of 100. Among 
the metals, lead reacted sharply, in 
four successive drops from its March 
10 peak, and is back to late Febru- 
ary levels. Tin also declined from 
its recent high mark, but has started 
upward again. Copper and zinc are 
holding close to top prices. 

* & # 


Current rises in wholesale 
prices of raw leather and factory 
costs indicate higher prices for 
leather goods items within the next 
few months, the American Retail 
Federation, Washington, D. C., re- 
cently pointed out in an analysis of 
statistics on leather stocks and 
prices. 

* * * 

Remington Arms Co., Inc., 
Bridgeport, reported sales amount- 
ing to $14,501,451, an increase of 
14.6 per cent over 1935. 


*¢ @ # 


Gross sales of products, do- 
mestic and export, of the United 
States Steel Corp., exclusive of 
transportation revenues and of sales 
between subsidiaries, were $744.,- 
359,022 for 1936. This compared 
with 1935 sales of $505,155,306. Pro- 
duction in 1936 of rolled and fin- 
ished products for sale reached a 
total of 11,029,616 tons, a gain of 
47.6 per cent over 1935. 

ae ee 


The total number of blades 
sold during 1936 by The Gillette 
Safety Razor Co., Boston, Mass., 
and its subsidiaries, according to 
S. C. Stampleman, president of the 
company, again established a new 
high record. The increased volume 
was obtained in both high and low- 
priced blades and the sale of razors 
was considerably in excess of the 
previous year. 

* * * 


Sales of $101,463,383, the 
largest of any year in its history, 
were recently reported by the Amer- 
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ican Rolling Mill Co., Middletown, 
Ohio. 
+ * * 

The steel industry enters 
upon the second quarter of the year 
with production almost equal to that 
of the record-breaking month of 
May, 1929, and with backlogs in 
some products that extend well into 
the third quarter, says The Iron Age 
in its April 1 market summary. Out- 
put of ingots is estimated at 91 per 
cent of the industry’s capacity, or 
about 1,191,882 tons for the week, 
which compares with the all - time 
peak of 1,193,284 tons a week in 
May, 1929, when operations ex- 
ceeded 100 per cent of the then 
rated capacity. 

The most backward items are 
structural steel and pipe, which are 
affected by the failure of building 
construction to show its usual sea- 
sonal expansion, although mills have 
fairly substantial specifications for 
projects closed during the past few 
months. 

The volume of steel business in 
March was extremely heavy. Most 
companies booked more tonnage 
than they did in either December or 
January, the two most recent peak 
months. A considerable portion of 
the recent tonnage consisted of speci- 
fications for identified construction 
projects, on which there was a 
March 31 deadline for contracts 
placed in January, with April 30 as 
the final date on specifications for 
February and March contracts. 

March pig iron shipments were 
fully 50 per cent above those of 
February and second quarter pro- 
duction of merchant iron has been 
almost completely sold. Foundries 
have fairly good stocks, but furnace 
stocks have been greatly reduced. 

* 8 # 


Installed cost of equipment 
sold by the members of the Air 
Conditioning Manufacturers’ Asso- 
ciation in January, 1937, totaled 
$7,152,000 compared to $2,271,000 
in January, 1936, William B. Hen- 
derson, executive vice-president, an- 
nounced in Washington, D. C., re- 
cently. “This increase of almost 215 
per cent is due partly to early buy- 
ing to escape the oversold condition 
of the industry such as was experi- 
enced last summer and partly to the 
largest advertising and promotion 
program in the history of the asso- 
ciation, one company alone announc- 
ing an appropriation 60 per cent 
above last year’s,” Mr. Henderson 
said. 

* ¢*s 

Dairy supplies — Dealers in 
rural areas are noting the steady in- 
crease in demand for separators, for 
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WHOLESALE HARDWARE 
COLLECTIONS 


DALLAS—tThe ratio of wholesale 
hardware collections during Febru- 
ary, 1937, to accounts and notes 
outstanding on Jan. 31, 1937, was 
50.3 per cent. 


KANSAS CITY—Wholesale hard- 
ware accounts collected in Febru- 
ary, 1937, were plus 19.2 per cent 
as compared to January, 1936. 


ATLANTA—The wholesale hard- 
ware collection ratio in February, 
1937, was 45.8 per cent and in the 
preceding month was 48.5. 

NEW YORK—The per cent of 
wholesale hardware charge ac- 
counts outstanding on Jan. 31, and 
collected in February was 35.2 per 
— in 1936, and 33.8 per cent in 


RICHMOND—The percentage of 
Feb. 1, 1937, wholesale hardware 
receivables collected during the 
month was 41.4 per cent. 


PHILADELPHIA—tThe ratio of 
collections to receivables in Febru- 
ary, 1937, was 46, in January, 1937, 
was 48 and in February, 1936, 
was 36. 


CHICAGO—The per cent of change 
from February, 1936, on wholesale 
hardware accounts outstanding 
was plus 30.9 per cent and collec- 
tions were plus 38.7, while the ratio 
of accounts outstanding to net sales 
was 205.8. 


ST. LOUIS—Reports relative to 
collections during February re- 
flected a continuance of the satis- 
factory conditions that have pre- 
vailed during the past eighteen 
months, except in sections affected 
by the floods. Representative inter- 
ests reported on February collec- 
tions as follows: good, 42.4 per 
cent; fair, 37.2 per cent; excellent, 
3.0 per cent, and poor, 18.4 per cent. 


SAN FRANCISCO—The wholesale 
hardware coilection percentage in 
February, 1937, was 44.9, as com- 
pared with 44.7 during the same 
month of last year. 





good dairy tinware, and for other 
equipment that aids in the produc- 
tion, handling and storage of milk. 
Insistence upon quality is notable in 
the dairy farmer’s buying of milk 
cans and supplies. Farm income 
from milk sales last year reached 
nearly 114 billion dollars, and near- 
ly 10 per cent gain over 1935. Since 
the dip of the depression years, farm 
milk income has increased almost 50 
per cent, and in December this in- 
come had made a comeback to 91.5 
per cent of the 1924-1929 average. 
* * * 


Exports of bicycles from the 
United States increased from 1120 
units, valued at $26,468, in 1935 to 
2322 units, valued at $61,530, in 
1936, a gain of 51 per cent in quan- 
tity and 132 per cent in value, ac- 
cording to the Specialties Division, 
Bureau of Foreign and Domestic 


Commerce. 
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Household washers and iron- 
ers shipped in the first two months 
of 1937 totaled 302,089, greatest 
January-February in the industry’s 
history and topping the same period 
in 1936 by 11 per cent, according to 
an announcement by J. R. Bohnen, 
secretary, American Washing Ma- 
chine Manufacturers’ Association. 
Washers totaled 271,288, increase 
of 10.36 per cent, and ironers were 
30,801, up 17.35 per cent. Washers 
shipped in February totaled 149,534, 
an increase of 23 per cent over Janu- 
ary, sharpest percentage advance 
ever reported for the period, and 
19.36 per cent over February, 1936. 
February ironer shipments were 
14,944, compared to 15,857 in Janu- 
ary and to 12,931 in February, 1936. 

* * 

Hardware sales— Over and 
beyond the usual April sales pick- 
up, while spring weather reaches 
gradually into all territories, a new 
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REEN INTEREST 
among Sportsmen 











Wherever shown, advance models of 
the new Savage Shotguns have created 
immediate desire for ownership. 
Sportsmen want to know at once 
where these guns can be bought. 

Among the millions of shooters, 
there’s a large group of ardent gun 
lovers who want high grade gun qual- 
ities, but simply cannot afford to pay 
high prices. They are quick to recog- 
nize that here—at last—are just the 















MODEL 420 

12 and 20 Gauge. Standard borings 
for skeet and general hunting. Posi- 
tive Extractors. Fast sear-type action. 
Locking bolt between barrels. Orna- 
mented frame. 










MODEL 320 
Barrels of forged steel, proof tested. 
Lengths and borings for all purposes. 










MODEL 220 
12-16-20 Gauge and .410 Bore. Forg- 
ed steel barrel, full choke. Standard 


fine guns they have so ae wanted. 
National advertising will begin this 
Spring to make these sensational gun 
values known to millions of sportsmen. 
Every indication points to an active 
demand, beginning with skeet and 
trap shooters, whose sport knows no 
season. 

We urge you to ask your jobber for 
information, and place your orders 
early. 


OVER-AND-UNDER SHOTGUNS 


MODEL 430 ({éllustrated 
Same as Model 420 with following 
additional features. Matted sight line 
on top barrel—checkering on stock 
and forearm—fancy crotch walnut 
stock fitted with recoil pad. 


neW SAVAGE 
DOUBLE BARREL SHOTGUN 


12-16-20 Gauge 
Fast hammer, sear-type action, positive 


extraction. Selected black walnut 
stock, checkered grip and forearm. 


neW SAVAGE 
SINGLE BARREL SHOTGUN 


HAMMERLESS 
sear-type action. Positive automatic 
ejector. Walnut stock. Wide forearm. 
Hard rubber butt plate. 


Savage Arms Corporation, Dept. |L-20, Utica, N.Y. 
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rush in recent weeks has added 
strenuously to the shipping programs 
of hardware manufgcturers and job- 
bers. All haves béen:Joaded with ex- 
tra business, placed té-forestall price 
advances — and it has taken hard 
work to order, and to fill orders, 
within the close time limits avail- 
able. Many large merchandising 
concerns have specified for supplies 
nearly up to the limit of their stor- 
age capacity and credit, but a fair 
balance has been maintained by the 
slowness of mills to ship, and the 
willingness of retailers to buy early 
and liberally. More recently, whole- 
sale buying has been dropping back 
to normal, as the speculative ad- 
vantages expire. 
* * * 


Retail volume—Helped by an 
Easter season which has come to be 
a major period for gift-giving, March 
ended with retail sales, at least in 
the cities, at a new high level for 
the year. Dun & Bradstreet estimated 
that distribution for the country as 
a whole, in the pre-Easter week, ran 
12 to 30 per cent over a year ago. 
Stores in the rural areas have hardly 
fared so well. Lumber and building 
material sales rose in some of the 
larger mid-western cities as much as 
71 per cent, and furniture and house- 
hold equipment sales were up about 
32 per cent. Just now, there is a 
rush on outdoor goods, particularly 
farm and garden items, hand tools, 
and such sports staples as baseball 
goods, roller skates, bicycles, veloci- 
pedes and wagons. 

* oa *% 


Prices still advancing—Until 
the many lines affected by the March 
changes in steel have been refigured 
and repriced, other mark-ups on fin- 
ished goods will continue—probably 
for some weeks to come. Manufac- 
turers are helpless to avoid passing 
along increases equivalent to the re- 
cent rise in their costs, but not many 
of them seem disposed to over-reach. 
In most quarters, the danger is 
recognized of putting the brakes on 
demand, by raising prices faster 
than the people’s buying power in- 
creases. 

* * * 

Building activity —Construc- 
tion work started during February 
in the states east of the Rocky 
Mountains showed a total about one- 
third greater than in February, 1936, 
according to figures from F. W. 
Dodge Corporation. Residential 
building was more than double a 
year ago. For the first two months 
of 1937, total building gained 22 per 
cent, and residential building 105 
per cent. There was a small in- 
crease for the period in non- resi- 
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dential construction, but a falling off 
in public works projects, which 
served to reduce the average. Lum- 
ber statistics during March indicate 
a strong uptrend in building de- 
mand. For the week ending March 
13 gains in new orders over the pre- 
ceding week were higher than in any 
previous week of the year. During 
the March 13 week, the industry 
stood at 77 per cent of the 1929 
weekly average of shipments. 
* & 


Employment — The U. S. 
Labor Department reports that fac- 
tory employment in February was 
the highest since December, 1929, 
and payrolls were at the level of 
April, 1930. Manufacturing and 
non - manufacturing industries took 
on 215,000 additional employees be- 
tween January 15 and February 15, 
more than enough to offset the fall- 
ing off after the year end holidays. 
Payrolls increased $12,500,000 in the 
same thirty-day period. Employment 
rose 1,550,000 in the 12 months from 
February, 1936, to February, 1937, 
and more than $62,300,000 was 
added to payrolls. The Department 
states that average weekly wages in 
February had risen 50.3 per cent 
over those prevailing in February, 
1933. January figures, prepared by 
the National Industrial Conference 
Board, showed 44,521,000 persons 
employed, compared with the 1929 
level of 47,156,000 workers. Total 
unemployed were estimated at 8,403,- 
000. The betterment was particularly 
notable in agricultural employment. 
In January, 1937, 10,542,000 people 
were engaged in agriculture, 90,000 
more than were reported in 1929. In 
other types of employment, the 
manufacturing group, and that in- 
cluding trade, distribution and fi- 
nance, were very close to the 1929 


peak figure. 
* * * 


Residential building is ex- 
pected to show larger gains than 
other construction divisions this 
year, reports United Business Ser- 
vice. Thus far in 1937, contracts for 
new residences are more than double 
the figures of a year ago, whereas 
total building is up 24 per cent. 
Factors which should cause con- 
struction to rise to a new recovery 
high point during the spring months 
are according to the organization: 
increasing consumer purchasing 
power; larger number of people em- 
ployed; uptrends in marriages and 
births; rents rising more than build- 
ing costs; vacancies dropping and 
now under normal; mortgage rates 
are relatively low; need of more in- 
dustrial facilities and anticipation 
of further increases in costs. 


Business gaining—The major 


business indicators of the country - 


are still gaining. Freight traffic, in 
the latest week reported, ending 
March 20, reached a new high for 
the year in the third successive in- 
crease. A total of 759,269 cars was 
loaded, a gain of 33.5 per cent over 
the corresponding week a year ago. 
Production of electricity during the 
same week (March 20) gained 16.3 
per cent over the similar week a 
year ago. The latest week’s bank 
clearings reported, gained 28.2 per 
cent over the 1936 comparison. Out- 
side of New York City, the rise was 
37 per cent. Other statistics, not so 
recent, but the latest available, show 
that retail sales of passenger cars 
and trucks in the United States in 
January and February broke by 8 
per cent all previous records for the 
period. Also that farmers’ cash in- 
come for February was the highest 
for that month in seven years. The 
total of 557 million dollars compares 
with 257 million in February, 1933, 
which was the low point. 
* * * 


Business of the Railway Ex- 
press Agency in 1936 totaled 131,- 
549,530 shipments, an increase of 
more than 11 per cent compared 
with the traffic handled in 1935, it is 
reported in the current issue of The 
Express Messenger company maga- 
zine. In urging express employees 
to carry forward their 1937 slogan 
“Keep the Ball Rolling” with deter- 
mination, the magazine stresses the 
fact that since 1933, the agency’s 
business has increased approximate- 
ly 40 per cent, which it calls “an 
achievement in the transportation in- 
dustry.” The upward trend in Ex- 
press traffic volume followed the in- 
auguration by L. O. Head, Express 
Agency president, of an intensive na- 
tion - wide business - building effort, 
now known as The More Business 
Plan. The effect of energetic em- 
ployee “selling” of rail and air ex- 
press services was to produce in- 
creased traffic ever before business 
recovery became general. 

* & # 


The Department of Commerce 
has estimated total retail sales for 
the United States at $37,940,000,000 
for the calendar year 1936, an in- 
crease of 14.4 per cent as compared 
with 1935. The greatest gain in sales 
in 1936 was made by the lumber, 
building and hardware group with a 
27 per cent increase over 1935. The 
1936 total retail sales is within 23 
per cent of the all-time high in re- 
tail trade, which occurred in 1929, 
and is greater than in any year since 
1930, when retail volume was 87 per 
cent of the 1929 figure. 
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M@ “Some youngsters are really mischievous. 
Not yours perhaps—but some of his friends. 
Such healthy youngsters frequently have grimy 
hands when they raid the refrigerator, and in 
their haste they may be careless in their hand- 
ling of heavy dishes, crocks, or pans. Perhaps 
in a moment of daredeviltry they will try to 
scratch or mark the smooth surface of this 
appliance. 

“Porcelain enamel is the only finish that will 
stand such abuse. You can wash away the 
grime as easily and quickly as if it were a china 
plate; its fiarheed surface cannot bescratched. 

“We always recommend porcelain enamel, 
Madam,—for the very selfish reason that we 
know it will make you a satisfied customer. It is 
the lifetime finish, and» we want lifetime 
customers.” 


EDUCATIONAL .BUREAU 


PORCELAIN ENAMEL INSTITUTE, Inc. 


612 North Michigan Avenue 
Chicago 














New and Improved Merchandise— 


W indow 


Catalogs 


Ievts Nex, 


for Retail 
Hordware Stores 


Glass Cutter Display 





Cabinet is approximately 7 by 7 
inches and 5% in. deep. Front panel 
is genuine mahogany, modernistic de- 
sign with silver striping. Wording at 
top is in green and gold, harmonizing 
with green and gold glass cutters. Two 
actual cutters are displayed on the 
panel. In the rear there is storage 
space for cutters. The Fletcher, Terry 
Co., Forestville, Conn. 





““Tyremat” 





Made in two styles and from auto- 
mobile tires. Maker states they are 


long-lasting, soft, pliable, and sanitary, 
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and will prevent slipping in wet or icy 
weather. Uses for “Tyremat” include 
household, store or office, factory and 
industrial plant, hotels and churches, 
buses and delivery trucks, garages and 
machine shops. Tyremat Corp., 10-09 
43rd Ave., Long Island City, N. Y. 





Allway Handy Saw 





Maker states it will cut everything 
but hardened steel and by changing po- 
sition of the blade on the handle, cuts 
may be made in four different direc- 
tions without changing natural position 
of hand. Handles are of malleable iron 
and blades of tungsten steel with flex- 


Display Helps—Sales Literature— 


Trims — New Packages 


— New Colors — New Deals — 
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ible backs and hardened teeth (24 to an 
inch). Extra blades, 18, 24 and 32 teeth 
to the inch, are available. Saw is packed 
on display card containing six complete 
saws and six extra blades. Ultra Mfg. 
Co., 226 E. 144th St., New York City. 





Sta-So For Roofing 


Sta-So is a non-porous, non-fading 
crushed slate top coating for roofing 
material. Maker states it is used by 
some manufacturers of roofing as top- 
ping for their own special brands to 
give roofing a_ slate-sealed, impene- 
trable surface. Sta-So consists of 
massed hard slate particles, flat and 
overlapping like fish scales, that are 
imbedded in the roofing and form its 
outer layer, which the maker states 
retains its color and withstands wear, 
water, weather, fire and sun. As Sta-So 
shows no brand or label, its manufac- 
turers are conducting an educational 
campaign to acquaint roofing dealers 
with the product. Central Commercial 
Co., 332 South Michigan Ave., Chi- 
cago, Ill. 





Schwinn Bicycle 


The 1937 Cycleplane De Luxe fea- 
tures the new Fore-Wheel Brake, which 
is of the internal expanding type, Ray- 
bestos lined brake shoes contacting a 
steel brake drum and operated by a 


band lever on the handlebar. Other 
features: streamlined frame; new drop- 
forged handlebar stem; side parking 
stand, horn in tank; pressed steel car- 
rier, and Stimsonite rear reflector. 
Arnold, Schwinn & Co., Inc., Chicago, 
Ill. 
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-— Prime Ribs Pay the Laundry Bill 


You can trade train loads of washing machines, electric irons and hardware for the 
$1.650,000,000 that live stock put into farm pockets last year. 


Yet this huge sum is but a fraction of the 9 billion dollar farm income . .. much of which 
is being spent for tools, fencing, paint, and everything else the hardware merchant sells. 
And now because Farm Journal dared to be different, dared to create an entirely new 
publishing formula, advertisers have a new fast road into farm homes everywhere. For 
in every section of the United States, rapidly mounting numbers of farmers (now 1,300,- 
000 families) eagerly await each issue of Farm Journal. 


They read Farm Journal because its fresh, timely information commands reading on ar- 
rival. They read it with confidence and read it completely. 





4-Day writer-to-reader service opens farm doors to your product. If you make anything 
farmers can use, Farm Journal belongs on your list. 


FARM JOURNAL 


Fastest Growing Magazine in the National Farm Field 
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Gibson Refrigerators 





The 1937 Gibson line includes 4, 5, 
6 and 7-ft. models in the standard 
groups, and 5, 6, 7 and 8-ft. models 
in the custom-built groups; the latter 
are also provided in porcelain. The 
twin cylinder, hermetically sealed Mono 
Unit compressor is retained in the new 
line. Freez’r Shelf is included in all 
models excepting the 4-ft. standard. 
A new feature of the 1937 line is the 
Gibson Swing-Shelf. A touch of the 
finger swings this big shelf outward. 
The 7-ft. model shown is available only 
in white lacquer finish exterior. Stand- 
ard equipment with each model: one 
sliding shelf; Free-Ease tray lifter; 
Defrostajar; solid porcelain vegetable 
freshener; Presto ice cube tray; ice 
cube trays as shown and deep dessert 
tray; flat ribbon shelves, and inside 
automatic light. Gibson Electric Re- 
frigerator Corp., Greenville, Mich. 


Aluminum Gadgets Package 
ALUMINUM GADGETS 
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Consists of new modern 10-cent 
merchandise, and made up of 12 each 
of 8 aluminum household necessities 
in a partitioned green box with colorful 
price card, for display purposes. New 
modern design, streamline handles with 
attractive red and green finish have 
been designed for these kitchen helpers. 
Salt and pepper shakers have black 
and red Bakelite bases. Box includes 
dippers, ladles, measuring cups, egg 
and vegetable slicers, cooky and 
doughnut cutters, measuring spoon 
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sets, and Spun-Ray salt and pepper 
shakers. Aluminum Goods Mfg. Co., 
Manitowac, Wis. 


Universal Laundry Unit 


No. E1680—washes, rinses, blues, and 
dries. Maker states its two porcelain 
enameled tubs simultaneously damp- 
dry one batch of clothes while wash- 
ing another. Complete rinsing may 
be done in dryer basket. Built with 





all Universal features, including safety 
switch, which protects motor from 
strain or overload. Unit has all-white 
finish with black trim. Capacity, both 
tubs, 12 lbs. Landers, Frary & Clark, 
New Britain, Conn. 





Automatic Window Catch 





Will hold a window at any height, 
thus eliminating the use of sticks, 
brushes, etc. When the automatic catch 
is reversed and attached in the upper 
right-hand corner, the catch will serve 
as a lock. By <nstalling the catch 
whether windows have sash weights or 
not, the maker states it will also pre- 
vent any rattles. Catch is made in 
two rush-proof finishes, cadmium and 
bronze, and has a replaceable rubber 
tip. Automatic Window Catch Co., Su- 
perior, Wis. 


Tractor Chains 


The new Hodell pneumatic tire trac- 
tor chains have a new type of cross 
member, which is said to give maximum 
traction and maximum wear. Cross 
chains are composed of the same iden- 
tical cross chain links as commonly 
used plus a reinforcement of steel 
sleeves over four alternate links of the 
cross member directly over the tread. 
Sleeves are of special analysis steel, 
case hardened, and arranged so they will 
slide back and forth, each on its respec- 
tive link, without binding. The Hodell 
Chain Co., Cleveland, Ohio. 


Milk Bottle Carrier 














The Hoffman Carrier enables the han- 
dling of milk bottles in a safe, easy, 
and sanitary way. It is said to prevent 
breakage and the smearing of bottle 
tops and to make it easier to remove 
bottles from the case. The carrier is 
made in the three- and four-bottle size 
to retail at 85c and $1.00 respectively. 
Charles D. Hoffman, 201 Hill St., Fair 
Oaks, Pa. 





Percolator Display 





For counter and window; in black, 
red, and white, to harmonize with Cello- 
phane bands on the percolators. In- 
structions for setting up the display and 
a price card are furnished in carton 
with display panels. Display is 31 in. 
wide and 12 in. deep and is available 
free with 24 assorted percolators. West 
Bend Aluminum Co., West Bend, Wis. 





Tubing Cutter 





These new design tubing cutters are 
said to have increased capacity without 
increased size or weight. Maker states 
this frictionless roller-type cutter with 
knife-blade wheel makes a rapid, smooth 
cut without denting, twisting, or tearing. 
Each cutter is equipped with knife-blade 
reamer. The No. 10 has outside diam- 
eter range from % to % in.; No. 20 
from % to % in., and No. 30 from % 
to 2% in. The Armstrong Mfg. Co., 
Bridgeport, Conn. 
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The D Biggest Selling 
HORSE SHOES 








@ America’s most depend- 
able Horse and Mule Shoes for Half 
a Century 


@ Sold by Leading Jobbers 
everywhere on an established policy 
through regular trade channels 


OTHER PHOENIX PRODUCTS @ 


Toe Calks Ribbed Steel (bars) RUBBER GOODS 
Screw Calks Chain Hooks and Horse Shoes 
Drive Calks Cold Shuts Pads—Drive Calks 
Shoes and Tools Spuds for Tractor Door Mats 

Racing and Sport and Lawn Mower Force Cups 


Wheels Radiator Hose 


Shoes 






PHOENIX MANUFACTURING COMPANY 


Largest Manufacturers of Horse 










and Mule Shoes in the World 


332 South Michigan Avenue, Chicago, Illinois 
Catasauqua, Pa. 
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THE PADLOCK SENSATION 
of the Streamline Era 








| The new Wayne Padlock is acclaimed by dealers and jobbers 
| everywhere as a sensational profit producer. It is an inno- 
| vation in lock design and its features offer exceptional sales 
appeal to lock users. 





| FEATURES OF THE NEW WAYNE PADLOCK 
, an Modern, Streamlined Design 
2. No Rough, Sharp, Ragged Edges or Corners 
- Interlocking Shackle Prevents Twisting 
. Five Tumbler Cylinder Lock 
- Rust Proof , 
- Weather Proof 
- Chrome Plated 
. Packed in Cellophane 
. Two Keys 


Caeontau w 


Wayne Lock dealers are backed by national advertising, 
attention compelling counter displays and literature describ- 
ing the product. Protected territories are available for repu- 
table jobbers. Write now—be the first in your territory to 
get the profitable franchise on the sensational new Wayne 
Padlock, together with other lines to be announced soon. 


WAYNE LOCK COMPANY 


403 ST. JEAN AVE. »* DETROIT, MICHIGAN 
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Non-Skid Screw Driver 


The Non-Skid point requires no 
“pushing” of the screw driver since the 
natural turning pressure enables the 
point to grip firmly the inside of the 
screw slot. Maker states this screw 
driver screws easier in places hard to 
see, dark places, and with recessed 
screws; will not jump out of the screw 
slot even under most adverse conditions, 
thus preventing damaged screw slot, 
to smooth and polished surfaces or 
injuries to hands and fingers. Stream- 
lined handle is built to grip firmly; is 
made of Duralloy, a new highly-in- 





sulated and _ practically unbreakable 
material, and is finished in lustrous 
black. Blade is of chrome vanadium 
alloy spring tempered steel, highly 
polished and of rust-proof finish. It is 
embedded in the handle. A _ colorful, 
yellow, red and black display, holding 
six sizes of the Non-Skid screw driver 
is available. The Bridgeport Hardware 
Mfg. Corp., Bridgeport, Conn. 


Clamp-A-Leak 





An emergency pipe clamp for use 
on water, steam, air and ammonia pipes, 
etc. Designed for use on either high 
or low pressure and for use in close 
quarters. Packed complete with rub- 
ber packing and bolts. Made in 10 
sizes from % in. to 3 in. List price 25c. 
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to $2.00 each. Chelsea Metal Stamping 
Co., 95 Eighth Ave., New York City. 


Shell Less Egg Boiler 





Made of Glasbake, a heat-resistant 
glass. Egg is broken in boiler, which is 
then three-quarters submerged in pan 
of water and allowed to boil. Egg can 
then be served in boiler. Capacity of 
boiler is two eggs. Boilers can also be 
used for individual servings of other 
foods. Available in four and five piece 
sets. McKee Glass Co., Jeanette, Pa. 


Vindex Bench Vise 
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No. 400—swivel type—equipped with 
hardened steel removable pipe jaws, 
which can be used in horizontal or ver- 
tical position. Width of jaws, 3 in.; 
weight of vise, 10 lb. National Sewing 
Vachine Co., Belvidere, Ill. 


' 





Highway Flare Torche 






No. 87—Self-righting, spherical type 
with weighted bottom. Burning ca- 
pacity, 24 hours. Has windproof burner 
with fixed rain shield, fully licensed. 
Uses kerosene or light fuel oil, oper- 
ating with % in. round wick. Finished 
in red enamel. R. E. Dietz Co., 60 
Laight St., New York City. 





Modern Bondex Packages 


The Bondex Waterproof Cement 
Paint package has been restyled and 
modernized but still retains the essential 
features of the old package. The new 
package gains in counter and shelf visi- 
bility and to it has been added the 
pyramid, as a symbol of permanence to 
help visualize the Bondex slogan, “the 
paint eternal.” Reardon Co., 2200 N. 
2 St., St. Louis, Mo. 





Key Cutting Machine 





This 1937 Beisser machine is said to 
cut any key by code in one operation 
without separate disks or guide keys, 
and to duplicate any key without re- 
moving bit key or blank from the 
clamp. Has automatic start and stop. 


Key is made by dialing cylinder. Re- 
placement parts and sharpening are 
free. Under a special plan, cost to 
dealers for the machine is $1 a week 
and if desired, new machine will be 
furnished every year. Beisser Mfg. Co., 
407 E. Fort St., Detroit, Mich. 


HARDWARE AGE 
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20% SAVINGS 


FOR YOUR CUSTOMERS 


36%,” PROFIT MARGIN 


FOR YOU 


LEA = 


No. 20 O-@dar Special for Spring ’37 


Continued by Popular Demand 


No. 20 Full Quality O-Cedar Polish Mop . $1.00 
4-oz. Original O-Cedar Polish .... . 25 
Customer's Value .. . $1 oat 5 
Customer Su — 1.00 
CustomerSaves. .. . $0.2 5 


This fastest selling O-Cedar Combination broke all 
sales records during 1936 and its continuance was 
requested by downtown department store buyers and 
neighborhood dealers throughout the country. 


NEW PACKAGING 


This is the first combination offer to include the new 
and modernistic O- Cedar Polish labels and cartons. 


No. 20 0-Cedar Combination 


Dealer buys at list, perdozen . ... - $1 2.00 
Regular discount 33%% .... +... 4.00 
58.00 

Extra discount for full cases of 1 dozen, 5% .40 
Dealer Pays $7 .60 


DEALER’S MARGIN $440 


Combinations banded together in cellophane and packed 1 doz.to carton. 
Shipping weight, including 48-in. yellow lacquered handles, 29 lbs. 


ASK YOUR JOBBER’S SALESMAN! 


exGien | ei 
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PIN TUMBLER 
EXTRUDED BRASS 


PADLOCKS 
8 


For those who bay Quality 


Successful hardware salesmen 
realize that no one can surely tell 
by the looks of a customer how 
much he is prepared to pay for a 
thing he wants. 


That is why it pays to show the 
best goods first—why it is often 
possible to sell one of these fine 
Eagle Extruded Brass, Pin Tumbler 
Padlocks to a customer who may 
look like a cheap lock prospect— 
but isn't— thereby doubling or 
trebling the profit that would have 
been made on a lower price sale. 


The Eagle Quality Line 
Night Latches Padlocks 
Trunk Locks Cabinet Locks 
Front Door Sets Wood Screws 
Store Door Sets Stove Bolts 

Machine Screws 


caste {Box co 


26 Warren Street -- New York 


Branch Offices: 
521 Commerce St. 179 N. Franklin St. 114 Bedford St. 
Philadelphia, Pa. Chicago, I. Boston, Mass. 


Works at Terryville, Conn. 




















Coleman Electric Iron 





This Super-Speed Automatic Electric 
Iron is modern and streamlined in de- 
sign with a new Easy-Grip handle that 
has been shaped to fit the hand nat- 
urally. Handle also has a built-in thumb 
rest. Iron has a Fabric Indicator Dial 
which makes it possible to adjust the 
heat in the iron to suit the fabric be- 
ing ironed. Current is switched on or 
off at the iron itself. Button-Bevel sole 
plate makes ironing in difficult places 
easy. Has permanently attached Gold 
Label 10,000 cycle test cord, Under- 
writers’ Laboratories approved. Iron is 
made in two models, Super-Power Model 
No. 41, with 1100 watts and Model No. 
40 with 800 watts. Also in Coleman line 
are Model No. 37, automatic, 720 watts 
and non-automatic, Model No. 36, 615 
watts. The Coleman Lamp and Stove 
Co., Wichita, Kan. 


Doggy-Dyner 





Consists of a three-piece set—one 
streamlined steel table enameled in red, 
green, ivory or blue—14% in. long by 
6% in. wide, and 3 in. high—and two 
one-quart enameled dishes, one for food 
and one for water, finished in ivory, 
trimmed in red, green, and blue to har- 
monize. Justice Mfg. Co., 2081 South- 
port Ave., Chicago. 


White Flyer Target Carton 





A new single-unit carton containing 
270 Western White Flyer Targets has 
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been adopted as the standard method 
of packing. New carton is lighter in 
weight and reduces handling and 
freight due to elimination of second 
carton and container with less waste 
refuse to dispose of. Targets are rolled 
in several thicknesses of paper, 15 to 
a roll, and each roll is placed in sepa- 
rate corrugated board cell. Western 
Cartridge Co., East Alton, Ill. 


Moto-Mowers 





Made in four models—all are powered 
with Briggs & Stratton motors, which 
are air-cooled, 4-cycle and economical 
to operate. The model shown has a 
cutting unit with a six-inch five-blade 
reel and 10% in. wheels. It retails at 
$52.00. Other models retail at $76.00, 
$110.00 and $140.00. The Moto-Mower 
Co., 4600 Woodward Ave., Detroit, 
Mich. 


Clean Up Display 





No. 40—In 11 colors. It is 45 in. high 
by 32 in. wide with provisions for im- 
print, die cut and packed in individual 
cartons. Sold on co-operative price 
basis, intended to cover only cost and 
handling. National Clean Up and Paint 
Up Campaign Bureau, 2201 New York 
Ave., Washington, D. C. 


- 


Sponge Display 





This novel method of displaying 
sponge assortments in a net enables the 
dealer to show them in his window, 
over his counter, near his door, outside 
his store or any other advantageous loca- 
tion. Net is provided free with assort- 
ment No. NA which consists of 23 
sponges of various grades with a total 
retail value of $10.00 or assortment No. 
NB, containing 34 sponges with a retail 
value of $15.00. There are also other 
assortments offered or the net free with 
any order for sponges to value of $15.00 
retail, or more. Schroeder & Tremayne, 
Inc., 500 N. Commercial St., St. Louis, 
Mo. 


National Cookware 





Made of heavy cast aluminum in the 
new 95-5 metal. Modernly styled with 
Bakelite unburnable knobs. Lids are 
interchangeable. Maker states line has 
greater heating surface, made possible 
by straight sides; wide flat bottons cover 
entire heating unit, preventing heat 
from escaping; and precision fitting 
covers, preventing leakage of steam. 
Sold exclusively through wholesalers. 
National Pressure Cooker Co. Eau 
Claire, Wis. 
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Prorrt Maker 


ILCO Screen Door Closers are easy to 
sell when you explain their advantages. They 
are growing in popularity—treplacing the old 
fashioned screen door spring. Available in 
two sizes for light and heavy doors; they as- 
sure silent, positive action. No nerve racking 
noise—no replacements. | 


Heavy construction throughout, ILCO 
Screen Door Closers offer a lifetime of service 
—are popular items, popularly priced and 
easily installed. 











Stock ILCO Screen Door 
Closers. Put the working dis- 
play shown below in a promi- 
nent place. It’s a proven silent 
salesman and will help you sell 
this profit maker. 


ILCO KEY 
BLANKS 
See us first. We 
maintain an ex- 
tremely large as- 
sortment at all 
times, and can 
fill nen from 








INDEPENDENT 
_LOCK COMPANY 


Fitchburg, Mass. 


ALC 


Branches in all Principal Cities 
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THE SPEED-O-LITE "THE MOST PROFITABLE ITEM IN MY STORE" 











Wik 
TuCumsaA PROFITS o72 

YOUR FLOOR FINISHING MATERIAIS 
PAINT SPEEDS UP TURNOVER 
DEPARTMENT OF RELATED ITEMS... 











$1557.67 IN 13 MONTHS 
St. Paul, Minn. 


$1000.00 IN 7 MONTHS 


Pawtucket, R. |. 


$910.00 IN 12 MONTHS 


Kankakee, Illi. 


$400.00 IN 6 MONTHS 


Harrisburg, Pa. 


$360.60 IN 4 MONTHS 
Red Bank, N. J. 


CONVINCING 
















PROOF THAT 7 on me 
BIG MONEY 
and EXTRA cones 


PROFITS ... 
AWAIT ONLY" 
YOUR ACTION... 


The Experience of Thou- 
sands of dealers proves that 
this sensational Sander is 
THE GREATEST MER- 
CHANDISER of FLOOR 
FINISHING MATERIALS 
ever developed. Actual sales records show 
that material sales equal or exceed rental 


earnings. 
TO RUN A SPEED-0-LITE 


NO EXPERIENCE 

REQUIRED . . 

@ So easy and duo is the FASTEST-CUTTING, 
CLEANEST-OPERATING sander. @ Light weight 
(weighs only 80 lbs.) @ One man ean carry it up 
or down stairs. @ Easily transported in a car. @ 
Works right up to the quarter-round. @ Picks up 
all dirt and dust. @ Leaves a ballroom finish on 
any floor. @ Fully guaranteed for one year, in- 
cluding heavy-duty, burn-out-proof motor. @ Ball- 
bearing equipped throughout. You make your 
store a headquarters for carpenters, painters and 
decorators when you feature a SPEED-O-LITE. 
Make this YOUR Biggest Profit year—feature the 
SPEED-O-LITE. 

Not one but hundreds of Old and New dealers 
are reporting tremendously increasing profits. 
The same clear sailing into a Big Profit field 
awaits you. Take advantage of the big demand 
for SPEED-O-LITE sanders — the machine that 
clicks with the customer. 


TRY IT ON 5 DAYS FREE TRIAL 


MAIL COUPON TODAY 


LINCOLN - SCHLUETER 
FLOOR MACHINERY CO. 


’ 
e 
i 
212 W. Grand Ave., Chicago, Illinois : 
i 
a 
B 
: 


INCLUDING 


MOTOR 











41137 


Please send full details of your 5-day FREE Trial SPEED-O-LITE 
Offer. Also complete information on your Merchandising Plan 
for Dealers. 


NAME : 
ADDRESS ; ee Co eee a ee ee re 
i eu, ; 
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Your Garden Goods Display 


‘THEN a specific line of 
merchandise is in demand 


it is the time to put dis- 


play and selling force behind it. 


Spring garden goods are now tak- 
ing the center of the stage, so here 
is a table arrangement to give 


them their proper pulling power. 
Arranged near the steel goods, 
mowers and related lines, this 
table will attract customers and 
stimulate sales. Gardeners and 
home owners are interested in such 
immediate needs as trowels, prun- 


ing shears, lawn seed, etc., but 
they are drawn to such items as 
hose, couplers, nozzles, plant 
foods, grass shears, etc., as well. 
Display them in adequate quan- 
tity and in prominence while the 
demand is strong. 


















































49% SHADY R. [754 SUNNY/$1.49 FAIRY /10¢ VIGORO 41.49 FAIRY |754 364 LINCOLN 
LAWN SEED |SPRINKLER/SPRINKLER | PLANT FOOD | SPRINKLER |BUNNY | PARK LAWA 
SPRINKLER) SEED 
SAME AS =| 694 234 pst 194 STAND-BY 894 GRASS SHEARS| SAME AS 
ABOVE CIRCLE COUPLENGS =| TROWEL ABOVE 
SPRINKLER 
* omealeis®® 4c winbane 
! 
SAME AS | SSi0OtE, |OMEE| Are Sp | TEL SAREN — [QBA PRUNING | SAME AS 
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ATREMENDOUS SELLER / 


PEA HULLER 


ae 







WHAT IT DOES!—Shells a pound of 
lima beans or peas in two minutes. 
Slices a pound of string beans in 
the same length of time. 


ITS SPEED IS AMAZING!—It takes 
| a few seconds to change from 
slicing to shelling. The slicing at- 
tachment will slice the whole solid 
vegetable kingdom into thin, attrac- 
tive shoestring shapes. 





BEAN SLICER 











AND 


THE NEWEST 


ano FASTEST SELLING 


KITCHEN TOOL 
ON THE MARKET 


> PRICED RIGHT 
HANDSOME PROFITS 


Rd spring Vaughan _intro- 

duced a Pea Huller and Sean 
Slicer in one eastern metropolitan 
market. Although it retailed for 
$1.98—more than 30,000 were 
sold within 5 months. 


NOW—you can feature this new and 
improved Vaughan model for $1.39 
RETAIL. IT'S A WINNER! ~ A real 
value for your customers—a_ real 
profit producer for you. There's 
nothing else like it. 


Designed by one of the country's 
foremost artists—as modern as a 
streamlined train. Made of the 
finest materials. Expert workmanship 
and finish. 


EASY TO DISPLAY! 

EASY TO SELL! 

EASY TO USE! 

WILL MAKE A FINE CHRISTMAS 
GIFT NUMBER! 


Be the first in your community with 
this sensational new item. Send for 
information on No. 550 individually 
packed in two-color display box. 
Weight 2 Ibs. each. 


Vaughan's 
SAFETY ROLL, JR. 
and Other 


Popular Numbers 


Cash in on the demand 
for Vaughan's Famous 
Sales Leaders. For 25 
years high quality, uni- 
formity and sustained na- 
tional advertising has 
caused a consumer prefer- 
ence for Vaughan's prod- 
ucts. Popular priced... 
retailing for 5c... 10c 
.«.and 25c... and they 
pay you a good profit. 
You can build a profitable 
business with these nation- 
ally advertised leaders. 
Send for information and 
prices. 


VAUGHAN NOVELTY MFG. CO.. Inc. 


WORLD'S LARGEST MANUI 


3211-25 CARROLL AVE. 
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{C0 TURER OF CAN OPENERS” 


CHICAGO, ILL.,U,S.A. 














BUY-OLOGICAL URGE 
* 


White 
Framed 
Peerless 
Folding 
Furniture 
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Goods that Satisfy the SUMMER 





* 


Our Peerless Folding Furniture is not only varnished (nat- 
ural finish), and lacquered in colors, but also enameled in 
white. These new white frames with solid color covers are 
going over BIG and are available in the Straight and Re- 
cliner-chairs. 


For example, our No. 90—a light-weight but substantial 
chair, made in the low price range. For added comfort, 
front is three inches higher than back. Enameled white 
frames with solid colored covers. Folds to 32 x 5 x 24”. 
This is one of the season’s most popular sellers. 


No. .20-W 


No. 95, same as No:, 90, excépt that it’ bas tockers, quickly 


' aisconnected-for folding. Folds to 35 x 7 x 24% 


Get. full benefit of the |: 
heavy sales to _ be 
made to = ‘Trailer- 
ites”, motorists, 
campers and bathers 
on our outdoor fold- 
ing furniture: beach 
chairs, cots, pads, 
tables, chairs, stools, \ 

etc. Beret fF ; 
Give particular at- e : ‘ 
tention to our No. 3 folding cot. Sets up eee, oreens it- 


self to uneven ground. We've sold over a million! 
TUCKER FOR TENTS. All 


aATTENTIion! pol Gang 


CAMP FURNITURE 





MAKE them to order. Securé 
tent price list! ; 


A NEW SPORT! | 







Sell. Tucker's ' 
FISH-N-FLOAT -° 


This device has been widely publicized 
and is rapidly becoming standard 
equipment for fishermen. Put -on- 
demonstration, and sell in your com 
munity! Now one can wade and fish in deep water. Beats 
paddling or carrying boat. FISH-N-FLOAT comes with in+ 
nertube permanently installed or with zipper or lace on 
cover for easy removal. One can furnish own tube, if 
desired. FREE FOLDERS .FOR DISTRIBUTION: ! Write 
or wire for details! : 

Samples of any items sent responsible firms—to be returned or kept as 

part of order. i 
If you have not received a copy of our 1937 catalog, send for it today. 


TUCKER DUCK 
& RUBBER CO. 


Dept. Fort Smith, Arkansas 











Make Baking Equipment Appealing 


IKE all other merchandise 
lines, baking equipment 
benefits from display that 

presents related needs. The cus- 
tomer may not recall that she 
needs a specific item until she 
sees it displayed alongside some 


related goods. A memory jogger 
like that often yields several sales 
that would never have been made 
if the related idea had not been 
used in the display. 

The table arrangement of bak- 
ing needs and tinware presented 


here is planned to jog memories 
into making purchases that will 
total much more than originally 
intended. Note the diagram at the 
foot of this page for the placement 


of the various items. 








SxS BREAD TINS 


12 CUP PAUFFIN TINS 


Q°OCEP PIE TINS | ANGEL CAKE Thees 











JELLY Came Tees sry cant rae SCUP MUFFIN TINS 








E-Z OUT CAKE Tees] 10” ALODA. Ook Tits 








JELLY CANE ThEtS OBLONG OVEN TiS |6CUP RUFFIN TIees| TE PAAPLE ROLLING BINS 
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Who’s 
SELLING PLIERS 
In Your Town? 


The chances are it’s the dealer with the new 
4 Plier Selling Unit of Bernard No. 102 Pliers 
because “birds of a feather flock together.” 
Or, in everyday language, the up-and-going 
dealer. 


c RN ART p BERNARD 
- MECHANICAL 

AN riN HAND y | 
BERNARD | 


MECHANICA 





GORILLA GRIP 


The 


4 PLIER 
SELLING UNIT 


makes these pliers Sales Hardware and sells 
them 4 times as fast. Farmers, mechanics, 
craftsmen, garage men—all men who use and 
love good tools, in ever increasing numbers, 
in your town and everywhere buy 


BERNARD 


MECHANICAL HAND 


pliers because they are “the best pliers on earth.” The 
“Gorilla Grip” parallel jaws are made to hold and 
hold tight. The side cutter is a real cutter for practical 
use. 

This is the plier for you to sell. Your jobber probably 
has them. If not, we will supply you direct. Get the 
extra discount by buying in the new 4 plier selling 


unit. Order them now. 


See our advertisement on page 32 in the 
ardware Age Directory Number 


THE WM. SCHOLLHORN CO. 


416 CHAPEL ST., NEW HAVEN, CONN. 





Another good seller is our famous “Lodi” Revolving 
Head Belt Punch. Ask your jobber. 














APRIL 8, 1937 


UCCESSFUL 
10 NG RESULTS 


PAINTIN 





Prospects are invited to And they are told why 
1 see the Lowe Brothers 2 it pays to insist on 
Pictorial Color Chart. Lowe Brothers Quality. 


This month and right through the season, Lowe Brothers 
advertising is appearing in a long list of leading magazines 
and farm papers. This advertising is telling the paint pros- 
pects in your city about the ‘Two Easy Steps to Successful 
Painting Results.” 

The Lowe Brothers Pictorial Color Chart has proved its 
appeal to home-owners and its sales value to dealers. If you 
want to cash in on this exclusive sales-making help write 
today for details of our dealer franchise, that’s backed up by 
a complete and powerful plan of newspaper, window dis- 
play and direct mail advertising cooperation. 

Get all the facts about this distinguished quality line, 
which is now “all dressed up and going places’”’ with the 
most beautiful labels in the industry—and supported by 
sales-producing advertising. Write today to The Lowe 
Brothers Company, Dayton, Ohio. 


owe Drotherd 


PAINTS © VARNISHES 


CmsK 4 Sin 
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CHARLES H. CUTTS 
has been associated with the 
hardware manufacturing in- 
dustry since 1883 and is at 
present foreman of the power 
press department, ‘hot forging 
and cold and hot ‘heading de- 
partments of Sargerit & Co., 
New Haven, Conn: ‘His first 
affiliation with the hardware 
industry was with Stanley 
Rule & Level Co., New Brit- 
ain, Conn., which organization 
he left in 1884 to join the Cor- 
bin Cabinet Lock Co., New 
Britain. On March 4, 1885, he 
began his long affiliation with 
Sargent & Co. Mr. Cutts is a 
member of the executive board of the Foreman’s Club 
affiliated with the Y.M.C.A., and is secretary of the Hotch- 
kiss Grove Association, Hotchkiss Grove, Branford, Conn. 
He is a member of the Edgewood Club and the Branford 
Yacht Club. Bowling, fishing and boating are his chief 
hobbies. His sixty-eighth birthday was celebrated on Feb. 
19, 1936. 





CHARLES H. CUTTS 
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HARDWARE AGE 
FIFTY YEAR 


CLUB 


FRED W. EBINGER at 
the age of 70 continues to be 
active in the hardware busi- 
ness in Plainview, Neb., as 
senior partner of the Ebinger 
Hardware Co. A native of 
Germany, he came to this 
country as a young man and 
first entered the hardware 
business on Aug. 31, 1885, as 
an employee of J. R. Cox. 
Three years later he went with 
'Weidiman & Breckenfeld and 
in 1898 bought -an interest in 
the business, then located in 
Plattsmouth, Neb., changing 
the name to Ebinger Hard- 
ware Co. On Nov. 20, 1905, 
he bought the Vrooman Hardware Co., Plainview, in 
which town he continues to conduct his business. His 
hobby is “just a game of Skat” and he says, “I love the 
hardware business and by furnishing service and being 
honest in my dealings I have been reasonably successful.” 
Mr. Ebinger has been a director, vice-president and presi- 
dent of the Nebraska Retail Hardware Association, was a 
director of the Nebraska Hardware Mutual Insurance Co. 
for ten years and has attended four national association 
congresses. Municipal government has interested him in 
both Plattsmouth and Plainview; he has served two years 
on the city council in Plattsmouth. For two years he was 
a member of the city council in Plainview and served that 
community as mayor for three years. He has been presi- 
dent of the Commercial Club of Plainview and has ae- 
tively participated in other local organizations. 





FRED W. EBINGER 
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SIMPLE X 











GASKETS 
PACKINGS 
PUMP LEATHERS 


WE originated the idea of size-markings on 
pump leathers as a convenience, a service 
and a merchandising idea for the benefit of 
the retailer. 


In the comparatively short time these have 
been on the market, they have become so 
popular that many users now demand only 
size-marked leathers—as a safeguard against 
errors. 


You can speed up your selling and create 
customer confidence and good will, if you 
will offer your customers these fine quality, 
1 ioe pump leathers that prevent mis- 
takes. 


Simplex size-marked pump leathers are 
available in two popular brands— 


LONG-WEAR and STANDARD 


Your Jobber can supply you 
or write us direct 


SIMPLEX MEG. Co. | | Send us details of the Cooper Clipper Mower. 
AUBURN, N. Y. ei 








Address ek 














Jobber's Name o— 








APRIL 8, 1937 133 











[yp 


By ROBERT PILGRIM Copyright, 1937, by Hardware Age 


= 7. + .We tee 





























A BICYCLE BUILT FOR 
FIVE” > THE PROUD 
POSSESSION OF AN 
ENGLISH FAMILY. TWELVE 
FEET LONG, THE BIKE 
\S PROPELLED 6Y FATHER, 
MOTHER, AND SON RIDING 
ONE BEHIND THE OTHER, 
AND CARRIES A SIDE CAR 
WHERE THE TWO 
SMALL 
CHILDREN 














\T'S IW THE NEWS... 
A CINCINNATI MAN GTRUGGLED VALIANTLY WITH ALEAKY 
WATER TANK, PLUGGING THE HOLE WITH A FINGER. HIS 
WIFE CALLED POLICE. THE 
PATROLMAN POINTED OUT 
THE SHUTOFF VALVE TEN oy" 
INCHES FROM THE 





GTANLESS STEEL HUSBANDS FINGER .. \\ 
FISHING REELS NINE INCHES \\ 
IN DIAMETER, AND CAPABLE HARD ROADS FOR \ 
OF HOLDING 2000 NARDS “HARD WEAR“.: N 
OF LINE ARE THE PRODUCT GERMANY LiS&s ‘ae 
OF A HOLLYWOOD MAN'S POWDERED ALUMINUM — 
UNUSUAL BUSINESS. THEY AS A ROAD SURFACING = 
ARE DESIGNED SO THAT EVEN MATERIAL, AND EB 
THE BIGGEST ONES CAN'T PARIS, FRANCE, = 


“GET AWAY” LISES (ROM 
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POL-MER \ 


100% PURE RAW OR 
BOILED LINSEED OIL 
10% POLYMERIZED 




























THERE'S no secret to 
the development of 
Pol-mer-ik. The practice of adding a substantial 
percentage of polymerized, or kettle-cooked oils 
is not new. Manufacturers with facilities for the 
work of polymerization have been using such a 
blend for years, because they found that their 
paint film improved in several respects, partic- 
ularly as to DURABILITY and GLOSS of film. 
Through development of Pol-mer-ik, and its 
packaging in SEALED CANS, a polymerized 
linseed oil of known purity and uniformity is 
available. 


AS LIGHT in color, Pol-mer-ik replaces regular 
linseed oil because it gives increased values to 
every paint. Greater durability and wear. Better 
gloss and color. Better leveling and brushing. 


ORDER POL-MER-IK in cans—pints, quarts, one, 
two and five gallon sizes — from your nearest 
jobber. Write us for the interesting story on 
the value of cooked oil in paint. 


ARCHER-DANIELS MIDLAND CO. 


MINNEAPOLIS, MINNESOTA 





DISPLAY ‘QD 


RECOMMEND THE VALUE 


en 
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[_] TENSO TIE-OUT OR PICKET 


[_] TENSO PORCH SWING CHAINS 


2-O TENSO WELL & SWING CHAIN— 
250 FT. CARTON 


[_] ACCO ANTI-COW KICKERS 

[_] ACCO NO. 8 SASH CHAIN 

[_] TENSO DOG & HALTER CHAINS 

[_] EL-WEL-TRA TRACE CHAINS 

[_] WEED BULL FARM TRACTOR CHAINS 


A CHAIN DISPLAY 


Selling is partially a matter of reminding. Chain 
displays will remind your customers of their needs. 
Use monthly chain displays to increase your sales. 


Chains 





[_] ACCO NO. 8 SASH CHAIN 

[_] DISPLAY RACK & CHAIN ASSORTMENT 
[_] TENSO TIE-OUT OR PICKET CHAINS 
[_] ACCO ANTI-COW KICKERS 

[_] ACCO JACK AND SAFETY CHAIN 

[_] TENSO PORCH SWING CHAINS 

[_] WEED BULL FARM TRACTOR CHAINS 
[_] EL-WEL-TRA TRACE CHAINS 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


In Business for Your Safely 




















Marshall-W ells Associate Dealers’ Congress, Portland, Oregon, in Session 


300 Attend Portland Meeting 
Of Marshall-Wells Associates 


ITH the theme “Stream- 
lining Your 1937 Selling 
Program,” the Marshall- 


Wells Co. held its eighth annual 
Associate Dealer Congress at its 
Portland, Ore., branch on Feb. 22 to 
24 inclusive, 1937. Including asso- 
ciate dealers, invited guests, factory 
salesmen and the company’s own 
salesmen, about 300 persons were in 
attendance. 

James Feir, vice-president of the 
company and general manager of the 
Portland branch, opened the meet- 
ing with a welcoming address. Seth 
Marshall, president of the company, 
who coud not be presént for the 
meeting, expressed hié regrets and 
extended his best wishes to the Con- 
gress in a letter which was read to 
the assembly. 

Mr. Feir pledged the company’s 
further co-operation and assistance 
to its many dealers through new 
ideas, merchandise, merchandising 
plans and other means of securing 
the highest percentage of potential 
sales during the year. He reviewed 
the progress made in 1936, and said 
in part: “The Pacific Northwest 
made a very commendable showing. 
In fact, many industries of this 
territory achieved the highest peak 
of their history. With the horizon 
clear, all indications point to an even 
more impressive period.” In com- 
menting on the current upward price 
trend of the hardware market, he 


136 


expressed the opinion that there 
would be a further rising of prices, 
but that they would not “sky-rocket,” 
and would finally reflect a steady 
and healthy increase. 

Warren FE. Hartwell, sales man- 
ager, stressed the necessity of care- 
ful planning to meet the present day 
concentrated competition, which is 
confronting the independent mer- 
chant. 

Ralph W. Carney, sales manager, 
Coleman Lamp & Stove Co., Wichita, 
Kan., called attention to the forces 
that had entered the field which 
have the effect of reducing the 
legitimate hardware store revenue. 
He declared that in chain store op- 
erations price was a result and not 
a cause, and he reiterated the value 
of central planning. 

In beginning the afternoon ses- 
sion, B. B. Turner, sales manager. 
Globe American Corp., Kokomo, 
Ind., presented details of the corpor- 
ation’s new line of ranges, and gave 
a brief review of trends within the 
stove industry. 

M. R. Twiss, vice-president in 
charge of sales, Zenith Machine Co., 
Duluth, Minn., discussed the com- 
pany’s new line of washing machines. 

Group meetings were held each 
day with the lines of the various 
departments being presented by 
managers in charge of those divi- 
sions of the company. Interest in 
the model store ran high when its 





features were reviewed by Mr. Hart- 
well. The planning of displays, 
plain pricing method, store arrange- 
ment and other of the store’s more 
important details were minutely 
covered. It was emphasized that the 
efficient arrangement of the store 
made it possible to display more 
than 90 per cent of all its stock. 

Monday evening, H. M. Ward, 
manager of the major appliance 
department, presented the complete 
line of circulating heaters and 
ranges. Roy Knudsen, of the Clem- 
ents Mfg. Co., Chicago, discussed 
his company’s line of vacuum clean- 
ers, and P. W. Bialkowsky, Pacific 
Coast manager, Crosley Corp., Cin- 
cinnati, outlined the various new 
developments in the corporation’s 
refrigerator line. 

Mr. Feir opened Tuesday morn- 
ing’s session by reporting the action 
of the meeting of the planning and 
advisory boards. F. G. Cearns, 
South Bend, Wash., and A. L. Weld. 
Issaquah, Wash., were chosen from 
the planning board to serve with the 
following on the advisory board for 
the current year: H. E. Fisher, 
Enumclaw, Wash.; J, Lentz, Yakima, 
Wash.; C. E. McCall, Vancouver, 
Wash.; E. L. Starr, Silverton, Ore., 
and J. E. Staerns, Oakland, Ore. 

Elmer Anderson, Snoqualmie, 
Wash., and Lee Duncan, Haines, 
Ore., were elected to the planning 
board to serve with: W. B. Dingle, 
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HITCH YOUR SALES TO A @ STAR 


See 

















PROTECT YOURSELF! 
PRICES ADVANCE 


Steel, labor, and general costs have increased. 
Warren Wrecking Bars are sold on a close 
margin, hence these increased costs force a 
price advance on 


APRIL 16th 


Warren Wrecking Bars of octagon steel— 
chock full of STRENGTH—have a new type 
claw that won’t pinch the nail or break off 
the nail heads. Seriously consider the savings 
and increased profits you can make. Let us 
send you prices immediately so that you may 
take advantage of market conditions. 














WARREN TOOL CORPORATION 


WARREN, OHIO 


APRIL 8, 1937 

















Phoonix. Sash Cond. 


MAKES THE BEST CLOTHES LINE 


It is good business to sell PHOENIX SASH 
CORD for Clothes Line. A uniform qual- 
ity, full-weight cord, made of real cotton 
yarn——no soft roving—no_ loading. 





Three times as strong as cheap braided 
line. 










Stock Phoenix to sell to your customers 
who want good clothes line, and if you 
need cheaper lines, we have them. Ask 
your jobber or write direct to us for 








samples. 






SAMSON CORDAGE WORKS 
89 BROAD STREET - BOSTON 
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The efficient arrangement of the model store at the Marshall-Wells Associates 
Congress, Portland, Ore., demonstrated that it is possible to display more than 
90 per cent of all its stock. 


Dayton, Wash.; Merle Petit, Co- 
quille, Ore., and A. W. Metzger. 
Portland, Ore. 

Ralph Carney gave a_ practical 
demonstration of his company’s 
pressure ranges, and emphasized the 
possibilities of the line. W. L. Hem- 
py, in charge of the associated di- 
vision, presented the 1937 associate 
promotional plans. 

Cutlery items were reviewed by 
H. A. Dowe, manager of the cutlery 
and sporting goods department, and 
advocated pushing the cutlery line 
more agressively. 

T. L. Waldon, president of all the 
company’s Canadian houses, was 
introduced at the luncheon meeting. 
In a brief address, he sounded a 


note of confidence for the next few 
years. “As is the case in the States,” 
he said, “prices reflect better con- 
ditions through their steady rise.” 
He recommended that all dealers 
analyze their stocks, so that they 
may be in a position to avail them- 
selves of all possible sales. J. M. 
MacAdams, sales manager, and G. 
E. Johnston, of the radio depart- 
ment of the company’s Vancouver, 
C. C., branch were also introduced. 

W. M. Warren, Pacific Coast dis- 
trict manager, Chrysler AirTemp 
Air Conditioner, introduced Earl 
Hazelriggs of Los Angeles, who is 
western zone manager of the same 
organization, and who outlined the 
field for air conditioning. A talk on 


oils and greases was given by George 
Ayre, sales promotion manager, 
King Oil Co., and Ralph Carney in 
again addressing the group reviewed 
his company’s line of electrical ap- 
pliances and circulating oil heaters. 

Group meetings were conducted 
by A. L. Martinson on automotive 
items, by A. L. George on house- 
wares, tools and builders’ hardware, 
and by Roy Hollabaugh on plumbing 
and electrical goods. At these meet- 
ings factory representatives assisted. 

Following the dinner Tuesday 
evening, E. B. Cooper, manager of 
the credit department spoke on 
“Budgeting and Contract Selling.” 
Mr. Cooper outlined the three prin- 
cipal. outlets for dealer contracts 
and advocated their use rather than 
the tying up of dealer capital. He 
declared that installment selling is 
here to stay. 

The closing feature of the Tues- 
day session was a discussion of 
“Getting Paint Volume in 1937,” by 
Walter Clark, sales manager, West- 
ern Paint & Varnish Co. 

O. A. Lamb was the first speaker 
at the Wednesday session, and with 
“Retail Store Management” as his 
topic, he stressed proper stock con- 
trol and balance, emphasizing that 
about 75 per cent of the average 
dealer’s volume is secured on about 
25 per cent of the stock. 

Floor coverings were discussed by 
Monte Kelly, Pacific Northwest rep- 
resentative, Congoleum-Nairn, Inc. 

The meeting closed with a ban- 
quet at the Hotel Benson, at which 
a very entertaining program wat 
presented. 


New Catalogs Available 


Dutton Catalog 


No. 36—issued in 1936—1,259 pages. 
Catalog illustrates and describes lines 
of mechanical tools, plumbing supplies. 
agricultural supplies, harness, builders’ 
hardware, tinners’ supplies, paint, var- 
nish and glass, electrical supplies, 
household supplies, wares, cutlery, 
sporting goods, radio supplies, and au- 
tomotive supplies. Supplementary cat- 
alogs include electrical equipment. 
radio, automotive equipment, imple- 
ments, and sporting goods. VW. M. 
Dutton & Sons Co., Hastings, Neb. 





Androck Hardware 


This new illustrated price list No. 
H225 shows the various items in the 
line of Androck hardware, which in- 
clude sizes and types of hooks and 
eyes; eye bolts; washers; closetware; 
garden accessories; baskets; screw 
drivers; stationers’ goods, and wire dis- 
play. The rear pages contain charts 
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of technical data., The Washburn Co., 
Worcester, Mass. 


Stowe Hardware. Catalog 


No. 137—700 pages illustrating and 
describing hardware, agricultural, in: 
dustrial and automotive supplies. Price 
information included in descriptions. 
Also supplementary catalogs—No. 36 
on harness; No. T36 on tractor sup- 
plies, and one on stoves and appliances. 
Stowe Hardware and Supply Co., Kan- 
sas City, Mo. 


Irving Hardware Catalog 


No. 37—78 pages describing and 
illustrating hardware, tools and spe- 
cialties. Imported lines such as plast- 
erer’s tools, burling irons and weaver 
shears, and others, are also included 
in the catalog. A special price list is 
contained in the rear of catalog. Irving 
Hardware Co., Inc., 12-14 Warren St., 
New York City. 


Invisible Hinge 

Catalog No. 10 tells all about the 
Soss Invisible Hinge. It discusses the 
manufacture of this product and ex- 
plains its operation and construction. 
The catalog is profusely illustrated and 
gives many blue-prints showing the ap- 
plication of the various types of in- 
visible hinges and diagrams are used 
to illustrate their installation. Soss Mfg. 
Co., Roselle, N. J. 





Horse Nail Catalog 


The new Capewell Catalog is differ- 
ent from others in that it eliminates 
entirely, worded descriptions. Photo- 
graphs only are used to present the 
nails. At the side of each page is an 
inch scale rule, enabling the reader to 
tell at a glance the length of each nail. 
The rear pages of the catalog are de- 
voted to a sales message. Capewell 
Mfg. Co., Hartford, Conn. 


(See page 158 for other new catalog 
announcements) 
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CGE Ni. ANDERSON 
T'S WONDERFUL! 








ELL Colsons in your store, too. You'll 
soon know the turnover value of enthu- 
siastic boy-to-boy merchandising. 
You'll soon become pleasantly acquainted 
with the way boys talk up their Colson 
“bikes” to friends; ‘the way they boast of 

















Colson streamlined beauty, Colson design, 
and Colson durability. 


Yours will be the pleasant task of meeting 
excited chaps who come to your store to 
see a Colson beauty “like Johnny Graham 
got.” They know what they want on arrival. 


Confidence in Colson will build confidence 
in you and your ability to judge top values. 


You can't afford to overlook the Colson 
line this year. 


THE COLSON CORPORATION 


3708 CEDAR STREET ELYRIA, OHIO 


Permanent Display Rooms: New York — 215 
Fourth Ave. Chicago—14-113 Merchandise Mart 


Beauty with Strength 


The 1937 Colson bicycle Catalog is ready, 
It describes the strongest. most attractive 
bicycle Colson has ever produced. You 
will find your copy a real sales builder. 
Write for one if it has not yet reached you. 
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No. 1124 Screen and Storm Window Sets 


—fL = @— 


Illustrations HALF SIZE 


One pair No. 724 Cadmium Plated Screen or Storm 
Window Hangers. One 11/2 Hook and Eye complete with 
Ng Each set packed in an envelope. One dozen sets 
in a box. 


No. 730 Wrought Steel Loose Pin Hinge 


‘ss With Button Tip 





Illustration ONE-THIRD SIZE 
Loose pin hinge with button tip. Full surface. Length of 
joint 3 inches. Screw holes of one leaf are countersunk on 
both sides. Packed half dozen pairs in a box with screws. 
Size of screws 4 x 8. 


No. 1706 Screen and Storm Window Sets 


—f = 


Illustrations HALF SIZE 


One pair 2 x 2 No. 706 Cadmium Plated Loose Joint 
Butts with Brass Pins, one 1/2 Hook and Bye. Complete 
with screws—each set packed in an envelope, one dozen 
sets in a box. Specify right or left hand.. 


SEND FOR CATALOG DESCRIPTIVE OF FULL LINE 


(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 












Agents 
NEW YORK: 45 Warren St. BOSTON: 113 Purchase St. 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. 
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UPHOLSTERERS + CARPET » CARPET LAYING + COPPER 
WEBBING + GIMP + HIDE + LACE » WIRE CLOTH STAPLES 
BILL POSTERS * DOUBLE POINTED + CLOUT NAILS 


Sold in 
these distinctive boxes 


RED—BLACK—WHITE 


"O K. if theyre 


YOUR JOBBER HAS CROSS, OR CAN GET THEM FOR YOU 


J 
6 
A 
ZA 
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W.W.CROSS & CO.INC. EAST JAFFREY, N.H. 
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Gee’s Basement Store 


(Continued from page 87) 


wide white staircase with but ten 
wide steps, and the brilliant light- 
ing of the basement makes people 
in the main floor display room 
anxious to step down and see the 
new display. Members of the Gee 
staff made the alterations in 60 
days, starting the job in December 
and finishing it about Feb. 1. 

Over the entrance to the base- 
ment store is a black and white 
sign indicating many of the lines 
handled in that department, in- 
cluding pump jacks, poultry 
equipment, belting and pulleys, 
manila rope, harness and repairs, 
plow shares, clevises, etc. A sign 
on the main floor with a large ar- 
row points the way to the “Base- 
ment Store.” 

As an aid in keeping the base- 
ment store free from the dust that 
comes from handling coal and 
ashes, a cabinet oil heater was in- 
stalled. The storage space for 
fencing, roofing and other heavy 
merchandise, which occupies the 
front of the basement, is walled 
off from the Basement Store. 

The outside view of Gee’s Hard- 
ware, shown in these pages, gives 
a good idea of the map of Lowell 
and vicinity which was placed on 
the wall of the store several years 
ago as a goodwill builder. Many 
tourists passing through Lowell 
were confused as to where to turn 
to get to cities and towns in that 
area, so Gee’s had a map of the 
countryside painted on the side 
wall of the store. An arrow indi- 
cates the exact location of Gee’s 
store and the directions. and route 
numbers for roads to nearby cities 
and towns. By placing the map on 
the outside Gee’s cut down on the 
number of tourists who merely vis- 
ited the store to ask for directions 
—with no desire to buy merchan- 
dise—and took up the time of the 
staff and crowded the display 
room. 

Gee’s Hardware has three men 
selling in the store. One salesman 
makes delivery in the store’s gen- 
eral delivery truck and another 
truck is used exclusively for the 
handling of roofing. 
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Erie Hardware 
Plays Host 


(Continued from page 85) 


is set up, at any time. The only 
limitation placed on the use of 
equipment by individual members, 
at times other than regular meet- 
ings, is that only that equipment 
which is actually set up may be 
used. 

Typical of the Guild’s meetings 
is the group of more than twenty 
men and boys shown at the meet- 
ing pictured herewith. For that 
particular meeting the company 
had set up for the Guild a wide 
variety of power equipment in- 
cluding-a planer, jig saw, small 
drill press, etc. 

The good will that is built by 
playing host to the homework- 
shop Guild members and the sales 
resulting from that hospitality is 
impossible to estimate. High 
school boys with very limited 
spending money enjoy member- 
ship in the Guild together with 
men having both limited and 
higher bracket incomes. These 
men and boys, because of cour- 
tesies extended to them, are in 
themselves good sources of ad- 
vertising as they suggest that their 
families and friends buy from the 
Erie Hardware Co. 

Most of the homeworkshop 
equipment is displayed on the 
second floor so that demonstrations 
may be made without sending dust 
all over the main floor display 
room. To interest a wide group 
of homeworkshop fans, the store 
carries two complete lines of 
power equipment and to keep 
abreast of the demands for these 
lines the store is constantly forced 
to reorder equipment. 


Opportunity 
At the Door! 


Turn to pages 81 to 84. Read 
the announcement of a new series 
of articles about to start in Harp- 
WARE AGE, which will, if fol- 
lowed, mean more to you than 
anything that has been presented 
to the hardware trade in years. 
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TOOLS DESIGNED BY EXPERT MECHANICS: 
FOR THE USE OF EXPERT MECHANICS 


sis 





























The FINEST HAND TOOLS 


that manufacturing skill and 
experience can produce. . 


Here are tools you can proudly sell to your most exacting 
class of trade. First items in a new outstanding Peck, 
Stow & Wilcox Line, the ME-KAN-IK Bit Brace and Ex- 
pansive Bit shown here are typical examples of the superb 
design, quality and finish which, we believe, will make 
this the toe high grade tool trademark of America. 

No detail has been missed in making ME-KAN-IK Tools 
the kind of merchandise that the professional craftsman 
(and, of course, every man who appreciates really fine 
tools) will be proud to own. Note the specifications given 
below. They are typical of the care and practical knowledge 
of fine tool making that we have put into every item of the line. 


ASK YOUR JOBBER 



































THE PECK, STOW & WILCOX COMPANY 
Established 1819 
Connecticut 








Southington 

















Tan, WESIX gives 


you even MG profit! 


...and the greatest 


advertising campaign 
in WESIX history 


There's more money in Wesix this fall be- 
cause we have tacked on more profit for 
you. You'll sell more Wesix heaters be- 
cause we are going to give you the greatest 
advertising campaign ever put behind a 
portable electric heater! Seven select 
national magazines . . . radio . . . and news- 
papers will tell the Wesix story to millions. 
And what a story! Wesix is the only half- 
round, light aluminum heater that both 
radiates and circulates heat . . . quicker 
heat, safer heat, more economical heat. And 
Wesix is GUARANTEED 5 YEARS, ap- 
proved by Good Housekeeping Institute, 
the Board of Fire Underwriters and the 
Electrical Testing Laboratories. No other 
portable electric heater offers so much to 
both purchaser and dealer. Cash in on 
Wesix popularity. Send today for complete 
details of this powerful, profit-building 
campaign. 


SPECIAL! extra 


discount with early orders 


We're booking now for fall delivery and 
allowing you a substantial discount on your 
early orders. You can anticipate your 
Wesix requirements for next fall and boost 
your handsome profit margin even higher 
by taking advantage of the spring discount. 
Decide now to give your customers an elec- 
tric heater that assures quick, safe heat and 
guarantees satisfaction. Remember this, 
too, you make more profit on the sale of 
ONE Wesix electric heater than you do on 
TEN of some small type heaters. Act now 
and add on this special spring discount. 


Gleey cashed in! 


These outstanding retailers 
gc? in on WESIX profit in 1936 


Marshall Field & Co. . Chicago 
The J. L. Hudson Co. . Detroit 
Davison-Paxon Co. . Atlanta 
Alabama Power Co. 

Georgia Power Co. 
Commonwealth Edison 
Peer oe Chicago 
Central Maine Power Co. 
Clark & Mills Electric 
a Ae Boston 
Philadelphia Electric Co. 
Kaufmann Dept. Store 
é #. &.@ o8: rk eee 
John Wanamaker, Philadelphia 
Ernst Hardware Co. . Seattle 
The May Co. .. . Los Angeles 
Famous-Barr Co. . . . St. Louis 
Texas Power & Light Co. 
New Orleans Public Service Inc. 
Mississippi Power & Light Co. 
Virginia Electric & Power Co. 
Meier & Frank Co. . Portland, 





Tampa Electric Co. 
Edison Electric Illuminating 
Coa We... ww eee 


and thousands of others 











SEND TODAY 
for this sales building 
plan book 


Write today for this complete poe for selling 
more electric heaters next fall. This 16-page 
book tells how leading 

utilities and retailers 4 
have made Wesix work 
wonders for them. En- 
tire advertising and 
——s rogram 
outlined a ree mat 
service, literature, win- 
dow displays etc., listed 
for easy ordering. In 
writing for sales plan 


ook please 
NAME YOUR JOBBER 








we AKO 2 
smi ee 


%¢ 








WRITE DIRECT TO 


Vi ee 

WESIX (7 HEATER 
COMPANY 

Dept. 175, Wesix Building @ San Francisco, California 
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Canton, N. Y., 
Merchants 
Co-operate 


(Continued from page 89) 


work for those sponsoring the 
venture, but the results justified 
the efforts. It brought the mer- 
chants into closer harmonious re- 
lationship and demonstrated con- 
vincingly that it is not necessary 
to pay some outside promoter to 
stage a campaign of this kind. 

During the three-day sales pe- 
riod we sought and obtained the 
cooperation of three factory men 
to demonstrate their products. 
Thus we had an oil stove demon- 
stration, a paint demonstration 
and a display of guns and am- 
munition all at the same time. We 
received a vast amount of direct- 
ly visible advertising benefits from 
this tie-up. Visitors came from 
miles around, and many came 
from territory that we do not 
ordinarily look to for business. 
Se we consider our twenty-five 
dollars well invested for this rea- 
son alone. 

You, too, can sponsor, in your 
own home town, a campaign 
which will make the public sit 
up and take notice. Why not try 
some special stunt to put your 
town in the limelight? The cam- 
paign would not necessarily have 
to be along the same lines as ours. 
Start today and draw your own 
community into closer harmony, 
with all working to attract more 
trade to your town. It pays to 
be on your toes these days. 


Ideas Count, If— 


No matter how great the idea pre- 
sented to you. it is worthless unless 
you put it into action. It can be a 
great boon to you if you will take 
the first step in the right direction. 
Join the army of success today, de- 
claring yourself as one determined 
to use every worth while idea pre- 
sented to you. Remember, the differ- 
ence between success and failure 
may well be a matter of taking that 
first step. Harpwarr AGE offers, on 
pages 81 to 84 the first step in a 
course of training that may change 
your entire outlook to one of suc- 
cessful, profitable service to the 
hardware business and yourself. 


HARDWARE AGE 
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“SitDown’ in Jail 


~ (Continued from page 108) 


dent of the Smith Manufacturing 
Company drew a salary of $10,- 
000.00, even if he was given a 
bonus of $90,000.00 worth of stock 
out of the treasury. Another ad- 
vantage of such a plan is that it 
would be actualy a protection to 
these highly paid executives. In- 
stead of investing and probably 
losing their money in some other 
corporation’s stock, they would 
build up a stock holding in their 
own corporation and therefore it 
would only be logical as they be- 
came large stockholders, to devote 
more time and attention to their 
own business. 

It might be argued that such a 
plan would in a sense water the 
stock of the other stockholders, 
but on the other hand, with all 
that cash that is not paid out in 
salaries being left in the business, 
most of it would probably go into 
the cash surplus of the corporation. 
And as the cash surplus is now 
being taxed by the government, 
in order to hold this surplus down 
the corporation would declare 


higher dividends. 


* * * 


Some time ago in one of my 
articles I wrote that labor was 
being coddled to such an extent, 
especially by the Federal govern- 
ment, that we would soon be in a 
revolution. In the past year we 
have seen clearly all the signs of 
an approaching revolution. Now 
no doubt you have seen in the ad- 
vertisement of the Chrysler Cor- 
poration what has been done to 
them by the sitdown strikers. In 
this advertisement the President 
of that corporation stated flatly 
that it is not a strike but a revo- 
lution, and as a revolution the 
situation is not only the business 
of the Chrysler Corporation but 
also the business of every other 
patriotic law-abiding citizen of the 
United States. 

Just stop and think what has 
been done. Not only the Chrysler 
factories occupied by the strikers, 
but their offices, files and records 
taken over, no official of the com- 
pany being allowed access to their 
files or records of any kind, and 
even trucks carrying mail to the 
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FIRST . . . In Quality 
FIRST . . . In Styling 
FIRST... In Value 
Here's a presentation that really 


suggests the outstanding quality 


of the product. A smart means 





for increasing dollar volume. 





NO SEAMS 
NO RIVETS 
MADE FROM 
A SOLID BAR 
OF BRONZE 


“The Guardsman is a 
top-flight Corbin-Preci- 
sion pin tumbler mech- 
anism with hatdened steel 
shackle—Beautiful two-tone fin- 
ish — Brightly polished and 
MADE BY CORBIN buffed sides and satin panels — 


PADLOCKS 
CABINET LOCKS 
TRUNK & SUITCASE LOCKS 
MISCELLANEOUS HARDWARE 
HOUSE & APARTMENT LETTER BOXES 
KEYS & KEY BLANKS 
POST OFFICE EQUIPMENT 


individually wrapped in cello- 
phane with two nickel-silver keys. 
Six padlocks in each attractive 


display merchandiser. 


Order from your jobber — or direct from 


newyork CORBIN CABINET LOCK CO. consi tock co 


CHICAGO OF CANADA, LTO 


THE AMERICAN HARDWARE CORP., Successor 
BELLEVILLE, ONT 


NEW BRITAIN CONNECTICUT 
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SURE I'LL 
RECOMMEND DAZEY 
CHURNS TO MY FRIENDS 
— THATS HOW! 

GOT MINE! 


ls No 
Accident 


— of it—practically 90 per cent of all family 
churns sold today by dealers are DAZEY 
CHURNS! Such amazing dominance doesn’t just 
happen. The most powerful and most compre- 
hensive of advertising or selling campaigns cannot 
force acceptance so nearly universal. Such ex- 
traordinary leadership in sales is possible only 
when equally outstanding leadership in quality has 
been steadfastly maintained for many, many years. 
That and that alone is the basic reason for the 
overwhelming predominance of 
DAZEY CHURNS — reason 
enough, too, why no dealer 


















Through 


JOBBERS who sells churns can afford 
AND ; to be without a complete line 

re of DAZEYS. And don’t for- 
DEALERS get that the extension of 


power lines into rural com- 


ORDER FROM YOUR munities has created a wonder- 


age fe E ful opportunity for DAZEY 

gg A B < ELECTRIC CHURNS, both 

for new users and for replace- 

2 Quarts to 10 Gallons Capacity. ments. 
Hand or Electric Operation. 


DAZEY CHURN & MFG. CO. 


4301 Warne Avenue St. Louis Missouri 


Outstanding Grinder Values 
_.-IN EVERY PRICE CLASS 


® Meet and beat any competition with 
the complete Luther Line of nationally 
famous grinders. The “Master”, illus- 
trated here is the pace-setter. Experts 
are attracted by its outstanding me- 
chanical excellence and precision oper- 
ation. Amateurs praise its ingenious 
attachments (exclusive Luther fea- 
tures) that make ¢ven intricate grinding 
jobs safe and easy for the inexperi- 
enced workman. Attractively priced to 
assure fast turnover and long profits. 
Order from your jobber. Write us for 














The oo ae pes a a of 
bs ” uther's time-tested trade-builders. 
MASTER LUTHER GRINDER & TOOL CO. 
Line Milwaukee, Wisconsin 
brings you 4 
trade- winning 


EXCLUSIVE FEATURES 


wlher 





TOOL and SICKLE GRINDERS 
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factory being stopped and turned 
back. As a result the Chrysler 
Corporation has been compelled 
to open offices in another part of 
the city, and they are attempting 
to carry, on their business without 
any files or previous records. 

Such a situation as this it seems 
to me must stir up the blood of 
any true American. As I think of 
the situation, I wonder what the 
spirits of Grover Cleveland and 
Theodore Roosevelt think if they 
see what is now happening in this 
country. You can’t combat sit- 
down strikes with radio talks! 

The courts have decided that sit- 
down strikes are illegal. They are 
illegal because naturally it is 
against the law for anyone to take 
forcible possession of another per- 
son’s property and hold that prop- 
erty, or for any person by force 
to deny the owner of property the 
use of his property. It therefore 
seems to me that for any group of 
men or organization to plan to 
take possession of another’s prop- 
erty is a conspiracy, and all of 
those taking part in such plans are 
guilty of conspiracy. If my rea- 
soning is legal and correct, and | 
am sure it is, then all of the offi- 
cials of the C.I.0. who have aided 
and abetted and planned these sit- 
down strikes are guilty of con- 
spiracy. 

Most of these sitdown strikers, 
judging from their photographs, 
are just enjoying a fine lark and 
a lot of fun. No doubt many of 
them are ignorant, and do not 
realize just what they are doing. 
It is easily understood therefore, 
that anyone in authority would 
hesitate to give orders to eject 
them by force, when it is realized 
such orders might result in blood- 
shed. What I cannot understand, 
however, is why the state authori- 
ties, with the facts as we know 
them, cannot arrest and hold in 
prison Lewis, Martin and the other 
leaders as conspirators. If these 
leaders had to sit down behind 
prison bars until the strikers va- 
cated the factories, the chances are 
that the sitdown strikes would not 
last very long. 

There is another thing that 
could be done, it seems to me, 
without the fear of bloodshed. 
The C.1.0. must have cash funds 


somewhere. They are collecting 
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dues from the workmen right 
along. They must be paying their 
organizers and officials. If they are 
engaged in a conspiracy as out- 
lined above, then why shouldn’t 
their bank accounts be impounded 
by the state government. 

If the authorities of the state 
government fail to do these things 
then haven’t the citizens of the 
country the right to call on the 
Federal government to put an end 
to such conspiracies? 


The business men of the country 
in the past few years have heard 
a good deal from the Federal 
Trade Commission about conspira- 
cies against the Clayton law. Such 
conspiracies subject the offender 
not only to heavy fines but to 
prison terms. If there is a dis- 
position on the part of the gov- 
ernment to stop these sitdown 
strikes, I am sure a study of the 
law governing conspirators is 
worthy of study at this time. 


80-Year Old Lock 


HIS mortise lock is estimated 
to be from 80 to 85 years old. 
It was made in the vicinity of Leb- 
anon, Pa., entirely by hand and of 
brass. So skilled was the workman- 
ship that today the lock remains: in 





perfect condition and the springs 
have maintained their elasticity. A 
slight turn of the key will smoothly 
and easily motivate the side bolts 
and latch. The lock is part of a 
collection owned by George D. 
Krause, president, Krause Hard- 
ware Co., wholesale, Lebanon. Mr. 
Krause, who is a member of the 
HarpwareE AcE Fifty Year Club, is 
also treasurer of the Pennsylvania 
Wholesale Hardware & Supply As- 


sociation. 
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It’s uncanny, the way this bright 


D 0 LL AR 5 colored basket catches the eye, then 
catches the nickels and turns them into 


dollars—of extra profit for you. These magic display baskets hold 5 dozen 
of the well known No. 300 Pocket Screw Drivers, assorted equally in 114 and 
214 inch blade lengths. You get this fixture FREE with each order for such 
an assortment. Millions of these screw drivers have been sold in pairs on a 
card at tencents. Now, as a nickel item, they go like hot cakes. 

Best of all, many of these nickel sales will lead to dollar sales if you’ll 
just spot a few of the best quality Millers Falls and Goodell-Pratt screw 
drivers around this display on your counter—two or three of the fine new 
automatics, a heavy duty ratchet, an assortment of the better plain screw 
drivers. 

All signs point to the biggest season in years. It will pay you to com- 
plete your lines of Millers Falls and Goodell-Pratt tools or to add these 
famous tools to your stock. Send postcard today for 
catalog 41. It describes hundreds of profitable items. 
It’s FREE for the asking. 








MILLERS FALLS 
TOOLS 
GOODELL 
PRATT 


MILLERS FALLS CO., Greenfield, Mass. 
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Merchants’ State Tax Burden Con- 
sistently Heavier Than Salaried 
Workers Making Equivalent 
Incomes 


This is Shown in Illinois and New York Surveys Sponsored 
ee by Twentieth Century Fund 


on merchants than on salaried work- 
ers even where business taxes are 
entirely shifted to the consumer. 
When business taxes are only partly 


YPICAL tax systems now €x- 
"Pvsing in the United States im- 
pore, for $5,000 incomes, “con- 
sistently heavier” total tax burdens 
























“BEFORE | GOT MY 
WRIST ACTION AERoMmoP 
1 HAD TO DO MY STAIRS 
BY HAND” 





Sheer enthusiasm—one woman telling 
another—has made the new “‘Wrist-Action” 
AERoMOP a “clean-up” for dealers. 
Women can’t help talking 
about the amazing New Mop 
that “steers with a 
L i VE twist of the wrist.” 










WATCH ee MOP wove I 
0 
ITH the wrist’ 


Cleaning 





piathrwecesie teed te Ne 


compare with this ey me _ 
invention. The “Wrist-Action’ | tender POSITION-¥ 
swings to any angle with . twist of Mop wrist —cleans big sur- Heod Mop rt ing homb 
faces ina j jiffy—y: et instantly adjusts to narrow widths or steers > md | 
the tapered oe yom en car where the ordinary mop Ba 


won’t reach. The rigid metal frame can be folded to remove 
the mop for washing or replacement. A Ten Second Demon- 
stration makes sales like magic. 


Now you see why the ‘ “Wrist. -Action” AERoMOP really SELLS! 
Your customers are going to buy “‘Wrist-Action’”” MOPS from someone 


and it might as well be you. Since your profit is good, why not phone 
your jobber for a supply? - . . . 


WRIST - ACTION 
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shifted, “the difference in the bur- 
dens of these two classes of $5,000 
income | families becomes  -very 
great.” This is the finding reported 
by Dr. Mabel Newcomer of Vassar 
College, Associate Research Director 
of the Twentieth Century Fund’s 
staff of tax specialists, as the result 
of a comprehensive study of the 
total tax burdens borne by citizens 
of New York and Illinois. These 
states were chosen to illustrate the 
results of two very different tax sys- 
tems, cne relying on income taxes 
and the other leaning heavily on the 
sales tax. 


Tax Burdens 


Comparatively analyzing the cases 
of merchants and salaried workers 
in the two states, under each of five 
different sets of basic assumptions, 
Dr. Newcomer shows that merchants 
in New York have tax burdens of 
from $103 to $378 more than sal- 
aried workers earning the same in- 
come of $5,000 annually. In Illinois 
the variations are startlingly wider 
according to the assumptions which 
are made regarding the shifting of 
the business taxes. In two cases the 
merchant’s tax. burden exceeds 50 
per cent of the income which he 
would have received if the taxes had 
not existed. The highest for any 
salaried worker in IIlinois is 20.5 
per cent. 


Recommendations 
Forthcoming 


The calculations made by the 
Vassar economist were part of a 
comprehensive two-year study the 
results of which will be published 
in their entirety at the end of the 
month. The research report will be 
accompanied by specific recommen- 
dations for improvements in the cur- 
rent tax system, formulated by a 
special committee under the chair- 
manship of Thomas I. Parkinson, 
President of the Equitable Life As- 
surance Society. 

Edward A. Filene, of Boston is 
the founder and President of the 
Twentieth Century Fund which ap- 
pointed the committee and appro- 
priated the funds for the entire in- 
vestigation. The other trustees are: 
A. A. Berle, Jr., Bruce Bliven, 
Henry S. Dennison, John H. Fahey, 
Oswald W. Knauth, Morris E. 
Leeds, James G. McDonald and Ros- 
coe Pound. The Director is Evans 


Clark. 
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“NRA Type’ Bills 
in Congress 


by all of the bills in Con- 

gress designed to accomplish 
purposes of the invalidated NRA, 
the American Retail Federation 
pointed out in a bulletin analyzing 
the measures. Bills prescribing the 
new methods for controlling busi- 
ness fall into four broad groups: 

a. General regulation of industry, 
including labor conditions. 

b. General regulation of labor 
conditions only. 

c. General regulation of 
practices only. 

d. “Little NRA” bills for specific 
industries. 

The O’Mahoney bill (S. 10) and 
the companion Mead bill (H.R. 
1999) propose the federal licensing 
of corporations engaged in inter- 
state commerce. The granting of a 
license is made contingent upon the 
maintenance of specified labor con- 
ditions and trade and corporate 
practices. The licenses would be 
granted by the Federal Trade Com- 
mission, enlarged from five to nine 
members with employer, employee, 
and consumer representation. 

Legalization of voluntary codes 
with strict enforcement by the fed- 
eral government is proposed in a 
bill introduced by Representative 
Lamneck (H.R. 2897). This bill 
authorizes Federal Trade Commis- 
sion approval of a code proposed by 
the representatives of 40 per cent 
of the industry, measured by the 
volume of production during the 
preceding calendar year. Such codes, 
without regard to the anti-trust 
laws, may provide for: 

a. Elimination of unfair methods 
of competition. 

b. Prohibition of child 
(under 18 years of age). 

c. Fixing of minimum wages and 
maximum hours. 

Agreement by the remaining 60 
per cent of the industry is required 
to make the codes binding. Non- 
code members may voluntarily agree 
to be bound by the code, withdrawal 
thereafter being forbidden. Code 
violators would be subject to one 
year of imprisonment, or a fine of 
$5,000, or both. 

Similar in many respects to the 
O’Mahoney-Mead bills, but restrict- 
ing its scope to the regulation of 
labor conditions, the Connery bill 
(H.R. 2881) sets up another federal 
licensing system. This bill makes 
it unlawful for two years to engage 


PEx is vitally affected 


trade 


labor 
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PROFIT 
MAKERS 
for SPRING 


RED DEVIL WOOD SCRAPERS 


You'll scrape “p more sales with these two-blade, 
double service Red Devil Wood Scrapers. 

very useful to painters and wood workers—live sellers 
to e trade. Cost little, sell big. Unique display 
has a light reflecting top that arouses curiosity and 
makes customers look scrapers over. 

Extra blades are a profitable item. They retail as 
follows: 21/2” blades Nos. 5 and 8, 25¢ pr. 1'/2 
Vy blades for No. 4, 122¢ or 13¢ pr. 

















RED DEVIL 
SANDPAPER 
HOLDERS 


Every mechanic and 
home worker wants 
one at the price. All 
metal, with correctly 
shaped sanding sur- 
face that makes - 

last longer. = 

‘a 


foger control. kes 

Red —_ Handy — 

'a- 

LANDON P. SMITH, Inc. Send cod Emery Do 
IRVINGTON, N. J., U. S. A. standard s ° 


Write for NEW CATALOG—Just Out 









LASS CUTTERS - GLAZIERS’ POINTS - GLASS PLIER 


STEARNS 
Startling— 





NEW 
1937 
MODELS 


PO WER 
Lawn Mowers 


in Newness 


Sensational— 







Exceptional — 
in Sales Appeal $7 250 
RETAIL 
(18”" cut) 


An unusual line of simple, dependable products 
— without tricky, complicated mechanism. 
All models equipped with Briggs & Stratton 
engines. Pneumatic tires at slight extra cost. 
Advertised in leading home 
magazines. 


Liberal dealer 


Ask your jobber or write us. 


E. C. STEARNS 
& co. F h del + 


Syracuse, N. Y. cut. Prices $89.50 to $235.00. 


discounts. 
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BRING \\ 
’Em Back To Buy! 


with 


and Gun Oil 


Larger spaces in the leading 
Hunting, Fishing and Outdoors 
} Magazines are creating a de- 

mand for Fiendoil, the patented 
Rust and Corrosion inhibitor. Sell 
them complete protection in one 


can. Cleans and provides per- 
fect protection for firearms and 
fishing tackle. 


Double-Barreled Protection 
Double-Barreled Safety 


Lubricates and cleans with one 
application. No ramrodding 
necessary. Does not dry on metal. 


Retail Price 
Dealer Price. .$3.20 doz. 


Ask Your Jobber’s Salesman 
The 


McCambridge & 
McCambridge Co. 


12 L Street, S.E. Washington, D. C. 








directly or indirectly in interstate 
commerce without a federal license. 
The law would be administered by 
a Federal Licensing Commission, 
composed of the Secretary of Labor 
and two other persons appointed by 
the President. 

Thirty-hour week bills, introduced 
by Senator Black and Representa- 
tive Connery in past sessions of 
Congress, have been re-introduced 
this session (S. 175 and H.R. 1606). 
Both bills provide for a national 
5-day week, 6-hour day for em- 
ployees by forbidding interstate or 
foreign shipment of commodities 
produced under longer work weeks. 
The new Black bill adds a provision 
prohibiting the sale, shipment, 
transportation, or delivery of the 
products of factories not complying 
with the work limits into any state 
which forbids employment for more 
than 30 hours per week. 

A new method of enforcing mini- 
mum wages through industry and 


trade appears in the McFarlane bill 


(H.R. 4100). This bill provides for 
an excise tax on employers on all 
wages of less than 50 cents per 
hour. The tax ranges from 12 per 
cent on wages of 45 cents to 66 2/3 
per cent on wages between 30 and 
35 cents per hour. On wages of less 
than 30 cents an hour, the amount 
of the tax for each hour of employ- 
ment is to be equal to the amount 
by which 50 cents exceeds the 
amount paid per hour. Employers 
of less than five employees are 
exempt. 

The Nye bill (S. 363) amends the 
anti-trust laws to provide greater 
latitude for trade practice agree- 
ments. Another trade practice bill, 
introduced jointly by Senators Nye 
and King (S. 414) would broaden 
the scope of trade practice con- 
ferences. The Lea bill (H.R. 3142) 
and the Barkley bill (S. 


would increase the powers of the 





1077) | 


Federal Trade Commission to pro- | 
hibit unfair or deceptive acts or | 


practices and limit the time for ap- 
peals to 60 days. 
Similar in method to the O’Ma- 


honey, Mead, and Connery licensing | 


bills, Senator Borah has a bill 
(S. 721) which would limit the 
scope of the licenses to corporate 
practices. 


In addition to these bills propos- | 


ing federal controls over trade and 
industry in general, two bills are 
pending in Congress for the control 
of specific industries. They are the 
Ellenbogen bill (H.R. 238) for con- 
trol of the textile industry, and 
Guffey bill (S. 1) and Vinson bill 
(H.R. 4985) for control of the 


bituminous coal industry. 





TOOLS THAT 


GIVE 
BETTER SERVICE 


BRING 
BETTER PROFITS 





Goop 
mechanics 
know that they 
save time and 
money by using 
good tools. And 
good mechan- 
ics are your best 
customers. UTICA tools are 
designed for lasting service 
and efficient workmanship. 
.. UTICA offers the widest 
range of pliers in the world 
—and better profits for you. 
o 


UTICA Long Chain Needle 
Nose Side Cutting Plier 
No. 655 


Retails at 
5\4 in. $1.55; 6 in. $1.75; 
7 in. $1.90 


UTICA 


DROP FORGE & TOOL 


CORPORATION 
UTICA > NEW YORK 
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These Vichek Tools are of 
modern design. They sell 
readily and in attractive 
volume. 


Dealers use them in win- 
dow and store displays. 
They know that experi- 
enced mechanics are quick 
to recognize Vichek qual- 











ity—that these tools well 
displayed are more than 
half sold. 


Vichek tools are priced to 
meet competition—to sell 
in volume—to yield an at- 
tractive margin of profit. 
There’s money to be made 
in the Vichek line. 





TOOL COMPANY 


CLEVELAND, OHIO 





APRIL 8, 1937 








Chain Store Tax 
Laws Spread 


laws would be increased to 

more than 30 in number if all 
proposals before the legislative 
bodies were enacted, the American 
Retail Federation stated in a recent 
summary of pending bills. At the 
end of last year, 20 states had chain 
store tax laws in effect. 

In South Dakota where the tax 
was invalidated last fall on a legal 
technicality, the legislature had re- 
enacted a law imposing a tax rang- 
ing from $1 to $250 for more than 
40 stores. In California where the 
tax was defeated by referendum last 
November, a bill (A. 2778) is now 
pending which imposes a tax rang- 
ing from $1 to $500 for each store 
over 10, the same rates of the de- 
feated law. Another pending bill 
(A. 2779) would limit the number 
of stores under one management to 
11 in the state of California. 

The North Dakota legislature has 
postponed indefinitely, H. 51 im- 
posing a tax ranging from $20 to 
$250 for more than 25 stores, and 
S. 13 placing a tax ranging from 
$2 to $100 for each store over 20. 
Similar action was taken in Nevada 
on H. 152 fixing a rate of from $2 
to $509 each on more than 250 
stores. In Oregon, S. 307 imposing 
a tax rate ranging from $1 to $250 
for each store over 75, has been 
withdrawn, and in Massachusetts 
bills proposing taxes ranging from 
$10 to $300 for each store over 15 
and from $2 to $300 for each store 
over 24, were defeated. 

In Aikansas, one chain tax bill 
was defeated after being amended, 
and three others were withdrawn, 
but there are still seven others pend- 
ing which impose per store rates 
from $500 to $750 on maximum lim- 
its ranging from 16 to 500 stores. 
Other states with chain store tax 
bills pending are as follows: 


G tev with chain store tax 


Arizona, S. 157, rate ranging $5 
to $500 for each store over 10. 


Connecticut, H. 576, rate of from 
$1 to $50 for each store over five; 
H. 895, S. 668, a license fee of $50 


per store. 


Georgia, H. 107, a rate ranging 
from $10 to $500 for each store over 
10. 


Illinois, S. 80, a tax ranging from 
$25 to $100 for each store over 40. 


Kansas, H. 591, a tax ranging 











LANTERNS 


for sure, steady profit 


IETZ LANTERNS in a hardware 

stock represent staple goods 
that assure steady, year-round 
income—goods that never have 
to sell at jittery or mark-down 
prices—goods that never inven- 
tory at a loss. 


The reason is that Dietz Lanterns 
are universally recognized as 
HIGHEST QUALITY—leaders in 
lighting power—unfailing in 
stormproof reliability—structur- 
ally dependable—fair priced. 


Moreover — Dietz Lanterns are 
sold through the Jobbing Trade 
exclusively—never to Chain 
Stores, Catalog Houses or Syn- 
dicate Buyers. 

Dietz Lanterns PROTECT HARD- 
WARE PROFITS—and most Deal- 
ers sell them. 


R.E.DIETZ COMPANY 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD. 
Founded 1840. 


Output Distributed Through the Jobbing Trade 
Exclusively. We Do Not Sell Chain Stores, 
Catalog Houses, or Syndicate Buyers. 
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the $10 seller that 





You can sell CLIPSHAVE with con- 
fidence because it is without question the 
greatest value in the market today. It 
has exclusive features such as the two- 
way shearing head with V-shaped notches, 
and a triple-impulse motor that is a mar- 
vel of swift, silent power. CLIPSHAV- 
ING is the modern way to shave—for 
smoother, cleaner, faster shaves. For 
neat, professional trimming of sideburns, 
beards and mustaches, CLIPSHAVE 
can’t be beat. Women like it, too, for re- 
moving superfluous hair easily and safely. 
CLIPSHAVE is clogproof, self-sharpen- 
ing, self-cleaning. Operates economically. 


’ There are real profits for you in CLIP- 
SHAVE —the ten-dollar seller with great 
potential volume and a good mark-up. 


CLIPSHAVE is doing its part to boost 
consumer demand with a powerful adver- 
tising campaign now appearing in such 
national magazines as The Saturday Eve- 
ning Post, Collier’s, Time, Liberty, Es- 
quire, Life, American, and many others. 


Purchase through your wholesaler or 
write for full information on discounts, 
display material, etc. to 


CLIPSHAVE, Inc. 


11 North Pearl Street 
Port Chester, New York 
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from $2 to $760 for each store over 
50. 

Missouri, H. 417 and S. 117, rate 
of from $25 to $200 for each store 


over 25. 


Ohio, H. 102, rate of from $5 to 
$250 for each store over 75. 


Oklahoma, H. 2, rate of from 
$5 to $1,000 for each store over 44. 


Pennsylvania, H. 74, rate ranging 
from $2 to $1,000 for each store 
over 500; H. 228, rate of from $1 
to $500 for each store over 500. 


Tennessee, H. 271 and S. 399, 
rates of from $2 to $250 for each 
store over 75. 


Utah, H. 172, rate of from $5 to 
$100 for each store over 25, and 
H. 186, rate of from $10 to $550 


for each store over 500. 


Washington, H. 340, rate of from 
$1 to $500 for each store over 20, 
and H. 374, rate of from $5 to $190 
for each store over 19. 


Get Standard Weight 
Bronze Screen Cloth 





16-Mesh must weight 15 pounds 
per 100 square feet to give best 
service, says Wire Screen Cloth 
Manufacturers Institute 





HE U. S. Government and 

Wire Screen Cloth Manufac- 

turers Institute’s figures for 
1936 revealed that about one-fifth 
of all bronze screen cloth produced 
(and sold) in this country last year 
was “lightweight” or “sub-normal.” 
The standard weight for 16-mesh 
bronze screening’ that can be sold 
with a definite promise of long ser- 
vice, is 15 pounds per 100 square 
feet says The American Brass Com- 
pany, manufacturers of bronze wire 
for screen cloth. Bronze wire for 
standard weight cloth measures 
.0113 in. in diameter. 

An experience of a hardware 
dealer in Englewood, New Jersey is 
cited as typical. This dealer had 
decided that, in order to reduce his 
inventory, he would sell bronze 
cloth only. The screen rolls in his 
basement were packed under a 
standard label. He didn’t open his 
stock until he was ready to use it 
when he discovered that at the end 
of the rolls was pasted a small 
sticker reading “sub-normal.” Up 
to this time he was not aware that 
the material he had bought was 
made of lightweight wire. 





The oil you sell 
by EAR! 
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Even equeaks on baby cabs... 


sell this 


special oil 


OZENS of annoying noises make 
customers eager to buy Gulf Pen- 
etrating Oil. 

It stops squeaks and cuts rust. It’s 
the best graphite oil sold in handy 
household cans! An unusual item that 
gives you an added source of profit. 
Mark-up is liberal. Two-ounce cans 
retail for 10c; half-pint cans retail 
for 25c. You can order as few as a 
dozen of either size. 

Advertised in Col- 
lier’s! For more facts, 
write Gulf Petroleum 4 
Specialties, Pitts- 
burgh, Penna. 


GULF &y 
PENETRATING OIL 


HARDWARE AGE 
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@ STANDARD GRADES 


From large stocks in all standard 
meshes—with heavy coating of high- 


est quality zinc. 


@ SPECIAL GRADES 


Plain steel, tinned wire, or galva- 
nized—wide variety of different 


meshes and gauges. 


@® GALVANIZED WIRE LATH CLOTH 
Various meshes and gauges. 


@ Made from WICKWIRE MILLS cop- 
per bearing open hearth steel with 
low sulphur content—a “depend- 


able” source for over 60 years. 


Ask Your Jobber for WICKWIRE BROTHERS 


WIRE 

WIRE CLOTH 
POULTRY NETTING 
HARDWARE CLOTH 
WIRE NAILS 


WICKWIRE 
BROTHER 
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“It has been completely demon- 


| strated by laboratory tests that sub- 


standard bronze screen cloth weigh- 
ing only 10 pounds or even 12 
pounds per 100 square feet cannot 
give the service the public expects 
of bronze,” says The American 
Brass Co., “while it will resist cor- 
rosion, it lacks the mechanical 
strength to withstand the physical 
abuse to which most screens are 
seasonaily subjected. 

“Standard weight bronze screen 
cloth, on the other hand, is made of 
strands heavy enough to give the 
service every purchaser expects 
when he buys Bronze. It lies flat, 
handles well and is easy to frame, 
and has the necessary tensile 
strength to last year after year. The 
life of standard weight bronze screen 
cloth is unlimited save, of course, 
when accidental breakage occurs.” 

For their own protection, dealers 
should make sure of the bronze 
screening they buy so that their cus- 
tomers will get the satisfactory ser- 
vice that they rightfully expect from 
Bronze. 


The Answer to 
ConsumerCoops 


(Continued from page 94) 


reading “Triple Cities Co-opera- 
tive Beauty Center.” You can let 
your imagination run wild on 
that. The lady might manicure 
your nails while you cut her hair 
—there are any number of possi- 
bilities! 

The United States ranks nine- 
teenth in the list of proportion of 
co-operatives to population, the 
only ones lower than the United 
States being Canada, Argentina 
and Spain. More than one-half 
of the co-operatives in this coun- 
try are in the North Central 
States where the Scandinavian ele- 
ment predominates. 

Co-operative buying increased 
in the United States one hundred 
per cent between 1933 and 1935. 

It is the feeling of competent 
observers that NRA restrictions 
on free competition and the AAA 
policy of creating a scarcity of 
foods, with the resultant higher 
price levels, were in a large mea- 
sure responsible for this enormous 
increase in co-operative buying 
during this period. It is also my 
personal belief that our Unem- 
ployment Insurance, our Old Age 

























































Known and used all over 
America--Everedy’s silent, 
positive action, econom- 
ical Door Closers. May be 
used inside or out on doors 
closing on left or right side 
of frame. Thumb screw 
closing speed adjustment 
--automatic stop for hold- 
ing door ajar. Everedy's 
“Double-jointed” feature 
makes perfect installation 
simple and easy. Lac- 
quered brass cylinder and 
cadmium plated brackets 
make them attractive and 
rust proof. Individually 
packed in display cartons. 
Your big season just 
ahead. Order frum your 
jobber or write direct for 
details. 

























Everedy Screen Door Grilles 


Prevent screen bulge and 
puncture — double the ° 
life of any screen door 
and greatly im- 
prove its appear- 
ance. Hand wov- 
en of rustproofed 
steel heavily coat- 
ed with beautiful 
brass lacquer. 


Turnbuckle Brace 
Eliminate screen 





door sag and 
insure perfect fit 
with the frame. 
“Clawed End 










Grips" keep 
screws from 
pulling out. 
Cadmium plat- 
ed rods — brass 
turnbuckle — 
rustproof. 









































FREE--Demonstration Mount free 
with your initial stock order. 


‘The EVEREDY C< 


G Kast Street . Frederick . Maryland 
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Creators of 
Calking Compound 
in Cartridges 


This Gun 


With 3 Nozzles and HIS new type, high 

. pressure Cartridge 

4 Filled Cartridges Calking < : a (patent 

applied for) is a grea 

ee —" time and material 

pong, saver. Peccra Calking 

$ 40 Compound is specially 

° packed for this gun in 

=— non-refillable metal 

cartridge of approxi- 

Write for your mately one quart ca- 
Outft today pacity. 


Don’t Overlook 
Calking as a 
Profit Builder 


AINT or repair 
jobs and calking 
jobs go hand in hand. FF 
Stock and sell Pecora Ff 
Calking Compound, f 
the time-tested calk- 
ing material that is 
specified by leading 
architects and used by reputable build- 
& ers. Muney cannot 
buy a more reliable 
material. Now also 
packed in cartridges 
for use with Pecora 
+ Cartridge Gun illus- 
) witn [a 2s trated above. Makes 
PECORA calking easier and 
more profitable than ever. Don’t take 
chances with an in- 
ferior product. Push 
Pecora and avoid 
complaints, for prop- 
erly applied it will 
not dry out, crack or 
chip. 














Write for Folder and Prices 
Pecora Paint Company, Ine. 
Lawrence & Venango Sts., Phila., Pa. 

Established 1862 by Smith Bowen 
Member of Producers’ Council, Inc. 


PECORA SASH PUTTIES AND 
PECORA PERFECT PATCHING 
PLASTER 











Pension plan, the Robinson-Pat- 
man Bill and any other legislative 
acts which tend to raise prices of 
commodities, without raising the 
means of purchasing those com- 
modities, will prove a further 
stimulant to the co-operatives. 

Rexford D. Tugwell, in the 
February, 1937, issue of “Current 
History,” says: “Nevertheless, de- 
spite handicaps, the consumer 
cooperative movement is growing. 
This movement is being stimulated 
to a large extent by the very 
forces that are opposed to it in 
principle. If legislatures persist 
in suppressing chain stores and 
Congress sticks to the theory of 
the Robinson-Patman Act, the re- 
sult is apt to be a great growth 
of consumer co-operatives rather 
than, as intended, a renaissance 
of independent retail merchandis- 
ing.” 

However, there are many other 
elements in our country which 
have had perhaps a more marked 
influence on the growth of the 
consumer co-operatives than the 
legislative acts just mentioned. I 
am referring to the following in- 
fluences: 

1. The Church 

2. Government policy 

3. Socialistic influences. 

Verner Dobson, in an address 
before the Wisconsin Lumber- 
men’s Association a year ago, 
said: “You can attempt to cloak 
this movement with the mantle 
of the Church, you can misrepre- 
sent it as true Christianity, you 
can prate all you want to about 
the more abundant life, but un- 
derneath all this ballyhoo is the 
definite fact that the very essence 
of the Consumers’ Co-operative 
Movement is the abolishment of 
the profit system and the elimi- 
nation of the established retail 
dealer.” 

Many of our church leaders 
seem to have adopted the co-oper- 
ative movement, calling it their 
own, and would have us believe 
that it was divinely conceived and 
divinely guided. Ten cents and 
a letter to the Federal Council of 
Churches, 105 East 22nd Street, 
New York City, will bring you, 
as it did to me, a “Primer for 
Consumers” by Benson Y. Landis, 
a booklet full of helpful sugges- 











It Will Pay To Push 
Garden Tools NOW! 


Best demand in years .. . that’s 
what dealers everywhere are re- 
porting. Mounting prices of 
canned vegetables, higher living 
costs .. . both are contributing to 
force more home gardening than 
for many, many years. And that 
opens up a wide opportunity for 
the alert hardware merchant to 
cash in on sales of NORCROSS 
gardening equipment. 


For nearly half a century the 
NORCROSS trade-mark has 
stood for the utmost in quality, 
design, workmanship and finish. 
And the BUSHNELL lower- 
priced line enables the Indepen- 
dent Hardware Dealer to meet 
low-price competition with su- 
perior quality equipment. 


Write us for catalog and the name of 

your nearest wholesaler selling the 
NORCROSS and BUSHNELL brands. 
And remember—they’re sold only by 
“Independents”. 


C.S. NORCROSS & SONS 
Bushnell Illinois 






Members American Institute 
of Fair Competition 


Quality Garden Tool 
Since 1891 


HARDWARE AGE 
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MANUFACTURE ALUMINUM 
POWDER, PASTE AND LIQUID 


ALSO 
IRON ENAMEL 


KLEEN-A-BRUSH 


WOOD Fix 


OIL COLORS 


KLEEN-A-PAINT 











CRACK FILLER 


xxx FLOOR CLEANER 


Order from your Jobber Now 
Jobbers—Write for Discounts! 


SHEFFIELD 


BRONZE POWDER & STENCIL CO., INC. 


The Specialty. House of Top Values 


3000 Woodhill Rd Cleveland, Ohio 
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tions for consumer co-operatives. 

In a Protestant Seminar held at 
Indianapolis a year ago at the 
time of the visit to this country 
of Dr. Kagawa, the noted Japa- 
nese religious and co-operative 
leader, a motion was adopted, a 
part of which read: “We are 
convinced that the co-operative 
movement is one of the major 
techniques in making possible the 
Kingdom of God on Earth.” 

I have in my portfolio excerpts 
from an address by Francis J. 
McConnell, a Bishop of the 
Methodist Church, in which he 
advocates society taking over the 
profits of private enterprise, for- 
getting that profits paid his sal- 
ary, built the churches and 
cathedrals and supported the vast 
charities of the Church. Bishop 
McConnell should visit Russia, 
which is 77 per cent co-operative, 
and see the condition of the 
Church in that country. 

I have no knowledge that Jew- 
ish Rabbis are active in this move- 
ment, possibly because the Jewish 
race is a race of merchants, but 
certain sectors of the great Roman 
Catholic Church have succumbed 
to it. 

Father Edgar Schmiedler, Di- 
rector of the Catholic Rural Life 
Bureau, in a pamphlet prepared 
for the Co-operative League, says: 
“The one note, however, that 
might be emphasized is that Cath- 
olics should show greater activity 
in the promotion of practical co- 
operative projects.” 

Now let us look at the record 
of our government on this move- 
ment. 

We, as hardware merchants, be- 
lieve in our enterprise and ac- 
cordingly do not object to co- 
operation as such, but we do 
object to having the monies we 
pay the tax collector come back 
to our town in the form of sub- 
sidies of one sort or another, for 
our competitor across the street. 

Representative Scott of Cali- 
fornia introduced in the last Con- 
gress a bill known as the “Scott 
Consumer Credit Bill” authoriz- 
ing an appropriation of $75,000,- 
000 for a Control Bank to finance 
consumer co-operatives and $500,- 
000 to defray the expenses of a 
Consumers’ Advisory Council. 

Thirty-four states have laws on 
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EE how the ribbons 
blow outward? 
That’s the exclusive 
Victor Breeze-Spreader 
action diffusing instead 
of concentrating the air 
stream. That’s why there 
are no drafts or blasts to 
cause disagreeable sum- 
mer colds. Instead, uni- 
form air circulation, satis- 
fying heat relief with 
safety. The famous Ribbon 
Test does the selling. Put 


ourself above competition 
y pushing this ‘‘different” 
fan line. 


ALL SIZES— ALL TYPES 


A Model for Every. 


Cooling Requirement 
From the 8” DeLuxe, for 


‘oom or small office, to 
the super-powerful 23" 
Tornado air circulator, 
Victors are truly * ‘The 
Finest Fans Ever Built.” 
In performance, exclusive 
mechanical and conven- 
ience features, and long, 
trouble-free service life, 
they outclass the field. 


ASK YOUR JOBBER 











28 INCH 
CEILING MODEL 





ALSO SHELF 
MODELS IN 
BOTH SIZES 
VICTOR TORNADO 


HIGH VELOCITY FANS 


Low cost, high efficiency, 
commercial cooling. One 
Tornado replaces scattered 
installations of small fans 


one 


“//\\~ 


OVERHEAD TYPE CUTS 
COOLING COSTS 























NEW CATALOG FREE! 


Don’t contract for fans until you get the 
Victor proposition. It’s different—more 
profitable—gives you a non- -competitive 
set-up that can’t be duplicated. Write 
for details and new catalog today. 


VICTOR ELECTRIC PRODUCTS, INC. 


721 Reading Road 


Cincinnati, Ohio 


MAKERS OF VICTOR VENTILATING FANS 
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Reporter: The boss told me to interview the 
best household oil on the market so... 
here | am. 


Gulfoil : O. K., shoot. 





Reporter: What the deuce is this Alchlor proc- 
ess they're linking up with your name? 

Gulfoil: That's easy! It's the special process 
that makes me the smoothest, non-gumming, 
longest-wearing oil of my type! 








Reporter: So that's why you're so good! Is it 
true that two million people call you “‘pal’’? 

Gulfoil: Yes sir! And I'm advertised in Collier's 
every month. Circulation, 2,535,047. So that 
means that plenty more people will hear 
about me and use me. 





Reporter: Whew! That's some going. But can 
they afford you? 

Gulfoil : Can they! Get a load of these prices. 
10c for a 2-0z. can. 15c for a 4-0z. can. And 
hardware men can order me in cartons of 
only one dozen cans. 





a w 

Hardware Man: (interrupting) Say, we could 
go places—you and me! Where can | get 
more dope about you? 

Gulfoil: Just drop a line to Gulf Petroleum 
Specialties, Pittsburgh, Pa. 

Reporter: Boy, what a story! The fellows that 

read Hardware Age will sure want to know 

about this! 


GULFOIL 





THE BETTER HOUSEHOLD LUBRICAR 
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their statute books permitting in- 
corporation of co-operatives un- 
der special charters, granting cer- 
tain tax exemptions and giving 
aid financially and in the form 
of technical advice. 

The State of Wisconsin has 
passed a law requiring instruction 
in co-operatives in the Public 
Schools and Colleges, and we 
learn from “Consumers’ Guide” 
that debates on consumer co- 
operatives are to be held in one 
hundred fifty mid-western colleges 
this winter. Who is promoting 
the debates is not disclosed. 

The Department of Commerce 
has available for free distribution 
any amount of material about co- 
operatives, telling how to organize 
and conduct these ventures. 

Governmental aid is given to 
farmers under the guise of their 
being producers’ co-operatives, 
which enables them to purchase 
and distribute the scores of items 
used in their farming operations, 
such as seeds, fertilizers, oil, gas- 
oline, building material, spraying 
materials, etc. 

We also have the Tennessee 
Valley Authority, the various re- 
settlement projects with their co- 
operative plans, as well as the 
commission sent to Sweden last 
year at Taxpayers’ expense, to 
study and report on the movement 
in that country. 

The Socialistic elements in our 
country, while not so articulate 
in advocating consumer co-opera- 
tives, are the hardest workers to 
bring about that result. Theirs 
is undercover work, using the 
movement as the first step in mak- 
ing over our methods of life to 
conform to what they would like 
to have us become, forgetting that 
private enterprise has made this 
country what it is—leading the 
world in accomplishments — in 
high standards of living for all 
the people—in its charity and 
love for peace. They forget that 
Socialism and Communism were 
a primitive form of society 
through which all groups have 
passed and cast aside in favor of 
our present individualistic and 
profit motive system which, while 
not perfect by any means, is still 
the system under which, as John 
Spargo has said, “The average 
man has the best chance.” 


Professor Broadus Mitchell, 




















DUTIN FRONT FOR1937 





Bigger values than ever— 
two quiet type fan lines im- 
proved mechanically and 
electrically. The “Cool 
Spat” line offers a new 
measure of quality at lower 
prices. You won't experi- 
ment, if you sell Signal 
Fans. They are known, 
tried, proven, and accepted 
—and backed by a_ well 
rated manufacturer. Com- 
plete information, prices, 
and discounts upon request. 
SicnaL Exectric Mrc. Co. 
MENOMINEE, MICHIGAN 
Offices in all principal cities 





MARSHALLTOWK 


TROWELS 


@ Your customers 
will appreciate the 
choice offered in this complete line 
of Brick Trowels. They know the 
name "MARSHALLTOWN” stands for 
quality, service and dependability. 
MARSHALLTOWN TROWEL 
COMPANY 


MARSHALLTOWN, IowA 


HARDWARE AGE 
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the brand 
Is very 
important! 


when ordering steel trap 
futures — insist upon 


BLAKE & LAMB 


the one nationally known 
brand sold to advantage 
thru the hardware trade. 


THE HAWKINS COMPANY 
South Britain, Conn. 

















The BEST | 


ZZ 


SLIPKNOT 
FRICTION 
TAPE 


PLYMOUTH RUBBER COMPANY. Inc 
CANTON, MASS 





Your Jobber Has It 


also 
SuipPKNoT CEMENT-ON 


RUBBER SOLES 
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Professor of Political Economy 
of Johns Hopkins University, said 
in a talk on “The Co-operative 
Movement,” which I heard in 
Binghamton two weeks ago: “Co- 
operatives are penny wise and 
pound foolish, looking for small 
savings in distribution rather than 
control of centralized production 
of all commodities for use only 
and not for profit.” 

We have one other influence 
which I consider minor as I am 
not convinced of its sincerity. I 
refer to the Consumer Distribu- 
tion Corporation, a plan for a 
League of Co-operative Depart- 
ment Stores, proposed by Edward 
A. Filene, the noted Boston mer- 
chant. This is an elaborate scheme 
for placing a co-operative depart- 
ment store in every city. I have 
with me a letter written to a 
resident of our city by the Secre- 
tary-Treasurer of this corporation 
stating that while they were not 
ready at the present time to pur- 
chase a building in Binghamton, 
they recognized our city as a fine 
area for the development of a 
store, but would wait until con- 
sumer interest had been aroused. 

Why is Mr. Filene, a merchant, 
interesting himself in such an en- 
terprise? This is revealed in 
reading their pamphlet in which 
they offer the services of their or- 
ganization in conducting research 
and buying, at a charge not stated. 
We may assume that the returns 
of the purchasing agency for a 
nation-wide string of department 
stores would be highly lucrative. 
Possibly this explains his interest! 

What are we going to do about 
it? 

Roger Babson writes: “We say 
and say earnestly that merchants 
who laugh off these consumer 
crusades are sitting on dynamite.” 

Our own organization is vigor- 
ously protesting the further use 
of our tax money in aiding and 
encouraging it. They have taken 
the stand that we should not be 
asked to furnish the bullets which 
are to be used to fire back at us. 

At the National Federation of 
Implement Dealers’ Associations 
held in Chicago last October, a 
resolution was adopted which rec- 
ognized the right of any group to 
engage in any legitimate business 
enterprise, but which contended 
that any governmental aid to con- 
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POSITIVE 
PERFORMANCE 
LONG LIFE ... 


It is not strange that the 
Constant Level Oil Valve has 
become so tremendously pop- 
ular with manufacturers of oil- 
burning space heaters. 


As the pioneer of self-con- 
tained constant level valves, 
the {fp} Model 240-KR has set 
the pace with features that 
defy comparison. 


For instance, note these; Die- 
cast parts, all treated against 
corrosion. 


8 square inch monel metal 
oil strainer. 


Patented Trip lever safety 
shut-off for main oil flow. 


Screw adjustment of oil level. 
High fire adjustment. 
Low fire adjustment. 


Final adjustment and 2 hour 
testing of completed assembly 
under actual operating con- 
ditions. 


Tamper-proof skeleton cover 
affixed before testing. 












Avoid service com- 
plaints by specifying 
Constant Level 
Oil Valves on the 
Space Heaters you sell, 







AUTOMATIC PRODUCTS COMPANY 


2442 


WISCONSIN 
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Turner Camp Stoves 


You enjoy a longer profit plus a posi- 
tive and quick turn over, when mer- 
chandising TURNER Camp Stoves. 
(Consult your Jobber) 
TURNER’s investigation of Camp 
Stove uses resulted in the manufac- 
ture of four models. You need only 
these to meet all demands of your 
trade. (Consult your Jobber) 


% 





LIST PRICE $4.40 
Advertised in all outdoor magazines 
giving your customer complete facts. 
Mechanical features fully described. 
Shows how pleasure is now a definite 
part of camp cooking. 

(Consult your Jobber) 
Manufacturers for sixty-five years 
of the famous TURNER line of Blow 
Torches, Fire Pots, Water Heaters, 
Gasoline Lanterns and Lamps. 














sumers’ co-operatives, whether an 


prises and, therefore, has no place 
in our free competitive merchan- 
dising system. In addition a 
brief was prepared setting forth 
their ideas in full on this subject, 
and sent to President Roosevelt. 

As an interesting sidelight on 
this problem, I would like to re- 
late, as near as I can remember, a 
conversation with a friend of mine 
the other day, who is not in the 
retail business but a keen ob- 
server of economic trends and 
distribution and a writer on these 
subjects for agricultural papers. 
He said: “It is high time that 
you retailers clean your own 
linen before jumping on the poor 
consumer who is trying to help 
himself in a legitimate way. Get 
the ‘Readers Digest’ for January 
and read ‘Only Saps Pay Retail 








(Patented ) 





Sherman Diamond Nozzle Fig. 40 


SHERMAN 
NOZZLES 
THE COMPLETE LINE 


Covering wide range 
of Price—Quality 


Always the Best 
in any class 








abatement of taxes or direct sub- Re 

sidy, or both, is unfair competi- Of 

a4 tion with privately owned enter- ' 
ra 





Prices.’ What your crowd needs Cre 
is to keep their eyes on the manu- Sold Through Jobbers wo 
facturers who supply their goods | Hf. B, SHERMAN MFG. CO. or 
to the co-operatives. Tell them . at 
that they play with you entirely Battle Creek Mich. Ank 


or play with the other fellow, that 
they cannot eat their cake and 
have it, too. In the end they will 
go direct to the consumer anyway, 
as the oil crowd have done and 
as others are planning to do as 
soon as they can find the outlets. 
Sears, Montgomery Ward and the 
rest of that bunch have or will 
have their own production units 
before you slow-pokes quit worry- 
ing about co-ops. They want to 
keep you occupied in anyway to 
keep your mind off the real men- 
ace to your business. The Capital- 
Finance groups in every field of 
production are reaching out for 
more and more complete control 














Townsend 
Wire Stretcher 


With this implement the person 
stretching the wire can quickly and 
easily nail it to the post from 
which he is stretching with- 
out assistance. 

Made with 3-ft. wooden 
lever, to which is at- 
tached sturdy malleable 
iron pinchers, into 
which are riveted Ser- 
rated Steel Grips wwar- 
ranted not to slip. 





















of every part of the consumers’ ie shieitans ass wii ie pow 
needs. This centralization and pest at the end of the ph 
consolidation means the sure elim- fence as well as to any drop 
ination of you fellows.” other. Works equally 
We should see to it that our = plain, twisted, 4 
* wire, or woven these 
LIST PRICE $6.40 law makers do not appropriate wien, Also theed tor ARM! 
TURNER ——, Lanterns oa our money to help this movement tightening bands and bsg 
joe ol — oe a drive us out of business. Dis- et on large shipping impro 
Dealers : courage all legislation which Profitable caller a _ 
En oom a heap od Ee cnee tends to increase consumer costs ’ 
ian oe and Ceatesstlp. of merchandise without increasing Will last 25 or 30 years. 
Write for information on the sales possi- their buying power. See that our 
territories are open for pnw Ak home church a —_ = not B. W. TOWNSEND ! 
pies iiv aie omer become inoculated with the con- . 
¢ ae Tomax i sumer co-operative bug. Work nee Te, ME Bon 
ooo Lantern with our fellow retailers through 
API 
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11,000,000 FARMERS 
Read About The Superior Merits 
Of Anker-Holth Cream Sepa- 
rators Each Month In Their 
Favorite Farm Paper 












Anker-Holth’s New 1937 Cream 
Separators are the only Ameri- 
can made separators with 

self-balancing bowls—the — 

A ri ator 

guaranteed in writing to have 
a bowl that never need be re- 
balanced. 








exclusive features make the 
21 Rnker-Holth “CHIEF” the 
outstanding Cream Separator of 
19371 EnclusiveDurt Trap —oace, 
a-year oiling— ew Streamlin 





many other features. 
Don’t buy a Separator until 
you write for literature and 
new low prices. 
for any make Sepa- 
F Ss rator. We will sup- 
Ru ply them Free. For 
particulars write to FCATURES 





Anker:Holth 7.54 


That’s Why BUSINESS IS GOOD 
With Anker-Holth Dealers 


If you are not already handling Anker-Holth 
Cream Separators—the separator that is easier 
to sell—gives BETTER satisfaction and makes 
MORE money for you and your customers— Write 
or wire us for full particulars of our attractive 
Dealer’s Franchise. It’s a Winner. Write us 
at once. 


Anker-Holth Mfg. Co., Port Huron, Mich. 


ARMSTRGNG BROS. 


Improved PIPE VISES 


The Quality and Features 
V ittaay that Close Sales 


ARMSTRONG BROS. Chain 
Vises (patented) have 1-piece 
jaws (both jaws, a single drop 
forging with center lug that pre- 
vents bending of the smallest 











pipe). Base and handle are 
drop forged. Chain, proof-tested. 


The Open Side and Hinged Vises 
have bodies of certified malleable 
iron; tool steel jaws—accurately 
machined; oval-end handles that 
do not pinch hands. The Hinged 
Vise has an unbreakable hook— 
drop forged steel. 





The quality and features of 
these vises are typical of all 
ARMSTRONG BROS. Pipe 
Tools — the most complete 
line made—for each is an 
improved, a more salable 
tool. 


Write for 
Catalog 





ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave. CHICAGO, U. S. A. 
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our local Chamber of Commerce 
or Board of Trade. See that our 
Farm Bureau Agent does not de- 
velop into the selling agent for 
Consumer Co-operative merchan- 
dise. Get closer to our consumer 
customers and try to put across 
the idea that we are simply their 
buying agent, buying what they 
need, to have it ready for them 
when and as they need it. 

And to sum it all up, we must 
THINK AND ACT ENERGETI.- 
CALLY and be better merchants. 





Have You An 
Angel? 


(Continued from page 80) 


sympathies extended the failures 
are of little or no commercial 
value. 

In an advancing market, such 
as we are now in, a retailer who 
substantially forgets there is such 
a thing as competition on about 
90 per cent of his items and 
marks his retail prices to corre- 
spond with today’s replacement 
costs will not only make the most 
of his opportunities, but also 
rightly recover the losses he was 
obliged to take during the depres- 
sion years. 

We want to see our customers 
make extra good profits during 
1937. We want to see them ac- 
cumulate surpluses for the inevit- 
able lean years which will surely 
come again. We have gone, and 
will always go, the limit to let 
our customers share our stocks 
which we purchased before the 
advances with the hope that our 
customers would use those sen- 
sible purchases to swell their 
profit showing. 

We strongly recommend that 
you check your retail prices while 
you are taking, or when you have 
finished, your inventory and then 
if they are too low, raise those 
retail prices so they will reflect 
all or at least a part of the ad- 
vances you would be obliged to 
pay if you bought today. 

Our salesmen can help you ma- 
terially. They are kept fully in- 
formed of market developments. 
Use their knowledge and your 
sensible purchases to make 1937 
your most profitable year. If you 
do we will be glad that we helped 
you reach that goal. 











STOCK THE LINE 
THAT SELLS ITSELF 


BIRD 


FLOOR COVERINGS 


“tpyored willl 
BAKELITE 





A Double Barrelled 
Sales Argument 


That Means 


MORE SALES—MORE PROFITS 


MORE SATISFIED CUSTOMERS 


Because every housewife knows 
these three important features of 
Bird Floor Covering Armored with 
Bakelite*—it cleans easier, stays 
brighter, lasts longer. Take advan- 
tage of this double sales feature— 
the famous Bird line with the pro- 
tective armor of Bakelite.* 


* Trademark of the Bakelite Corp. 


BIRD 


FLOOR COVERING 
SALES CORP. 


EAST WALPOLE, MASS. 


95 5th Ave 
NEW YORK 


Lytton Bldg 
(oO) 5 01 07-Vere) 
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[UFKIN TOOLS 


SET NEW STANDARDS 
OF ACCURACY 


Just as they have set the pace in 
the manufacture of fine tapes and 
rules, LUFKIN is today setting 
new standards of accuracy and 
design in the manufacture of 
precision tools. And because 
mechanics appreciate this accu- 
racy you get faster turnover and 
greater profits with LUFKIN pre- 
cision tools. 


Be sure you have copies of the 
LUFKIN catalog No. 7 listing 
these 600 FAST-SELLING 
PROFIT-MAKING precision 
tools. 


[WELL 


TOOLS —TAPES— RULES 
SAGINAW, MICHIGAN 
New York City 














New Catalogs 
and Booklets 


Folder On Screens 


“Screens—What Kind?” is the title 
of an attractive folder which dealers 
are finding an invaluable aid in helping 
them selecting screen stocks. The cir- 
cular gives complete information, the 
different kinds of wire, mesh, frames, 
and the care of screens. New York Wire 
Cloth Co., 500 Fifth Ave., New York 
City. 


Color Manual 


“Colors of the Year” is a new book- 
let on color suggestions for the home. 
It shows combinations in full color 
printing; contains suggestions for liv- 
ing rooms, bedrooms, dining rooms, kit- 
chens, bathrooms, exteriors and furni- 
ture, and a number of simple rules for 
properly combining colors. O’Brien 
Varnish Co., South Bend, Ind. 





Valspar Booklet 


Entitled, “One Hundred Thousand 
Years with Valspar.” Tells how Valspar 
dealers make sales and what they hear 
about unusual markets for Valspar, from 
church steeples to violins. Available 
from Valentine & Co., 386 Fourth Ave., 
New York City. 


Hall Catalog 


The Hall Mfg. Co., is making avail- 
able to dealers its new 1937 catalog. 
The company makes agricultural hard- 
ware, including post hole augers and 
diggers, garden tools, wagon hardware, 


etc., as well as hardware specialties. 
Hall Mfg. Co., Cedar Rapids, Iowa. 





Dealer Aids For Vigoro 


A special brochure, entitled, “The 
Low-Down on Gardening Success,” has 
been prepared for the use of dealers in 
helping them sell Vigoro, a plant food. 
The brochure presents an interesting 
picture of the results obtained with 
plants when nurtured by the proper 
plant food. Other promotional ma- 
terial available is large colorful display 
posters and banners, circulars, and an 
attractive and colorful price card. 
Swift & Co., Fertilizer Works, Union 
Stock Yards, Chicago. 





Glidden Sales Maker 


The “Age of Color” manual is a com- 
plete and comprehensive treatise on the 
use of color. It enables the dealer to 
sell color ideas instead of just cans of 
paints. While the manual is a scien- 
tific treatise on every phase of color, it 
is written in simple, easy-to-understand 
style. These ideas were developed in 
the Glidden laboratories. The first 13 
pages are devoted to a presentation of 
color harmony. The Munsell circle of 


(See page 138 for other Catalog 
announcements.) 



















PREFERRED 
because of 
durability 
and accuracy 


SHIELD BRAND 
TOOLS 
sell on merit 
alone 


(ea 
THE STANDARD TOOL ([0. 


CLEVELAND OHIO 


BRANCHES: 
NEW YORK — DETROIT — CHICAGO 


























Heresthe New 
OSHKOSH 


A real time saver—for farmers—com- 
pletely finished ready to nail on. It's 
a steel shoe—with turned heels—made 
in sizes 2 to 7 inclusive— 
can be worked hot or cold 
and reset or welded like 
any other steel shoe. Pop- 
ular with horse owners and 
horseshoers wherever used 
—greatly in demand dur- 
ing Spring and Summer 
months. Your requirements will be 
given prompt attention now. Oshkosh 
shoes are sold only through jobbers, 
and are priced to meet competition 
and show the dealer a good profit. 


GIANT GRIP MFG. CO. 





Oshkosh, Wis. 
Established 1868 
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$1.00 MODEL FREE 





With purchase 1 dozen or more any num- 
bers from our Jobbers or us between 
April 12-May 11 inclusive. 


Jobbers and we want every dealer in 
U. S. to have this FREE LADD No. 3 in 
his hands: to examine it carefully as to 
superior construction, exclusive features 
and general satisfaction, trying it himself 
as in hard material, noting how the big 
BALL-BEARINGS SPEED IT ALONG, 
thus EFFICIENT IN LADDS ONLY. 


If you have not handled LADDS, this 
should induce you to try these fastest steel 
beaters. If you have, note the uniform ex- 
cellence runs through all 14 numbers for 
all hand requirements. The EGG BEATER 
BUSINESS IS PROFITABLE: DEVELOP 
IT WITH LADDS, 50¢ to $1.50, numbers 
most suitable to your trade. No LADDS in 
national chains. 


We invite you to order at once. 


United Royalties Corporation 
1133 Broadway, New York 





Now -- a lawn seed 
merchandiser 


For much larger profits from your 
present overhead . . . here’s the mer- 


chandiser, and lawn library, that helps 


you convince your customers that they 
are ape | ahead by using this top 
grade seed. 


Show customers this all-metal, sealed 
can, explain how the sifter helps him 
sell seed more economically, point to 
the analysis printed on yen can. Call 
his attention to the Free Lawn 
Library. Write today for these free 
selling helps to larger profits. 


Write - Grass Seed Division 


F. H. WOODRUFF & SONS 


Milford, Conn., 


Bellerose, L. |., Toledo, Ohio 








hues is illustrated and explained and 
there are pages on color harmony in 
the home, the importance of exterior 
light on interior colors, color funda- 
mentals, interior decorating, and the 
place of color outside the home. There 
are color schemes for exteriors and in- 
teriors of homes, schools, stores, hotels, 
apartments, hospitals, and commercial 
structures. There are charts giving 
schedules for painting apartment houses 
and schools, and also the light reflection 
values of standard Glidden colors. A 
section is devoted to various surface 
trectments and a complete description 
of Glidden paint products and how to 
use them. A listing of paint failures to 
guard against is also included. The 
Glidden Co., Cleveland, Ohio. 





Red Brand Fencing 


A booklet, “Hidden Treasures in Your 
Soil,” has been issued, showing the ap- 
plication and specifications of Red 
Brznd hog stock and field fence, barbed 
wire fence, and open-spacing poultry 
fence. The booklet also contains infor- 
mation on rotation of crops, fertilization 
and revitalization of soil and other ma- 
terial of value to the farmer. The fea- 
tures of Red Brand fence are described 
and illustrated. Keystone Steel & Wire 
Co., Peoria, Ill. 


Frigidaire Plan Book 


The 1937 Spring Plan Book for new 
model Frigidaires has recently been is- 
sued. The book discusses the various 
promotional plans that will be put in 
effect for the new model Frigidaires. 
The various advertising and promo- 
tional aids and mat service available 
to dealers are also strikingly presented. 
Frigidaire Division, General Motors 
Sales Corp., Dayton, Ohio. 





Graduated Utensils 


2 





A self-measuring Comet aluminum 
package has recently been announced. 
Each utensil features graduations for 
convenience, accuracy and efficiency in 
measuring. Modernly styled, the pack- 
age is a convenient small unit consist- 
ing of 12 items in popular sizes: three 
each, 2-qt. percolators, 5-qt. tea kettles, 
6-qt. covered kettles, and sauce pan sets 
of 1, 2, and 3-qt. capacities. Aluminum 
Goods Mfg. Co., Manitowoc, Wis. 








EAGLE MANUFACTURING CO. 
Wellsburg, West Virginia 




















The Moth Means Business— 
—For The Hardware Store 


By W. C. HOUSE public spends several millions of 
The Lervex Corporation, dollars every year to prevent or 
New York City. lessen this costly damage to 


clothes, furniture, blankets, etc. 
OTHS are responsible for 
about $200,000,000 worth 


The market for materials to pre- 
of damage annually, de- 


vent and kill moths is tremendous 
and has been cultivated for many 
spite the fact that the American 


years by the drug trade, the depart- 





"THESE PEOPLE SPEND 
THOUSANDS OF DOLLARS 
TO KEEp FlYded uP To 
FULL STRENGTH AND 
EVERY BATCH ALIKE. | 
THAT'S WHY YOU FIND & 
IT SO GOOD“ 


4 


Extra Strength in Every Can- 
ANOTHER REASON FOR BIG REPEAT SALES 


Pe i) A A ea 





= testing by expert chemists in the world’s greatest 
“Fly” Laboratory keeps FLYded good! Every can of FLYded 
has added strength, and every batch is just as 
strong as every other batch. And with all this 
Fly Killing strength is combined a fragrance as 
fresh and clean as the forest—another of the 
om» features that makes FLYded the " 
B igge” biggest seller in the whole world. ifl 

-b/ National advertising this year will |” 3/3 * \ 





< 







» 


Spr 
rd be read by over 20 million users. |/ 


pay? _Y 





Full pint can 
sells for 25¢ 
—Six ounces, | 4 
10¢ 
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ment stores and some hardware 
dealers. It is a profitable line of 
merchandise, requiring a modest 
inventory investment, small dis- 
play space and has an all-year 
round sale. The spring and fall 
months are, of course, the peak 
seasons. 

Materials for fighting moth 
damage very logically fit into the 
hardware store picture. As an 
item related to the sale of spring 
and fall cleaning equipment it 
offers an opportunity for extra 
sales to the same people. Women 
who come to hardware stores for 
their brooms, mops, pails, brushes 
and other spring cleaning needs 
also require moth-proofing prod- 
ucts and should be able to obtain 
them at the same time and in the 
same store. Many hardware deal- 
ers have found such materials par- 
ticularly active at his particular 
season, and many more would fol- 
low suit if they realized the profit 
sales opportunities which such 
products offer. 

Moths do so much damage to 
furniture, clothes, rugs, and wool- 
ens each year that the American 
housewife long since realized she 
had better do something about it. 
She started several years back and 
continues to do so. She has spread 
the word that moth damage can be 
prevented and today millions of 
women regularly moth-proof 
clothes, rugs, woolens and furni- 
ture. If they tend to forget to do 
so, the women’s magazines usually 
remind them in their spring issues 
and if they fail to see these re- 
minders in the magazines, they 
will catch them in the women’s 
pages of their daily and weekly 
newspapers. 

With editorials and advertise- 
ments campaigning against moths, 
particularly in the spring of the 
year, the housewife is practically 
a sold customer before she ever 
enters your store. There will be 
little difficulty in convincing her 
of the necessity of moth-proofing. 
To her moths are a serious prob- 
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WANTED 


— for lawn improvement 
— for weed eradication 


— for mower blade 
protection 








TheBENDIX 


ELIMINATES WEEDS, CRAB GRASSES! 
PROTECTS MOWER BLADES FROM | 
STICKS AND STONES! 


For 14-16 inch mowers... 
(Larger size—$2.00) 
Less usual discounts. 


HERE'S AN ITEM that is selling BIG 
wherever introduced! It's the Bendix 
MOWERAKE —the sensational new product 
that controls weeds and grass on any lawn 
easily and efficiently. Its market is enormous! 

Bendix Mowerake disentangles and lifts up 
crab grasses and low-growing weeds so the 
mower blades can cut them short. Under this 
treatment, they soon die out—because they 
can’t reseed! 

Saves money in resharpening bills, too. 
Sticks and stones can’t nick and dull the 
blades of a mower equipped with Bendix 
Mowerake. Saves bordering shrubs and 
flowers from inadvertent cutting—gives the 
lawn a “barber's trim.” 

Bendix Mowerake comes in two widths to 
fit practically any mower. Easily installed— 
flips back out of the way when notin use. Built 
of all steel, attractively enameled in red and 
green and packed in individual ey a ship- 
ping cartons, in dozen lots. Order from your 
regular jobber, or from us, and we will ship 
through our nearest jobber. 


NATIONALLY ADVERTISED 


in the popular home and garden magazines! 


ECLIPSE MACHINE COMPANY 
(Subsidiary of Bendix Aviation Corporation) 
ELMIRA, NEW YORK 
Makers of the world-famous Bendix Starter Drive | 

and the “Morrow” Bicycle Coaster Brake 


SEND THIS COUPON NOW! 


ECLIPSE MACHINE COMPANY 1 
Dept. H-7, Elmira, New York | 








lease send me full particulars about the 
Bendix Mowerake. 
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lem. She takes the trouble to 
clean thoroughly every article she 
puts away for the summer. Then 
she gets to work with whatever 
moth control products she prefers. 
These are of several types. 

One is the moth-proofing liquid 
which is sprayed on woolen cloth- 
ing or fabrics so that it penetrates 
the weave thoroughly and makes 
the cloth inedible to the moth 
grub. This is equally effective on 
furniture, rugs, and woolen fabrics 
generally. 

Crystalline fumigants have their 
place in moth-prevention and any 
dealer who goes after this business 
will probably stock them also. If 
used generously and in tightly 
closed trunk or closet, the vapor 
is sufficiently concentrated to pre- 


| vent eggs from hatching and to kill 


flying moths and grubs. These 
products function effectively only 
when used properly. 

Heavy paper bags are useful in 
preventing moths from getting at 
clothing but of course they do not 


| kill moth life which may be in 
| garments when they are put into 


the bags. Many housewives use 
these bags to keep dust away from 


| clothing which has been carefully 


moth-proofed with a liquid. 
Insecticides should not be con- 
fused with moth-proofing prod- 
ucts. Insecticides kill moth life 
with which they come in contact, 
but will not prevent moths from 


| attacking fabrics again after a few 


weeks have passed. 

The potentialities of this mar- 
ket may best be gaged from a re- 
cent survey conducted among con- 
sumers to learn just what products 
they used for moth prevention and 
in quantities and also to find just 
what materials they moth-proofed. 
This survey was made through 
personal interviews with hundreds 
of housewives located in eight dif- 
ferent cities and in five different 
income groups. It revealed that 
more than 50 per cent of the con- 
sumers interviewed, used more 
than two bottles of moth-proofing 
liquid every year, and that 29.4 
per cent of the persons interviewed 
used it on clothes; 21.2 per cent 
on furniture; 17.7 per cent on 
rugs; 7.9 per cent on blankets, 
and the balance on such house- 
hold goods as draperies and 
woolens. 














WANTED 


—by home owners 
—by greenhouses 
—by garages 


RED-CAP 


GARDEN HOSE COUPLING 


SNAPS ON! SNAPS OFF! WON'T 
LEAK! WON’T SLIP! PREVENTS 
HOSE KINKING! 


LIST, complete 
(Extra faucet ends, 25c) 


| pee reign seer greenhouse-keepers, 
garage operators—all are looking for 
just such a time saving, temper saving, labor 
saving device as this! The Bendix Red-Cap 
Hose Coupling fills a need. And it has sales 
appeal! Its market potentialities are enormous! 


One size—one style —fits any standard 34 


| inch hose coupling. Easy to install—no tools 
| needed, Simply screws on. Snaps off only 
| when collar is given a simple quarter turn of 


the fingers. Won't come off accidentally. 


Packed one dozen in handy, attractive dis- 
play cartons. Distributed through jobbers 
and dealers. Order from your jobber—or 
from us, and we will ship through our near- 


est jobber. 


NATIONALLY ADVERTISED 


| in the popular home and garden magazines! 


! 





| ECLIPSE MACHINE COMPANY 


(Subsidiary of Bendix Aviation Corporation) 
ELMIRA, NEW YORK 


Makers of the world-famous Bendix Starter Drive 
and the “Morrow” Bicycle Coaster Brake 


SEND THIS COUPON NOW! 


ECLIPSE MACHINE COMPANY | 
Dept. H- 7, Elmira, New York 

Please send me full particulars about the | 
Bendix Red-Cap Garden Hose Coupling. 


| 
| 
| Mae sesssstneseenenesenannes 
| | 
| 
l 


Street Address ......cccccccccsccccsececess 
GU itwiniPissasanrs State 
Dealer () Jobber 1 | 
































O. many items, Spring is your profit 
clean-up time. But on ANNA & ANDY 
Sponges and Chamois you can clean up 
a nice profit any old time. Why? Be- 
cause there's a demand for ANNA & 
ANDY Sponges and Chamois in Decem- 
ber as well as in April .. . for the bath 
as well as for the windows ... for the 
kitchen as well as the car... and a 
thousand other uses. 


ANNA & ANDY “Lead the Profit Pa- 
rade" because they have special ad- 
vantages of utility, sanitation and quality 
. «+ because they carry the Good 
Housekeeping Approval Seal . . . be- 
cause the displays stop ‘em at your win- 
dow ... and because they are backed 
with powerful selling aids. 







Electric Flasher Dispens- 
er Display FREE with 
Deal No. 1010 of 10 
Asst'd. Chamois. Retail 
value $10. Your cost 
only $6.66. 






LIGHT Ow, 
Deal No. 1010 


Amsco Salesgirl Demon- : 
strator Display FREE /_ ai 
with Deal No. 333 of @4.2). 


5 Asst'd. Chamois. Re- % 

tail value $5. Your cost ¢ 
only $3.33. 

Many extraordinary win- 
dow and counter Sponge 
Displays FREE with 
deals of various assort- 
moat. Deal No. 333 


If your jobber can't supply you send us 
his name and address 





AMERICAN SPONGE & 


CHAMOIS CO., Inc. 


NEW TORK SAN FRANCISCO 


DEMAND BY BRAND 
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“Business Conditions As We 
See Them*” 


HE liveliest topics of discussion 
this time are these two: the 
probable extent and duration of the 
current rise in business volume, 
prices, wages, and profits; and the 
riotous conquests of organized labor. 
Of less popular concern, but a mat- 
ter of the gravest import, is that of 
international relations, never more 
involved, more suspicious, more 
menacing than at present. 
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Boom In Some Industries 


The pace of business has begun 
to assume the proportions of a boom 
in some industries, such as steel. 
The basic nature of steel, of course, 
makes its present capacity rate of 
production a matter of the greatest 
significance. 

Automobile production is near 
record levels, but here the immedi- 
ate future is clouded by the possi- 
bility of labor strife, affecting Ford 
and Chrysler. It is hard to visual- 
ize Mr. Ford following in the foot- 
steps of the Steel Corporation in 
forestalling trouble by a peaceable 
meeting of minds with the leaders 
of the Committee for Industrial Or- 
ganization. He is the supreme in- 
dividualist in a world gone almost 
completely collectivist, as far as 
“big business” or mass production 
is concerned. However, the Ford 
empire has become so largely inte- 
grated that protracted stoppage of 
work in its various plants is of 
somewhat less moment to suppliers 
of raw materials and the general 
public than might otherwise be the 
case. 

According to the business indexes 
of the Department of Labor and the 
Federal Reserve System total indus- 
trial production in January was 115 
per cent of the 1923-1935 average, 
the pace being set by steel (139 per 
cent), textiles (124 per cent), auto- 
mobiles (120 per cent despite the 
G. M. strike), leather and shoes 
(137 per cent), petroleum (166 per 
cent). 

There are dark spots in the indus- 
A market letter by Oliver Brothers, 
Inc., New York City, dated March 9th, 


1937. Reprinted in full, by special per- 
mission. 


trial picture, but then there always 
are. Construction contracts, while 
reflecting a gain of 25 per cent from 
January, 1936, to January, 1937, 
still fell 36 per cent below the 1923- 
1925 average, carloadings were but 
80 per cent, bituminous coal pro- 
duction 83 per cent, department 
stores sales 92 per cent. Note here 
particularly that employment in 
January, 1937, was but 96.4 per cent 
of the 1923-1925 average, and pay- 
rolls but 90.6 per cent. 

In weighing all of the above fig- 
ures allowance should be made on 
the one hand for strikes and floods 
in January, this year, and on the 
other hand for a substantial increase 
in population between the periods 
under comparison. 

The failure of coal mining and 
carloadings to keep pace with the 
general improvement should be dis- 
counted somewhat. The simple ex- 
planation is that coal as a source 
of energy and railroads as a means 
of transportation, while still impor- 
tant, have lost some of their pre- 
eminence in their respective fields. 

As to construction: it may not be 
too far-fetched to regard its relative- 
ly unfavorable position in the recov- 
ery movement as a rather gratifying 
fact, because there can be no reason 
to doubt that a very substantial 
building program is about to unfold. 
It is something to look forward to 
as a sustaining influence if some of 
the other factors show signs of fal- 
tering. 

The failure of wages and employ- 
ment to maintain their relative posi- 
tions is a phenomena of every re- 
covery movement. The establish- 
ment of a forty-hour week in steel 
is no mean contribution to the solu- 
tion of the unemployment problem, 
although the concomitant rise in 
wages, with its inevitable accom- 
paniment of higher prices, seems 
much less important than it is gen- 
erally credited with being. 
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Labor Tension 


The tension in the labor situation 
was enormously relieved when rep- 
resentatives of the Carnegie-Illinois 
Steel Co. and the Committee for In- 
dustrial Organization met in Pitts- 
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WINDOWS, FRENCH 
DOORS, SHELVING 


MIRRORS, FURN- 
ITURE TOPS, 


AUTOMOBILE 
REPLACEMENTS 


EASY ON THE EYES 


EASY TO SELL 


In stocking merchandise you natur- 
ally stock merchandise that will sell 
well—items that will give you a 
quick turn-over and a good margin 
of profit. When it comes to glass, be 
sure that you stock CLEARLITE, 
because with this brand of glass you 
can be assured of consumer satisfac- 
tion, which means repeat orders, 
and a good profit. Play safe—Ask 
your jobber for CLEARLITE. 


FOURCO GLASS COMPANY 


GENERAL OFFICES, CLARKSBURG, W. VA. 
Branch Sales Offices: New York, Chicago, Ft. Smith, Ark. 











LOVELORN LARRY 
or Lambasted by Luck 








~ CANT REMEMBER WHERE HE LEFT BISSELL 
DISPLAY— HAS BEEN HUNTING IT FOR THREE HOURS 








SUDDENLY RECALLS HE LEFT IT NEAR ESCALATOR 
WHEN HE SNEAKED AWAY TO ‘PHONE GIRL 






























GoldSmith 
BASEBALL EQUIPMENT 


FOR INCREASED SALES 
AND PROFITS 











‘gent / 
THE PRP GOLDSMITH SONS INC. 


JOHN AND FINDLAY STS., CINCINNATI, O. 
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HURRIES TO GET IT BEFORE BOSS SEES IT TRERE— 
BUT CAN‘T REACH DISPLAY BECAUSE OF SHOPPERS 








~ GETS BREAK. TWO WOMEN TELL HIM THEY'LL TAKE 
BISSELLS— JUST AS BOSS SWINGS AROUND BEND 
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BEAMED ON BY BOSS FOR *EFFORT AND INGENUITY — 
AND IS TOLD HIS PAY WILL BE PERKED UP 








URPRISING things happen when Bissells are displayed 
in heavy-trafic spots. Such displays helped turn stock 
five times in one month for one store. Others find Bissell- 
pushing pays. And pays the full mark-up—you don’t mark 
down Bissells! No other sweeper is so widely advertised, so 


well known—so universally accepted! 


BISSELL CARPET SWEEPER CO. 
Grand Rapids, Michigan 








































THE PACKAGED 
TURPENTINE 






ERS KNOW 


To tell you of the 


CONS 


unsurpassed quality 
of Newport Steam 
Distilled Wood Tur- 
pentine would be to 
tell you what you al- 
ready know... what 
the home owners 
know . - . what. the 
painters know. 

The Newport dis- 
in green, black and 





play package ... 
white . . . is a@ familiar sight in high 
grade hardware stores. One expects 
to see Newport Turpentine there 
just as he expects to see his well known 
brand of aspirin in the better drug stores. 
The Newport display package sells from 
the shelf. It stands out and catches the 
eye ... the eye that says “buy.” Yet 
these brightly colored packages take no 
more room than any ordinary package. 
And they require no separate space-tak- 
ing displays. Stock Newport ... the tur- 
pentine you know they want... the tur- 
pentine that has eye appeal...buy appeal. 


Available in %. % and 1 gal. 
cans. Also in 5 gal. lithographed 
drums and 55 gal. galvanized 
drums. 


WATER WHITE 


RYSTA 
PURE 


RPENTIN 
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burgh, and the big subsidiary of the 
U. S. Steel agreed to recognize the 
C. I. .O. as collective bargaining 
agency for its members. Although 
at this writing none of independents 
have indicated whether or not they 
expect to take similar steps, it seems 
most probable; and, statements to 
the contrary notwithstanding, rec- 
ognition of the C. I. O. will mark 
the end, practically speaking, of the 
shadow-boxing Employees Repre- 
sentation Plans, although they will 
doubtless die a lingering death at 
some production points, such as 
Weirton for example. 

The ultimate organization of labor 
in all the mass production indus- 
tries is inevitable, and the wonder is 
that it did not take place long ago. 
Whatever the reason, the movement 
would even now probably be quies- 
cent except for the impetus given it 
by the influence and support of the 
New Deal, which has held to the 
theory that genuine collective bar- 
gaining was the only practical 
means of effecting a wider distribu- 
tion of wealth. Then, too, the poli- 
cies of the American Federation of 
Labor, which was only interested in 
organizing the skilled craftsmen, 
leaving common or unskilled labor 
to shift for itself, was a retarding 
influence. But the conveyor belt 
system of production has reduced 
the relative numbers of | skilled 
craftsmen considerably. 

It is well to recognize that the 
accredited leaders of the big unions, 
the Lewises and Greens and Mur- 
rays and Martins of the C. I. O. and 
the A. F. of L., are politically con- 
servative—are as averse to commu- 
nism, for example, as any man of 
property. As do all men in one way 
or another they thirst for power, and 
some of them for fat salaries. Others 
of them, and this is something new 
in America, are beginning to dream 
of seats in Congress, and governors’ 
mansions; yes, and even the White 
House. They are getting into polli- 
tics, but the reassuring—the impor- 
tant—fact is that they have no mind 
to revolutionize our political and so- 
cial structure, but are bent only on 
achieving some personal distinction, 
some power, and some hard cash. 

But these labor careerists are 
building up organizations that may, 
ultimately, in different hands, tell a 
different story. The impending or- 
ganization of all manual labor, and, 
perhaps, office and laboratory work- 
ers as well, must, when completed, 
neutralize its main purposes. Up to 
now organized labor, being in a mi- 
nority, could effect substantial gains 
at the expense of the unorganized. 
Organize them all, and then what? 


A race between wages and prices, 
with prices having a head start. 
After tiat, perhaps, a radical “rank 
and file” uprising, as witness the 
maritime workers on the Pacific 
Coast. 

Monopoly has served to make 
prices perpetually higher in relation 
to cost of production and less flex- 
ible than they would be under the 
unhampered influence of supply and 
demand, thus contributing towards 
making depressions more severe and 
more prolonged. Organized Labor is 
another form of monopoly, contrib- 
uting one more factor, and a con- 
siderable one, to the accentuation 
and prolongation of periods of de- 
pression through effective resistance 
to wage reductions at such times as 
such reductions are economically 
advisable. It may be added that the 
usually ruthless and unintelligent 
wage demand of organized labor 
constitutes another factor in the un- 
even struggles of the smaller em- 
ployer to survive. 

The more monopolistic our eco- 
nomic system becomes, the more in- 
sistently will the government inter- 
vene to lay down the new rules, in 
some cases to attempt to nationalize 
entire industries, beginning, let us 
say, with transportation and com- 
munication lines, then contemplating 
the public utilities, gas, light, steel, 
and so on. 

3 

While we are absorbed in the 
contemplation of our own affairs, 
Europe seems, like the gadarene 
swine, te be rushing down a steep 
place into the sea. The Have Nots 
are bankrupting themselves to build 
up crushing military machines, and 
the Haves are determined to hang 
on to the last inch of their ill-gotten 
gains. If the British go through 
with the colossal rearmament pro- 
gram recently announced it will be 
mathematically impossible for Italy, 
Germany and Japan to keep the 
pace. As the latter must expand or 
explode, and time is against them 
unless they gamble on eventual civil 
conflict in France, it would not be 
surprising if the dreaded European 
war should break out this spring 
or summer. Some say that Hitler 
may take some drastic action during 
Britain's Coronation Week. On the 
other hand such a brilliant observer 
as Thomas Mann, writing in The 
Nation last week, believes that at 
the last moment Germany will be 
deserted by every one of her puta- 
tive allies. 

In case of war our plans and ex- 
pectations for the further pursuit of 
our various purposes will need im- 
mediate reappraisal and revision. 
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@®Don't delay! Get in touch 

with the General Electric Air 

Conditioning dealer today. Get 

the news about the new profit- 
sharing plan on G-E Air Circu- 
lators. 

These new Air Circulators are 
very effective for ventilating homes, 
stores, offices, shops, restaurants, etc. 
And they sell fast on demonstration! 

The reason? They drive out hot air and 
odors — bring in fresh, cool air—and do 
their work quietly, effectively and economi- 
cally. 

Let them pull-in profits for you. 








PROSPECTS IN EVERY BLOCK! 


General Electric Air Circulators are 
ideal for use in 
Restaurants 
Dress Shops 


Beauty Parlors 
Barber Shops 


Night Clubs Laundries 

Offices Libraries 

Hospitals Dance Halls 

Stores Waiting Rooms 
and Homes 














Ifyou can’t locate aG. E. Air Conditioning dealer in your 


city, write us for hisname. General Electric Co., Air 
Conditioning Dept., Div. 41822, Bloomfield, N. J. 


GENERAL @ ELECTRIC 
AIR CIRCULATOR 


APRIL 8, 1937 








WE’RE 
TELLIN 


82,000,000 
Aimes Ais yea 
“Use only Perfection Wicks” 















% Perfection’s huge advertising campaign 







on modern Perfection High-Power Oil 






Ranges is sending eighty-two million 






messages into Hardware and Furniture 






Store customers’ homes. Every advertise- 






ment includes this important statement: 






Notice: Only genuine Perfection-made 






wicks, identified by the red triangle trade 
mark and the word, “PERFECTION”, give 
best results with all Perfection stoves. 








Don’t dissatisfy a good customer who has 






invested in a Perfection oil stove, by selling 






her misfit “just-as-good” wicks. Keep good 





will by selling only Perfection 













wicks for Perfection oil stoves. 












PERFECTION 
. STOVE COMPANY 
7840-A Platt Avenue @ Cleveland, Ohio 




























STEEL 


of Every Kind... for 


Every Purpose... in 


Stock ... Ready to Use 


@ All shapes, kinds and sizes 
of steel are carried in Ryerson 
stocks for Immediate Ship- 
ment... Unusual facilities for 
cutting, handling and ship- 
ping assure accuracy, de- 
pendability and speed. 
PRODUCTS INCLUDE: 


BARS ALLOY STEEL 
STRUCTURALS TOOL STEEL 
SHEETS STAINLESS 
PLATES TUBING 
SHAFTING WELDING ROD 


SCREW STOCK Nuts, Washers, Etc. 
Write for the Ryerson Stock List 
JOSEPH T. RYERSON & SON, INC., 
Chicago, Milwaukee, St.Louis, Cincinnati, 
Detroit, Cleveland, Philadelphia, Buffalo, 
Boston, Jersey City 
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BAKER BRUSH CO. inc. 


87 GRAND ST. - NEW YORK 
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“Stockkeeping Is Serious Business” 


“Steckkeeping”—That’s the title given to me for a contribution 

To the “Gabzette.” To those of little or no imagination, the word has 
Only a commonplace meaning. To others, it is 

Challenging, and fascinating. They recognize it as the golden 

Key to successful merchandising. They realize that its functions call for 
Keen intelligence; alertness; analytical ability; and an 

Eagerness to match wits with changing ideas. They see an 
Ever-enlarging field of usefulness. They comprehend its 

Place in the art of buying and selling. To them, it suggests 

Intense study, and application of sound business sense. 

Never for one moment does a good stockkeeper forget that the 

Good will of a customer is of paramount importance. Nevertheless, 


It is inherent with him to know that the efforts to 
Secure that good will must be consistent with Company policy. 


Service and Success are familiar words—of 

Equal length and potency. The same number of letters is 

Required for each; and while success may not in every 

Instance follow closely upon the act of service, it is 

Only when unquestionable service is given that we may expect 
Ultimate success—in any undertaking. 

Since it is the business of the Stocks and Distribution Department to 


Balance stocks against demand, actual and anticipated; to 

Unfailingly provide enough, while guarding against excess; 

Sagacity of the highest order is a quality to be much coveted. 

Ignorance of past sales in essential detail; indifference to the 
Never-ending changes in, and enlargement of, our line would 

Evoke confusion, disappointment, and mark our incompetency. Happily, the 
Stockkeeping organization works in closest harmony with the 

Sales organization, and the Manufacturing organization, and is an ardent 


ally of both. 


—Geo. H. Griffiths, Institutional Supervisor, Stocks and Distribution, The 
Sherwin-Williams Co., Cleveland, Ohio. Reprinted from the “Gabzette,” pub- 
lished by Cleveland Junior Club. 





The Stanley display coach which has been outfitted with a complete display of 
Stanley hardware. 


Stanley Works Display Coach 


HE Stanley Works, New Brit- 
ain, Conn., recently started this 
display coach, with a complete dis- 
play of Stanley Hardware, out “on 
the road” to cover the principal 
points in Texas, Oklahoma and 
Louisiana until about June 1, when 
it will be transferred to more north- 
ern territory for the summer and 
fall. It will probably be sent to the 
southeast next winter. C. Earl 
Stafford is in charge of the coach. 
Neariy a thousand Stanley hard- 


ware items are displayed, most of 
them on 18 in. by 28 in. boards, 
which are stored in specially de- 
signed cabinets beneath the coun- 
ters. Track and hanger samples are 
displayed overhead in_ positions 
simulating their actual use. A fea- 
ture of the display coach is the 
model of a Stanley Magic Door, 
showing a modern glass and alumi- 
num entrance door in its frame 
with chromium posts and railings 
to house the photoelectric equip- 
ment. The pneumatic door operator, 
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24-Hour Service 


Large stocks of RICH Ladders at convenient 
shipping centers, modern manufacturing meth- 
ods and a huge plant capacity make possible 
24-hour service on orders—many shipped the 
day received. 


For complete details see your jobber or write 


THE RICH PUMP & LADDER COMPANY 
1028 Depot St. Cincinnati, Ohio 


5,000 DISTRIBUTORS 
CAN'T BE WRONG! 


Don’t be left behind! Join these “wise buyers” who 
are making real money on every Shovel, Hoe and Rake 
sold. You can make the profit you deserve with Hamlin 
Ask us for particulars NOW! 
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WANT TO BUY A 
“CHAIN DOG” 


OR A “PUPPY DOG’’? 


Queer terms, those, but every- 
body in the lumbering or log- 
ging industry knows what they 
mean. The job of The McKay 
Company, for more than fifty 
years, has been to study the 
Chain needs‘of thousands of dif- 
ferent industries. There is 
hardly any industry today that is 
not well acquainted with the 
A-No. 1 quality — produced by 


*MeKay’s 50. years of 
knowing how.” 























For quality Chain, better handle 
the products of... 









HAMLIN 
SHOVELS-HOES-RAKES 


LEAD THE FIELD FOR PROFITS 


Hamlin leads the field for Quality and Price. Don’t take 
our word for it. Let us show you proof! More new items 
. .e higher quality merchandise and more attractive prices. 
A complete line and you can’t buy better .. . or cheaper. 


HAMLIN METAL 


PRODUCTS COMPANY 
AKRON, OHIO 
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POULTRY NETTINGS 
SUPERIOR 





Deaters everywhere 
are quick to recognize the outstanding 
selling features of U. S. STRAITLOK and U.S. 
HEXLOK Poultry Nettings. Made with the per- 
fect LOCK-TWIST Weave, these modern fabrics 
are more uniform, more rigid, more satisfactory 
in every detail. They roll out flat; cut easily and 
without waste; stretch perfectly; give longer, 


more economical service; build repeat business. 


U. S. STRAITLOK is made in one-inch mesh, 
No. 20 gauge; and in two-inch mesh, Nos. 19 
and 20 gauges; Galvanized Before or After Weav- 
ing; standard widths from 12 to 72 inches. 


U. S. HEXLOK is available in all fast moving 
widths and weights, Galvanized Before or After 
Weaving. The one-inch mesh comes in Nos. 19 
and 20 gauges; the two-inch mesh in Nos. 16, 
19 and 20 gauges; the |12¢ inch mesh in No. 16 
gauge. 


All wires are COPPER-BEARING Steel. 


Ask your jobber or write for further information 
about these superior nettings! 


INDIANA 





STEEL & WIRE CO. 
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Interior view of the display coach. 


which cpens and closes the door is 
identical in operation to the stand- 
ard, full size Stanley heavy duty 
operator furnished on Magic Door 
installations. 

Exterior colors of the coach and 
its pilot car are green and yellow, 


representing the same color scheme 
as the Stanley label. The interior is 
finished in gray and red, with 
leather upholstered seats at the 
rear of the coach finished in red. 
All hardware and fittings are in 
bright chromium. 





They Conduct a Saturday Afternoon 
Power Tool Clinic 


VERY Saturday afternoon 
( the power tool section in 

Chas. Brown & Sons, San 
Francisco hardware and home- 
ware store features a_ special 
“clinic” demonstration which at- 
tracts dozens of men, men em- 
ployed in offices and other places 
of business who have a whole or 
half holiday on Saturday. These 
regular “clinics” under the direc- 
tion of a skilled and practical 
woodworker have been held regu- 
larly for more than a year and 
have proven an important factor 
in the excellent showing this sec- 
tion is making says F. D. Mango, 
merchandise manager for the base- 
ment in which it is located. 

This demonstrator, a craftsman 
who has his own shop and is also 
employed by a fine cabinetmaking 
establishment, doesn’t attempt to 
make his “clinic” instruction 


formal in character. Prospective 
and amateur power tool users are 
invited to come to him with their 
questions and problems and the 
explanations and demonstrations 
employed in answering them each 
week seem to offer the type of 
information that creates the most 
interest and best serves the needs 
of a majority of power tool 
hobbyists. 

Repeat sales possibilities of 
these tools well warrant the space 
and promotion effort given them, 
Brown’s are convinced, as once 
well started, hobbyists are always 
finding new units they can’t be 
happy without and can easily 
spend as much as $1,000 or more 
eventually in equipping a shop. 
The Saturday clinic demonstra- 
tions, held regularly, make it pos- 
sible for power tool users to 
secure expert advice and as- 
sistance easily and offer an op- 
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LITTLE GIANT HOSE REELS 


A moderate priced line of highest 
quality reels of various styles. All 
fast sellers. 


WE ALSO MANUFACTURE: 








Grass Shears Post Diggers 
Pruning Shears Corn Planters 
H ie Shears Potato Planters 

Steel Goods and Many Other 
Screen Hardware Products 


Your Jobber Can Furnish Full 
Details, Prices 














No. 1600 


Model illustrated 
above is of rolled 
channel steel frame 
with steel wheels. 
Galvanized drum 9 Channel steel frame. Round steel 
in. diameter, 34 in. rims. Galvanized drum. Frame can 
high, 15 in. wide. be tilted down to ground, making 
Frame green enamel. stand for reel to revolve in. Fin- 
Wheels and _ cross ished green enamel. Capacity: 100 
arms red. Capacity, ft. %” hose. Wheels: 21 inches high. 
100 ft. of %” hose. Drum: 8% inches. 





SUCCESSORS TO 
F. EB. KOHLFRCOMPANY «¢ CRONK&CARRIBRMFG.CO. ¢ J. F. RITTENHOUSE MFG. CO. 


THE C-K-R CO., 1836 Euclid Ave., Cleveland, 0. 








EVERY BUILDER TO WHOM YOU SELL FINISH 
HARDWARE IS A PROSPECT FOR 


SKILSAW 


GOOD MARGIN 
OF PROFIT! 


7 POWERFUL 




























Increased building activity has brought 
a new source of profit to hardware 
dealers who sell SKILSAW—the fast- 
est selling and best known electric 
handsaw. Our big advertising program 
is telling your builder customers about 
SKILSAW’'s greater power, finer con- 
struction, countless money-saving ap- 
plications. Be prepared to sell and 
profit with SKILSAW this season! 

Write for our catalog and dealer proposition. 


SKILSAW, INC., 3315 ELSTON AvE., CHICAGO 


210 East 40th Street, New York, N. Y. * 52 Brookline Avenue, Boston, Mass. 
312 Omar Avenue, Los Angeles, Cal. e 2065 Webster Street, Oakiand, Cal. 








Make SILVER PROFITS with 
SILVER CLIPPER 


This FREE Display Will Tie-Up Our 
GOOD HOUSEKEEPING Advertising with your store 


%& Your best customers will read about this 
strikingly beautiful new Hanson Silver Clip- 
per in the August issue of GOOD HOUSE- 
KEEPING—out July 25th, right at the start 
of the canning season. Seize this profit 
opportunity—send for this FREE 5-color 
tested display. Just pay for the six fast-sell- 
ing family scales. You make your full profit. 
The Silver Clipper sells on sight—Modern- 
istic silver and black dial—unusual accuracy 











—reasonable price. Retail Prices Zone A Zone B 
Ask your jobber for catalog and prices. > i 
Seales ..... 1.25 $1.40 
HANSON SCALE COMPANY mm ise ° 
(Est. 1888) ex yg <4 
510 N. Ada St., icago ver p- 
1150 Broadway, New York ree Ne. iazi 1.75 2.00 
Hanson Sil- 


EIANSON ge a2 43 


Guaranteed by 


FAMILY SCALES eMtarccticed therein 
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Romance in Putty? 
OF COURSE THERE IS 


We have found romance, pleasure, and genuine 
satisfaction in our business as specialists in the 
manufacture of Putty, Caulking and Glazing 
Compounds—in the distribution of these prod- 
ucts to important hardware, paint and glass 
houses in an ever expanding area. 











From Houlton in Northern Maine to New Or- 
leans on the Gulf, important distributors han- 
dling our products find they are securing a 
constantly increasing share of the business in 
their territory on Putty, Caulking and Glazing 
Compounds. 


One important reason for this is shown in a most 
interesting article entitled “Romance in Putty.” 
Upon request, we will gladly send you a copy. 


STERLING 


PAINT & VARNISH COMPANY 


PUTTY—CAULKING—GLAZING COMPOUNDS 
Malden, Massachusetts 
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F. D. Mango and several salesmen of Chas. Brown & Sons, San Francisco, 
Calif., are always prepared to demonstrate and sell power tools. 


portunity to introduce many dif- 
ferent tools without the apparent 
sales effort of the usual type of 
demonstration, giving amateurs 
new things to think about and a 
chance to meet other enthusiasts 
in congenial surroundings. Which 
strengthens still more the hold of 
their hobby and at the same time 
definitely links it to Brown’s. 

When Brown’s have a house- 
hold fair or other type of promo- 
tion featuring appliances and 
house wares in which store-wide 
demonstrations are used, they oc- 
casionally arrange for additional 
power tool demonstrations and in- 
vite women to see them, too, as a 
matter of general interest. And 
though there’s no way of check- 
ing results directly, Brown’s do 
know definitely that women buy 
power tools as gifts for their hus- 
bands all the year round and par- 
ticularly at Christmas. This year, 
for example, they sold 12 units 
at around $150 each to women as 
gifts for their husbands. 

A number of women, Mr. Man- 
go finds, have taken up the hobby 
in self defense. In some cases 
their husbands were spending so 
much time in their workshops that 
they learned to use a few tools 
and work along with them oc- 
casionally so they needn’t be 
“hobby widows.” 

A good many power tool sales 
are made on Saturday, but they 
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also hold up well during the week 
as many men prefer to return and 
buy later. Several salesmen on 
the floor are thoroughly familiar 
with these power tools and their 
uses so this section is always pre- 
pared to sell them intelligently 
and enthusiastically. 

Power tools are shown frequent- 
ly in window displays and from 
time to time a group of photo- 
graphs showing the shop and 
equipment of a local amateur hob- 
byist (giving his name) is in- 
cluded to point up interest in 
these showings. One such en- 
thusiast is a naval officer stationed 
locally who began a year ago and 
now has purchased virtually every 
tool available in the section. 





Holtite Products Catalog 


An unusually attractive catalog show- 
ing Holtite screws, bolts, nuts, tubular 
rivets, finishing washers, stove and 
chair ladder rods, etc., has just been 
issued. The eighty-one page catalog’s 
contents page has a “Quick Index,” 
with bleed color spots. Large page 
numbers are positioned on the edge 
of each page where indicated by the 
points of the index. Although the ad- 
vantages of a wire binding have been 
obtained, the cover fits over the binding 
so that the company’s name is on the 
backbone, permitting quick identifica- 
tion of the catalog when it is in file. 
Diagrams and pictures of “Holtite” 
products are large and clear. Tables 
give data on diameters, threads, prices, 
weights, etc. The Continental Screw 
Co., New Bedford, Mass. 
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LIST PRICE 
$1850 


Complete 
less motor 




















Speedy Paint Sprayers 
Professional type with famous Clean Air 
DEALERS: compressor on steel base, pressure feed in- 
: __ ternal mix spray gun with quart aluminum 
Send for price list, cup. List only $18.50—others $5.00—$14.00. 
discounts and details Autopower sprayers $2.60 and up. No cylin- 
on electric and auto- %¢Fs, pistons or rings to wear out. Sturdy, 
A efficient, yet low in cost. 
power paint sprayers. 


W. R. BROWN CORP. 








5724 Armitage Ave., CHICAGO, ILL. 
MOTO-MOWER 


FOR 19 YEARS THE PREFERENCE OF USERS 
OF POWER LAWN MOWERS 


HERE’S A Profitable—NATIONALLY-ADVERTISED 
NATIONALLY-KNOWN LINE of ... 


LOW-PRICED MOTO-MOWERS 
FOR THE LIVE HARDWARE DEALER 


You can create sales and profit by displaying on your 
floor our hardware line of power lawn mowers— bearing 
a name that for 19 years has been a symbol of power 
mower quality throughout America. Priced to be sold 
in competition with mail order lines. Write for literature 
upon this hardware line of Moto-Mowers and informa- 
tion upon our exclusive deal- 
ership proposition. 


Complete line of larger power 

lawn mowers up to 72” cutting 
width also available. Write 
mt for catalog. 





MOTO-BOY MODEL 


A WELL-DESIGNED, RELIABLE $7602 reer 
MOTO-MOWER RETAILING AT —— Detroit 


THE MOTO-MOWER CO. 


4607 WoopwarpD Ave., DETROIT, MICHIGAN 
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Here Is Spring Business 





That Makes More Money! 


OHLEN-BISHOP SAWS 


Workmen are buying saws! Ohlen- Bishop 
FREE 4-Color Displays show them — impres- 
sively—the quality they want. And you make 
more money—your mark-up is 60%. Order an 
ample stock from 
your jobber. 
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Ohlen-Bishop No. B-23. “High Speed’, straight back, 
lightweight, taper ground 4 full gauges. Retail price 
each (26”) $3.60; Your cost dozen 

$26.45; Your margin $16.75; YOUR 

MARK-UP 63%. 
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Ohien-Bishop No.2. Spring steel blade, Beech 
handle, taper ground, 8 pt. Retail price each 
(14”) $.75; Your cost dozen $5.50; Your mar- 
gin $3.50; YOUR MARK-UP 63%. 


FREE BOOK 


for You and Your Customers 


Describes how to make 50 objects, all saw 
uses, care of all saws. 64 pages, over 200 
illustrations and diagrams. 

Send for copy and request blanks. 


Ohlen-Bishop Co., Columbus, O. 














Wire used in weaving Superior Wire Cloth is drawn 
in the Wright plant and, because the company has 
control of the production all the way from rods to 
the finished product, the wire is produced exactly 
in accordance with the specifications necessary for 
weaving. 


G. F. Wricut STEEL & Wire Co. 


WORCESTER, MASS., U. S. A. 
New York ~<- Atlanta Chicago Los Angeles 


WIRE NETTING WIRE CLOTH WIRE LATH 
CHAIN LINK FENCE WIRE CLOTHESLINES 
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TOOL US 














Men who work with tools—in larg- 
est industrial plants or smallest re- 
pair shops—know “‘There’s a dif- 
ference” in Morse Tools! 


Toolmaking experience, carefully 
controlled hardening, accuracy in 
grinding, each helps to assure this 
difference. It is the reason why 
Morse Tools are so satisfactory to 
use and to sell. Is your stock 

















Occasionally a “stunt” window display is effective for hardware stores. This 
display of harness by Martin & Jones, Inc., Ronceverte, W. Va., attracted atten- 
tion. The “horse” was constructed mainly of stove pipe. 
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The High Cost of Returned Goods 


S 


N.W.H.A. Finds that Out of Every $100 - 
Sales $2.34 worth of goods are returned. 
Survey Covering this Costly Problem De- 
velops Interesting and Informative Data i. 





























THE MORSE LINE 


Includes 


High Speed and Carbon 
Drills Chucks 


Reamers Counterbores 
Cutters Mandrels 
Taps and Dies Taper Pins 
Screw Plates Sockets 
Arbors Sleeves 


MOR SE 


TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: CHICAGO STORE: 
a 570 WEST 


130 LAFAYETTE ST. RANDOLPH ST. 
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ROM the offices of George A. 
Fernley, secretary-treasurer, 

The National Wholesale Hard- 
ware Association comes an_inter- 
esting bulletin on the subject of 
“Returned Goods.” As a preface to 
this survey data, Mr. Fernley com- 
ments:; “According to our Ovehead 
Expense Report for 1935, returned 
goods, not including allowances and 
rebates, amounted to 2.34 per cent 
| of sales. This means that on every 
| $100 of sales $2.34 worth of goods 
was returned.” To gather some data 
on this subject Mr. Fernley sub- 
mitted seven basic questions to mem- 
bers of the association’s executive 
committee and advisory board. The 
questions and the answers are given 
below: 

Question No. 1—“DO YOU PER- 
MIT YOUR CUSTOMERS TO 
RETURN GOODS WITHOUT PER. 
MISSION?” 

Answer—Members of the Board 
are practically unanimous in stating 
that customers are not permitted to 
return goods without permission, but 
regardless of “hard and fast” rules 
they are constantly being violated 
and impossible of enforcement. 

It is suggested that it will be help- 
ful if salesmen, on one trip over 
their territories, would have a com- 





plete understanding with their cus- 
tomers; much of the trouble might 
be eliminated. 

Question No. 2—“DO YOU RE- 
QUIRE CUSTOMERS TO HOLD 
GOODS CLAIMED DEFECTIVE 
FOR THE INSPECTION OF 
YOUR SALESMEN?” 

Answer—The answer is fifty-fifty. 
Some houses reserve the privilege of 
granting customers permission to 
return goods; others request that 
they be held subject to the inspec- 
tion of the salesman. Here again 
a complete understanding between 
a salesman and his customers might 
be advantageous. 

Question No. 3—“ARE SALES- 
MEN AUTHORIZED TO RETURN 
DEFECTIVE GOODS?” 

Answer—Ninety percent of the 
Members of the Board stated that 
salesmen have that permission but 
it does not always mean that credit 
will be allowed for the goods re- 
turned. Some houses permit the 
salesmen to return goods if, after 
close inspection, they are clearly 
found to be defective and not to have 
been abused. The thought is ex- 
pressed that where salesmen find 
it necessary to “take up” and credit 
merchandise in good condition, they 
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ALLIGATOR 


MARK REC 


STEEL BELT LACING 


Made also in “Monel Metal” and non- 
magnetic alloy for special service, and in 
long lengths for wider belts. 

Seld only through jobber-dealer trade channels. 
Sole Manufacturers 
FLEXIBLE STEEL LACING CO. 
4616 Lexington Street Chicago, Illinois 
In England at 135 Finsbury Pavement, 
London, E. C. 2 






12 Sizes in 
Standard Boxes. 


Peaisiecsae met ise 


CHICAGO 
CHECKING DOOR CLOSER 








Type 25 


New and Improved 


The new Type 25 Chicago Checking Door 
Closer has been designed as a strictly quality 
product suitable for Screen Doors, Combina- 
tion Doors and Light Interior Doors. 


Send for full information regarding this 
popular New Closer. It has many excellent 
selling features that will appeal to your cus- 
tomers. 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S. A. 
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SELL ‘EM QUICK 
SELL EM OFTEN 


really attractive introductory deal gives you a 
Be. handsome metal display board that speeds 
the sales for this fast moving Diestock. Every handy- 
man, mechanic, hobbiest who has threading jobs 
for Ys to % in. pipe, or 4 to % in. bolt or rod 
will want the HANDY. Simple to use for perfect 
results. 

ARMSTRONG '"'Kalorized'' Dies changed instantly. 

Adjustable Guide eliminates bushings. Integral han- 

dies. WRITE TODAY se PROFIT-MAKING 
A 


ARMSTRONG 
HANDY THREADER 











LOW 











ARMSTRONG wic.c.. 














BRIDGEPORT Conn. 


SELL THE BLADE 
THAT SELLS BEST 


STAR moLY GR nace saws 


Because users everywhere know that 
Star “Moly” hack saw blades do the best 
job, fastest, they are the easiest to sell. 


Our policy of exclusive sale through 


accepted channels of hardware distri- 
bution only, protects you fully. 



































74 BASSICK 
DISPLAY THAT 


SELLS Quakly 


Cane 





DISPLAY. 


ie Complete with samples, metal bed 
_ sotket gduge, catalog and dis- 


- play card, is given fo you at no — 


‘ charge with the ‘Bassick Qualiiy. 


cme tise iat 


“THE quauity GROUP 


‘35 Sets of Casters, 
Slides and Sockets. 


DIAMOND DART 
4 BULL FLOATING ~~ 
| BALE BEARING CASTERS 
The finest household casters — 
that have ever been availa- 
ble af economical Prices 

_ Three sizes, 1%", 1%" and 2 
diam. wheels. 


"DETACHABLE METAL — 


Six sizes...Made to fit in metal 
bed legs with the same size 





display block. 


ee 


PLATE CASTERS 


“Especially adapted for 
Fs , trunks and gen-' 
- eral utility purposes. Two 
sizes, 1%" and 14" diam- 
| eter ee 


cme sees rematse 
eer. 


THE BASSICK COMPANY 


Connecticut 


Bridgeport 
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BED CASTER SOCKETS | 


holes as those on back Of. 





I “DIAMOND. DART BALL BEARING 








are required to sell the goods on 
their territory. 

Question No. 4—“DO YOU CRE- 
DIT GOODS RETURNED AS DE- 
FECTIVE, OR REPLACE THEM 
TO CUSTOMERS ‘NO CHARGE’?” 

Answer—lIn practically all cases 
defective goods are replaced “no 
charge,” the claim being made that 
it saves much detail work. 

Question No. 5—‘WHAT PER- 
CENTAGE OF DEFECTIVE 
GOODS RETURNED TO MANU.- 
FACTURERS DO YOU RECEIVE 
CREDIT FOR?” 

Answer—Statements received in- 
dicate that ninety percent of all the 
goods returned to Manufacturers as 
defective is credited to the account 
of the Wholesaler because of a defi- 
nite understanding with Manufac- 
turers, and no attempt is made to 
take advantage of the privilege. 

Question No. 6—“DO ANY MAN. 
UFACTURERS INSIST UPON 
DEFECTIVE GOODS BEING RE- 
TURNED TO THEM DIRECT BY 
THE RETAILER? WHAT IS 
YOUR REACTION TO THIS 
PLAN?” 

Answer—The opinion expressed 
is that it is more satisfactory and 
more econemical to have defective 
goods returned to the Wholesaler 
rather than to the Manufacturer. 
This has proven true even with the 
plan of Clocks and Watches being 
returned by the Retailer direct to 
the Manufacturer. It is thought 
that the return of defective goods by 
the Retailer to the Manufacturer 
would be an ideal condition but im- 
possible to handle from a practical 
standpoint. 

Question No. 7—“‘WHAT SUG- 
GESTIONS HAVE YOU AS TO 
THE MANNER IN WHICH THE 
HANDLING OF DEFECTIVE 
GOODS MAY BE MADE MORE 
SATISFACTORY ?” 

Answer—The following are ex- 
tracts from letters received: 

House No. 1—‘“We are endeavor- 
ing to improve our handling of the 
entire returned goods problem as 
follows: 

First, by improving the quality of 
our warehouse help and, therefore, 
reducing errors; secondly, by em- 
phasizing in the minds of our own 
salesmen the necessity of a reason- 
ably firm stand in the matter of de- 
fective goods, and third, the building 
up of a similar feeling in the retail 
dealer’s mind.” 

House No. 2—‘“Our total credits 
in 1935 amounted to 1.8% of sales. 
This is made up as follows: 


Defective merchandise 


and freight ; 1.1% 


Goods returned because 
of errors in shipping.. .25 
Transfers from one cus- 
tomer to another, or 
from our salesman to a 
customer .. 
Allowances ........ 


. 2 of _l\% 
.25 of 1% 


Where possible we replace ‘no 
charge’ defective merchandise.” 

House No. 3—“While we don’t 
like the return of defective goods 
we believe it is to our interest to 
have all defective material returned 
to us rather than direct to the manu- 
facturer. We are as much inter- 
ested in the amount of material 
coming back as being defective as 
we are in the sale of merchandise. 
lf we get too many complaints it 
would appear that the line is not 
correct for us to handle.” 

House No. 4—“Our Claim Depart- 
ment handles each individual case 
upon its merit and they have broad 
discretion in allowing or rejecting 
a claim. Our percentage of actual 
returned goods, exclusive of allow- 
ances, is less than the percentage 
quoted by you, due, I think, to the 
efficient management in which our 
Claim Department is handling this 
matter.” 

House No. 5—“The merchandise 
should be inspected to check 
whether it is defective and if really 
defective irrespective of what the 
burden is, such merchandise should 
be replaced and properly cared for 
without any penalty on the buyer.” 

House No. 6—“We have a liberal 
policy pertaining to returned mer- 
chandise, if we feel the customer 
believes he is right, and is not try- 
ing to be unfair in his claims.” 

House No. 7—“We believe that 
the matter of returned goods is pure- 
ly one of policy to be adopted by 
each house and applied to each indi- 
vidual customer on the company’s 
books. Occasionally we find a cus- 
tomer who undertakes to abuse the 
privilege that we allow of returning 
goods and we do not hesitate to deal 
with that customer as the facts 
warrant.” 

House No. 8—“An old problem; 
have to work on it year after year. 
I believe it always will be a source 
of expense and worry.” 





General Hardware Catalog 


No. G. — on carpenters’ and me- 
chanics’ tools, agricultural supplies, 
motor oil, general and builders’ hard- 
ware, garage equipment, roofing, paints, 
varnish, and automobile refinishing 
materials. Catalog is profusely illus- 
trated. Descriptions contain complete 
Issued in November, 1936.  Strevell- 
Patterson Hardware Co., Salt Lake 
City, Utah. 
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MR. DEALER: 
YOU CAN SAFELY RECOMMEND 


ANY ROOFING 


P ROVIDED its surface—that is, its protective top 


coating—is composed of STA-SO; a surfacing material of ever- 
lasting Vermont slate—crushed into flat, overlapping particles— 
widely used by leading manufacturers to completely seal and 
permanently protect the surface of their make of roofing. 
STA-SO surfacing defies time, weather, sun and fire—with 
Nature’s eternal power. STA-SO, on roofing, does not drop out 
or wash off and it sheds water perfectly. It comes in many colors 
and they never fade. 


STA-SO, as you see it on roofing, carries no brand name or 
label. To make sure that any roofing you handle is surfaced 
with STA-SO, write us for information. 


No Roofing Is Better Than Its SURFACE 
CENTRAL COMMERCIAL CO., CHICAGO 


YOU CAN ALWAYS SAFELY RECOMMEND 
ANY ROOFING SURFACED WITH 


° STA-SO"52 ° 











See 
the 


POINT 
...it's sharp! 


All-steel spindles have greater strength and 
make it possible to grind sharper points. Ar- 
cade Dampers are famed for their sharp points 
and the ease with which they pierce pipes. 
Made of cast iron . .. accurate in size . 
smooth in finish. 

Write for details and literature on the complete 
Arcade line. 

ARCADE MFG. CO., 1201 Shawnee St., Freeport, Ill. 


ARCADE 


HARDWARE 























Its many uses mean 
greater demand—constant 
turnover—more profits... 


“Black Leaf 40” enjoys a great consumer de- 
mand. Its year round salability is due to its 
many varied uses. Every person who grows 
flowers or vegetables, raises poultry or live- 
stock or owns shrubs, evergreens or fruit trees 
is a prospect for “Black Leaf 40.” 


WIDELY ADVERTISED 


This year almost 4,000 magazines and newspapers, 
reaching into every corner of the United States and 
Canada, are being used to help send customers to 
you. Cash in on this widespread campaign. Use the 
attractive display material that will be gladly fur- 
nished. You'll find that “Black Leaf 40” is a real 


profit-maker. Ri! 
TOBACCO BY-PRODUCTS 


AND CHEMICAL CORPORATION 
INCORPORATED + LOUISVILLE, KY. 





APRIL 8, 1937 











ed 
a 
ru 


L AS ee) 
Ad 
> 
od 


& 


TRIPLEX 
NUTS 





NUTS You'll Respect 


Toughened to prevent splitting, TRIPLEX Nuts stand 
wrench abuse. Exact size, fuller threads, 100% bear- 
ing surface—hot pressed, cold punched, chamfered- 
and-trimmed and semi-finished. 


Send for samples, catalog and price list. 


THE TRIPLEX SCREW CO. 
5301 GRANT AVE. CLEVELAND 


IPLEX 


COMPLETE LINE OF CAPVAND SET SCREWS, BOLTS AND NUTS 
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Many customers buy one or two drills 
at a time. If you want to build up 
more profitable volume—show them 
“Greenfield” Drills in sets. 

Sets Nos. 10, 11, 12 are put up in 
handy dust proof steel containers. 
Panels that fold like book leaves 
hold each drill securely. An index 
stamped on the panel gives the size 
of each drill, tap size and decimal 
equivalent. 

The drills in these sets come in popu- 
lar sizes. Set No. 10 contains 13 Car- 
bon Jobbers’ Drills, sizes 1/16” to 
Y4,” by 64ths; Set No. 11, 29 Carbon 
Jobbers’ Drills, sizes 1/16” to 44” by 
64ths; and Set No. 12, 60 Carbon 
Wire Gage Drills Nos. 1 to 60 inclu- 
sive. Corresponding sets also avail- 
able in high speed steel. 

Like all “Greenfield” items, these 
sets are highest quality, and are 
priced right for quick turnover. 


GREENFIELD TAP & 
DIE CORPORATION 


Greenfield, Massachusetts 


Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 
In Canada: Greenfield Tap & Die Cor- 
poration of Canada, Ltd., Galt, Ont. 


GREENFIELD 
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Bankruptcy Act Amendment 


Protects Commission Salesmen 


NDER the Bankruptcy Act as 

originally worded, priority over 
the claims of general creditors was 
given only to salesmen who received 
their renumeration in the form of 
salary. Since a great many sales- 
men had been working on a straight 
commission basis, particularly dur- 
ing the depression when salaries 
simply did not exist, this clause of 
the law, intended to protect sales- 
men, did not do so. 

Consequently, in the last Congress, 
Section 64 of the Bankruptcy Act 
was amended to give priority to 
“wages due to workmen, clerks, 
traveling or city salesmen on salary 
or commission basis, whole or part 
time, or servants, which have earned 
three months before the date of the 
commencement of proceedings, not 
to exceed $600 to each claimant.” 

As the bill (H. R. 137) was favor- 
ably reported by the Judiciary Com- 
mittee of the House and passed the 
House itself on February 24th, it 
will doubtless be enacted. 

The text of this amendment reads 
as follows: 


AN ACT 


To amend section 64 of the Act 
entitled “An Act to establish a uni- 
form system of bankruptcy through- 
out the United States,” approved 
July 1, 1898, and Acts amendatory 
thereof and supplementary thereto. 

Be it enacted by the Senate and 
House of Representatives of the 
United States of America in Con- 
gress assembled, That subdivision 5 
of paragraph (b) of section 64 of 
the Act entitled “An Act to estab- 
lish a uniform system of bankruptcy 
throughout the United States,” ap- 
proved July 1, 1898, and Acts 
amendatory thereof and_ supple- 
mentary thereto, be, and is hereby, 
amended to read as follows: 

“(5) wages due to workmen, 
clerks, traveling or city salesmen on 
salary or commission basis, whole 
or part time, or servants, which have 
earned within three months before 
the date of the commencement of 
proceedings, not to exceed $600 to 
each claimant.” 





Coming Conventions and Events 


Associated Pot and Kettle Clubs An- 
nual Convention, Hotel Gearhart, Gear- 
hart, Ore., June 25 to 27 inclusive, 
1937. J. M. Robertson, secretary-trea- 
surer, 4725 District Blvd., Los An- 
geles, Cal. 

The Retail Hardware Association of 
Alabama annual convention and ex- 
hibit, Tutwiler Hotel, Birmingham, 
Ala., May 4 to 6 inclusive, 1937. J. H. 
Crowe, secretary, 410 N. 2lst St., Bir- 
mingham, Ala. 

The Hardware Association of the 
Carolinas, 33rd annual convention, 
Winston-Salem, N. C., at place to be 
later designated, June 8 to 10 inclusive, 
1937. Arthur R. Craig, secretary, 803 
Commercial Trust Bldg., Charlotte, 
N. C. 

Eastern Hardware Golf Association’s 
Third Annual Tournament, Buckwood 
Inn, Shawnee-on-the-Delaware, Pa., 
May 20 to 22 inclusive, 1937. H. L. 
Gillian, secretary, care Wood Shovel 
& Tool Co., 50 Church St., New York. 

The Institute of Cooking and Heat- 
ing Appliance Manufacturers, Inc., 
Mid-Year Convention, French Lick 
Springs Hotel, French Lick Springs, 
Ind., June 3 to 5 inclusive, 1937. In- 
stitute Headquarters: Shoreham Hotel, 
Washington, D. C. 

The Louisiana Retail Hardware & 
Implement Association convention, 
Alexandria, La., May 17 and 18, 1937. 
Headquarters hotel to be announced 
at a later date. A. H. Aucoin, execu- 
tive secretary, 336 S. Rampart St., New 
Orleans, La. 


The National Association of Sheet 
Metal Distributors 26th annual meet- 
ing, Hotel Cleveland, Cleveland, Ohio, 
May 5 and 6, 1937. George A. Fern- 
ley, secretary-treasurer, 505 Arch St., 
Philadelphia, Pa. 

National Retail Hardware Associa- 
tion’s 38th annual congress, Biltmore 
Hotel, Los Angeles, Cal., July 12 to 15 
inclusive, 1937. H. P. Sheets, manag- 
ing-director, 130 East Washington Bldg., 
Indianapolis, Ind. 

Southern Hardware Jobbers’ Associa- 
tion, 47th annual convention, jointly 
held with American Hardware Manv- 
facturers’ Association, 74th semi-annual 
convention, Hotel Roosevelt, New 
Orleans, La., April 19 to 22 inclusive, 
1937. Secretary Manufacturers’ Assn.: 
Chas. F. Rockwell, 32 Madison Ave., 
New York City. Secretary Jobbers’ 
Assn.: T. W. McAllister, 1020 Grant 
Bldg., Atlanta, Ga. 

Triple convention of the Southern 
Supply and Machinery Distributors’ 
Assn., the American Supply and Ma- 
chinery Manufacturers’ Assn., and the 
National Supply and Machinery Dis- 
tributors’ Assn., New Peabody Hote!, 
Memphis, Tenn., May 10 to 12 inclu- 
sive, 1937. Secretary, National Asso- 
ciation: H. R. Rinehart, 505 Arch St., 
Philadelphia, Pa. Secretary, American 
Association: R. Kennedy Hanson, 916 
Clark St., Pittsburgh, Pa. Secretary, 
Southern Association: Alvin M. Smith, 
c/o Smith-Courtney Co., Richmond, Va. 
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Saves Air! 
Saves Time! 
Saves Paint! 


There are profits for you in this new pressure 
cup gun, representing an important advance in 
paint spraying equipment. It results in better 
coverage, saving in paint, economy of air, 
elimination of lap marks. 

Quick change nozzles serve wide range of 
spraying needs. Easily adjusted from light to 
heavy spray. 

Made in an external atomizing model for 
paints and enamels and an internal atomizing 
model for quick drying lacquers. Attachment 
available for use with material tank. 

Write for attractive dealer proposition and a 
folder describing the New Saylor-Beall Paint 








Spray Guns, Gas and Electric Driven Com- 
pressors, Material Tanks and Fittings. 


SAYLOR-BEALL MFG. CO. 


1509 East Philadelphia Ave. Detroit, Michigan 











Plan for COMFORT 
in New York 


Tuousanps of guests have complimented 
us on the beautiful new rooms in Hotel 
McAlIpin. They are spacious, immaculate, 
tastefully furnished. They were planned for 
complete comfort. Add to this the time-sav- 
ing location of the McAlIpin, its fine food, 
its friendly service—and you have the main 
reasons why you should make this popular 
hotel your home in New York. 

JOHN J. WOELFLE, Manager 


Hotel 
M-Alpin 


The Centre of 


Convenience 











B’WAY at 34th ST. 
New York 


Rooms with Bath from 


850 4,00 450 


Single Double Twin-Bedded 











Naturally —Watson-Standard Dealers have 
unusually profitable raint departments. It's 
a matter of mathematics that means more 


money for you. 
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Sell Them 
by the set 


Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the users. 


It isn’t hard. Every mechanic needs the entice ost to Bo work, end % 
resolves itself to a quertion of selling him once or teen times. Bring 
out the value of the case, its Ses the Sits tn ender ana meer at 
hand, preventing lees, ete. 
Forstner Bits are the only bits an are not dependent & center or 

level to guide them. They cut from the outer rim. The cutive curtane, s 
at work all the time,-no jagged ends; every part of the work is smooth and 
polished. They their way through hard, knotty, ctoss grained wood, 


leaving a smooth hole and clean, polished surface. 
Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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MARK-TIME 


CLOCK-WATCHERS 
Help Other Sales 





The De Luxe Clock Watcher Gift Set. Available 
in ivory, red and chromium or black, red and 
chromium with or without salt and pepper shakers. 


You find ready customers for MARK- 
TIME Clock Watcher because of its 
many practical uses. Invaluable for 
timing all kinds of ong ... from 
boiling eggs to baking cakes. 

A musical chime signals when 
time’s up. Can be set with a twist of 
the wrist to signal after any period of 
time from 1 minute to 60 minutes. 

Other home uses are: to time Baby’s 
schedule, medical applications, sun 
lamps, music lessons and practice 
periods, short naps, etc. Needed in 
schools, studios, professional offices, 
gymnasiums, laboratories, to time 
study or speaking periods, lessons, 
treatments, tests, etc. 

Helps your sales of appliances, too 
—especially stoves. Most of the lead- 


, ing stove manufacturers build the 


Clock Watcher into their de luxe 
models. Sell the Clock Watcher sepa- 
rately and it moves lower- priced 
stoves or left-over stock. Get in on 
this big market. 





| Stock MARK-TIME Portable Switches. 
d They turn current ON or OFF for 
roasters, fans, water coolers. 


Novel, useful, 
inexpensive 
Time Switch. 


MARK-TIME 


M.H. RHODES, Inc., NEW YORK 





~ 
M. H. RHODES, Inc., | 
Rockefeller Center, New York. 

| 


Send me cataiog and list of markets for 
Clock Watchers.... Portable Switches.... 
Wall Switches.... 


elie at acta 





City Hardware Merchants Face 
Co-op Competition 


(Continued from page 95) 


supply. I brought one booklet 
here. I won’t mention any names 
in this talk, but you may believe 
me that these thinks are so. Here 
is a booklet from a company on 
lower Broadway, New York, con- 
venient to the offices of many of 
the larger corporations. It says: 
“We sell standard, nationally ad- 
vertised merchandise at savings 
of from 20 per cent to 40 per cent 
from retail prices.” 

Here is a list. It includes eight 
radios, standard makes, any model 
you desire, models and makes we 
are all familiar with and perhaps 
most of us have in our stores, at 
30 per cent to 40 per cent dis- 
count from legitimate retail prices. 
Refrigerators—here they list all 
of the standard makes, and on 
these they give discounts from 15 
per cent to 25 per cent. 

Any standard make silverware, 
any name at all that you desire, 
as long as it is a standard nation- 
ally advertised brand—25 per 
cent to 35 per cent off. They don’t 
have any in stock. 

All the standard make watches, 
furniture, mattresses, automobiles, 
vacuum cleaners, and so on—20 
per cent to 30 per cent discount 
on retail prices. Waffle irons made 
by five or six standard nationally 
known makers; washing machines, 
20 per cent to 25 per cent dis- 
count; cameras; gas and electric 
ranges; leather goods; musical in- 
strument; electric trains, and 
so on. 

There is no need of dwelling 
upon what they will supply be- 
cause there is no limit—they will 
supply anything. In one place I 
asked for a nationally known make 
of tool chest. They didn’t have it, 
but they would have it in an hour 
if I would come back. In tools 
there is only one make they won’t 
supply. Every other make they 
will supply at a discount of 10 
per cent to 15 per cent. 

The ramifications of their 
sources of supply are numerous. 
They will supply anything you 
really want. If the article that 
you want is not on display they 
will tell you, “Go to a dealer 


somewhere or to the manufac- 
turer’s show-room. In the case of 
a car or a refrigerator, go to the 
manufacturer’s show-room. Go 
there, look them over, get the 
model number you want, get the 
price they will sell it for, come 
back, and we will tell you what 
we can do on it.” 

When you come to the point of 
really placing an order, of course 
it is strictly a cash transaction. 
You must pay all of the cost or 
part of it when the order is placed. 
They don’t take any chances with 
credit sales like we hardware fel- 
lows do. In most cases, if it is a 
small item that can be easily 
handled, the general rule is to 
order the material at noontime 
and have it there in the evening, 
pick it up and take it away with 
you. If you won’t take it with you, 
you have to pay the transporta- 
tion charges. 

In some instances they have ar- 
rangements with retail dealers 
who have exclusive franchise mer- 
chandise which has been sold to 
them with the understanding that 
they will sell only to the con- 
sumer. These services have ar- 
rangements with such dealers— 
they will buy around all over the 
country, one or two at a time, so 
as not to create any large with- 
drawal from any stock—and they 
supply it in that way. 

But in most cases the customer 
is referred to a jobber, and in the 
downtown district of ‘New York 
there are half a dozen or more 
very small jobbing houses who 
cater almost exclusively to these 
“second-story places,” as they are 
called. 

Then we have the corporation 
buying services, which again fall 
into two classes. When a corpora- 
tion will sell material that it 
makes itself, to employees, we 
can’t really question that point, 
because they make it and it is 
their merchandise, even though 
they may be in conflict with some 
retail dealer. Such sales are only 
a courtesy proposition. 

But when a corporation main- 
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ADD 


TO YOUR 
INCOME 


BY OFFERING A 


AWN MOWER 
SHARPENING 
SERVICE 


THE IDEAL LAWNMOWER SHARPENER is positively the last word in 
lawnmower sharpening equipment. Fast and accurate, it replaces 
the old hand sharpening method and does a far better job. Hundreds 
of dependable Hardware Dealers offer this service to their cus- 
tomers and make a handsome profit on the side. COMPLETE 
PLANS FREE! Our free plans show you how to establish a 
successful lawnmower sharpening business as 
a part of your present service to customers. 
Many stores average from $30 to $40 PER 
WEEK on the Ideal Sharpener which requires 
only the spare time of one of the clerks to 
operate. Send for free catalog today. 


THE FATE ROOT HEATHCOD. 


702 BELL ST. © PLYMOUTH OHIO 
















Pardon me for butting in: I’m looking 
for some additional lines to represent. 
Know where | can find any good 
ones? 














Certainly! You'll find many good 
accounts advertising under the 
heading of “Sales Representatives 
Wanted” in the Classified Sec- 
tion of HARDWARE AGE. Read 
the ads in every issue and you 
will be reasonably sure to find 
the kind of a line you want. 
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ee 
THIS NATIONALLY ADVERTISED GARDEN SPRAY 


\ 







both SUCKING 
and CHEWING 


GARDEN 
INSECTS 


It’s America’s FIRST-aid 
to gardens—the only in- 
secticide most home gar- 
deners require. 


PAYS YOU 100% MARK-UP 


ON THE SPECIAL NO. 720 DEAL 



























RED ARROW GARDEN SPRAY has a double-barrelled sales 
appeal to home gardeners because it does a double-barrelled job- 

killing BOTH sucking and chewing insects with one spraying in- 
stead of two. And Red Arrow pays you double—the No. 720 As- 
sortment costs you $5.20 and retails at $10.40. Nationally adver- 
tised in magazines and newspapers reaching more than 13,000,000 
families, Red Arrow should have a prominent place in your 
garden supply display. Order from your jobber. Or, for further 


details, write to: The McCORMICK 
RED ARROW SALES CO. 


GARDEN SPRAY BALTIMORE, MD. 
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‘ . M 
w. C. HELLER & PRLIER, OHIO 


700 Bryant Street, M 


HELLER 


NT 
BUSINESS BUILDING STORE EQUIPME! 


20 Vesey Street, Suite 1111, 
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MILLIONS 


MORE 
ADVERTISEMENTS 
DURING 1937 





REMEMBER— NEW LOW PRICES 


You can make more money on 3-In-One 
Oil in 1937—its sales have tripled due 
to the new 10¢ price on 1 oz. cans and 
the 25¢ price on the 3 oz. cans — and 
you have a better margin of profit than 
ever before. Send for new sales-making 
displays and get your share of these 
additional profits. Write today. 

The A. $. BOYLE CO., Distributors, Jersey City, N. J. 
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tains a buying service which will 
supply anything, regardless of its 
relation to the business, it is not 
right, and is something else again. 
There are many instances. One of 
the largest corporations in the 
United States sells electric bulbs 
to their employees at a third off. 
That particular business has no 
relation in any way to bulb sales 
except that they use bulbs. There 


are very few of us dealers who get ~ 


a trade discount of more than a 
third off, or equal to a third off. 
Yet any of those employees of that 
corporation, and they are scattered 
all over the metropolitan area, 
Long Island and Jersey, will buy 
these bulbs from their companies, 
taking the business away from a 
legitimate dealer. 

Perhaps we don’t think these 
competitors of ours can sell things 
for less money than we do and 
still make money. I have a Dun 
and Bradstreet report on one of 
them, a woman operator, that I 
would like to read. It shows about 
12 active buying accounts, that is, 
people she purchases from, and 
the record shows she has never 
failed to discount a bill, a good 
indication of her financial condi- 
tion. She has discounted every 
bill since she started business. This 
particular concern is run by a 
woman who formerly was con- 
nected with one of the largest and 
oldest concerns of this type of 
business and has now branched 
out for herself. She carries a 
general line of household special- 
ties and appliances, including such 
items as radios, washing machines, 
refrigerators, etc., and,also is an 
authorized dealer for a standard 
make refrigerator. Sales are 
made for cash to downtown com- 
mercial workers, who are sold on 
a cut-rate basis. Rents well-kept 
quarters on the second floor of a 
five-story building. No fires—they 
don’t have to have them. 

They have, of course, several 
advantages over us. They have no 
investment in stock, they have a 
very low expense, and they don’t 
render any kind of service what- 
soever. 

Of course, the true test of these 
different services of all types of 
distribution is whether they work. 
Maybe we are wrong. We have 
been in the hardware business, 





Their Cutting 
Ability 






BEVELED 


DAYTON 


Because they ““CUT LONGER 
MICHIGAN BETWEEN SHARPENINGS” 
—and are first on all other 
important points — Balance, Temper, Steel, 
Straight Eye — Collins Axes are responsible 
for an increasing number of profitable sales 
through hardware stores. 
Order from your jobber. If he can’t supply 
you write us. The Collins Company, Collins- 
ville, Conn. 






A complete line of For 110 years 


axes, mattocks, = p edag- 


small axes, hatch- guide tothe best 
ets, bush hooks, in axes. 
hoes. 






















CHAMPION 





STEEL TRAPS 


It will pay you to stock 
CHAMPION TRAPS be- 
cause they contain FULLY 
GUARANTEED QUALITY 
and have improved features 
okayed by trappers, yet . . 


COST YOU LESS THAN OTHERS! 
Write for sample and prices today. 
Sold by leading jobbers. 


Made by... 


CHAS D. BRIDDELL, Inc. 


Dept. HA-4 
Crisfield, Maryland, U.S.A. 
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LOOK FOR THE 


‘G&B™ LABEL 





YOUR pOTECTON AGAINST SUBSTITUTION 


LIGHT 
14-16-18 Mesh 
14-16 Mesh 





n , : 
pon deny phe my bph oy 7” 






New York City 





* don aon uh 


and SERVICE which have established the same of “G & B” as a guaranty of dependability — 


The Gilbert & Bennett Mfg. Co. 


Established 1818 - America’s Oldest Woven Wire Factury- Manufacturers 


NETTING and FENCING | 


WIRE CLOTH, 
Galvanized Steel Wire Cloth in, al all Meshes and Gauges 


Georgetown, Conn Kansas City, Mo. 
































means 
and Yetne 


os introductory 


proce 4 device attaches $e 2 op oe 
vacuum cu sizes 


Get in on this sensational money- ewe Every decora 
tricilan in your city needs a VAC-O 


brackets. Simple as A-B-C to 
trick. Applicable to practically all makes of cars , & re 


ips. 
of ladders AK. on iD an conaieet ronda. 


to attach and detach. 
prices, literature, etc. 


Be the 
ighborhood. Biggest profit maker in years. ye O- “aniP COMPANY, H. 
HUSS, Exelusive Distr., 428 Islington St., Toledo, 






inter, contractor, elec- 
-GRIP. Nothing ro Pike it on the market. 
Does away with expensive trailer and license. Can’t mar. No bolts, nuts, screws, 
Marvelous vacuum cups do = 
B.D hy y 


San Francisco 





for 
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FOR 


a simplified 


or duplication 
types 
keys for both 


cial locks. 





REAL PROFIT 
CUT KEYS 


The Detroit Key Ma- 
chine offers a new 
and profitable side 
line—key cutting in 


The special and un- 
usual design of this 
machine enables any- 
one to cut by code 

of paracentric 


mobile and commer- 


This is your opportu- 
nity for real profits. 


form. 


all 


auto- 


WRITE FOR PARTICULARS 


FL W. STEWART MFG. CORP. 





DETROIT KEY MACHINE 








34t W. HUR 


APRIL 8, 1 


ON ST.,, CHICAGO, 


937 


5.h 











Please Your Customers 
3 and Make Money..with 


ALABASTINE 
INTERIOR 


Beautiful wall effects are pro- 
duced with Alabastine interior 
finishes: Alabastine Interior 
Gloss — for kitchens and bath- 
rooms; Alabastine Semi-Gloss 
— for eggshell effects; 
Alabastine Flat Wall Paint — 
for quiet, eye-resting beauty 

and long life. a 


Unlimited Guarantee \% ‘ 
for Quality and Results. 
There is a properly for- 
mulated Alabastine 
Product for every 
painting purpose. 
ALABASTINE COMPANY 
GRAND RAPIDS, MICHIGAN 


A Complete Line of Oil Paints, Enamels, Varnishes 
and Water Paint Products 
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the Fastest Selling 
lce Cream Freezers 


will be, as usual, the 


White 
Mountain Line 


Be Prepared! 
Your Jobber is fully 
supplied 


THE 
WHITE MOUNTAIN FREEZER CO., 
INC. 
Nashua, New Hampshire 
Send for Catalog of full line 

























































GET THIS 


New, Useful 


CATALOG 


Red Dwi’ 
TOOLS 


Good To Look At 
Profitable to Use 


SEND POSTAL TODAY 
LANDON P. SMITH, INC. 
130 COIT ST., IRVINGTON, N. J. 














DENISTON 







**‘Lead Seal’? NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service 
Smart dealers everywhere sell it as a profit-maker 
and good will builkler. Note the famous ‘‘Lead 
Seal'’—the lead under the head and down the 
shank actually plugs the nail hole with lead! .. . 
Ask your jobber or write us for samples and dem- 
onstrator blocks. 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, ILL. 


ALLWAY 
Handy Saw 


New, rapid 25 et. 
seller. Cuts tubing, 
bolts, pipe, bone, 
lath. Cuts in any 
position. Saws are 
tungsten steel, with 
flexible backs and 
unbreakable han- 
dles. 6 complete 
| saws on card—6 
extra blades. 24 
cards in carton. 


iy ULTRA MFG. CO. 
ad New York, N. Y. 


MOLE-NOTS 


A safe, sanitary, economical food 
that rids lawns and gardens of 
moles. Ready to use. No danger- 
ous gases. Also kills Gophers, Field 
Mice and Field Rats. Garden size— 


Retails at 25c 
Larger sizes: $1.00 to 
$10.00. Sold on Money 
Back Guarantee. Ask your 


















Jobber or write us. 

Also — Roach-Nots, Rat- 
Nots, Mouse - Nots and 
Ant-“*X”"’. 


275 Water St., 








New York City, N. Y. 





TRIANGLE CHART 
SOLVES TRIANGLES BY INSPECTION 


400 iS FASTER 
TRIGONOMETRY 
¢ 








Woven Steel Rubbish Burners 


Two new popular 
sizes. Large enough 

» for majority of 
families. Net 
prices per doz., 
$14.40 & $18.00, 
F.O.B. Prov., 
R. I. Shipped 
K.D. Easy to 
assemble. 


H. B. BORNSIDE 
PROVIDENCE, R. |. 
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all of us, for a good many years, 
but that doesn’t mean that our 
way of doing business is right. 
We must consider these things 
from all angles, and I think the 
real test as to whether or not we 
are right is to compare the differ- 
ent services that we furnish and 
the services that these buying 
groups furnish. 

In the first place, we have gone 
to a lot of trouble to locate very 
convenient to people who we be- 
lieve will buy from us. In most 
cases we pay a little more rent 
than perhaps we should pay, just 
to be convenient and make it 
easier for the mass of purchasers 
to buy from us. 

We carry a complete stock. Our 
general mark-up is not too high, 
as the national average profit 
shown by the most successful 
dealers is only about 6 per cent. 

A customer can come in and 
spend all day and look around at 
several different makes, ask ques- 
tions about them, make compari- 
sons, and finally make their de- 
cision. 

Then, after the purchase is 
really made, we are still there, we 
are there convenient to the cus- 
tomer to answer any questions that 
might have arisen in the use of 
this particular article and to ser- 
vice it if necessary, in most cases 
where minor adjustment is neces- 
sary without any cost to the cus- 
tomer. On the other hand the buy- 
ing service only hands over the 
goods and collects the money. 
Which system serves the public 
best? 


Palmgren Stapler 











This stapler has a capacity of a 
thousand staples in one loading, and a 
visible staple supply. Maker states its 
action is smooth and easy and it is 
clog proof. Stapler will fit in vest 
pocket. Suitable for use on wood, 
paper, leather, canvas, felt, fibre, screen 
and many other materials. Chicago 
Tool & Engineering Co., Inc., 8389 S. 
Chicago Ave., Chicago. 














When your sales volume goes up, 

don't let the small items slip away. 

Keep a good stock of HINDLEY WIRE 
GOODS on hand. 


BRIGHT & BRASS SCREW EYES & HOOKS. GATE 
HOOKS & EYES—CUP & SHOULDER HOOKS. 
EYE BOLTS—COTTER PINS — SPECIALTIES. 


HINDLEY MFG. CO., {,19%" Shiss. ak. 1. 














PACKAGED TO FIT THE 





The small handy size tins ef 
GARDINER Repair-All Solder 
(Acid Core) make it popular for 
home use. Farmers, ges, 
mechanies and other large users 
of solders buy the |, 5 


pound spools. The uniform high quality of GARDINER 
ge. Your jobber ean 
solid wire selders and 


& Chirdin er Re; 
C (METAL CO.g e% 


Repair-All is part of every packa 
supply you. Also makers of bar and 
babbitts. 


a V4 


4821 So. Campbell Ave., Chicago, Il. 











ROCHESTER ADJUSTABLE 
SASH BALANCES 
A product of Guar- 
anteed quality. Real 
profit in handling 
them. 
Write for prices. 


Rechester Sash Balance Co., Ine. 
Rochester. N. Y. 














"BUNSHINE 
{ Lrench Proces> 


cHAM 


MADE IN U.S.A.’ 


ASK .YOUR JOBBER 


HOYT & WORTHEN 
TANNING CORP. 


HAVERHILL MASS. 





STKEL MORTAR HODS 

Ne dripping eonte 
the user’s back. 
Made entirely of 
steel with wooden 
shoulder saddle 
and handle. 






26"x12” wy The 
” fork pressed 
) 33 1% from heavy gauge 
Write for prices. 
The Cleveland Wire Spring Co. 
EF. 88th St. and Hamilten Ave. 








* = Cleveland, Ohio 3 . 
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B. & C. No. 62 Screw Wrench 


A quickly adjusted, sturdily con- 
structed wrench for all general use. The 
Handle, Frame and Bolster are made 
into one piece and powerfully braced. 
Every part is perfectly case-hardened 
to withstand the severest wrench ser- 
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APER LJANGERS’ (KNIVES 


Stay - Sharp see a R. Murphy 


HOW IS YOUR 
Stock of this 
splendid line of 
work knives? 
Shoe Knives 
Oyster Knives 
Skiving Knives 
Rubber Knives 
Clam Knives 
Mackerel Knives When a customer asks for a Paperhanger’s Knife— 


Srerias Katves and you say—‘Yes, indeed—here is an R. MURPHY 











. vice. 6 popular selling sizes: 6 to 21 ins. ileloth Knives = _knife!”—you have made another good friend for 
Plaster Knives your cutlery counter. That is true of the entire 
rane gg seme ‘eats Kitehen Knives | MURPHY line of work knives. For the sake of a 
BEMIS & CALL CO. Ba Manual Training more profitable cutlery —— you should carry the 
o ng K complete line. Catalog and prices on request. 

s SPRINGFIELD, MASS. ‘a glnsy ; p ee 
matt Btades an obert Murphy’s Son’s Co., Ayer, . 
ir for 
ages, 
users 





PROFIT 6y EDLUND 


Can ea Advertising 


2 With the new consumer advertis- 

— ing campaign now under way for 
EDLUND can openers, it is to your 
advantage to cash in on this na- 
tional advertising. Tie in with this 
campaign by featuring this famous 
EDLUND product. 

Other EDLUND products include 
egg beaters, jar openers, bottle 
openers. and knife sharpeners. If The 
you are not familiar with them EMBLEM 
write to your jobber at once or di- 
rect to manufacturer for catalog 


of 
and prices. QUALITY 


EDLUND CO., Burlington, Vermont 




















NEW! 


The Best “Catch” 
of the season in these 


NEW DISPLAY NETS 


Profitable assortments of 
Sponges that will SELL. 
Invitingly displayed to their best 
advantage in the handiest con- 
tainer you ever saw. 
No. NA Assortment. 
36 pes. one Yellow, and Wool. 
riced 25¢ to $1.00. 
Retail Value "si0. 00. Cost te Dealer $6.00. 
Also many other combinations. 
Through your jobber. 


Schroeder & Tremayne, Inc. 


St. Louis, Mo. New York, N. Y. 
500 N. Commercial 291 Chureh St. 
San Francisco, Cal. Montreal, Can. 





37 California St. 455 St. Sulpice 








Meet the Spring 
Demand with Schaefer 
Radiator Furnace 
and Flue Brushes 


It’s service, not price, 
that determines the value 
of a brush. And Schaefer 
brushes are long on ser- 
vice. They’re built that 
way. No one can be dis- 
appointed with his bar- 
gan when he buys Schaefer. Remember, with Schaefer, it’s service 
satisfaction or money back. Write for prices. 


SCHAEFER BRUSH MANUFACTURING CO. 
117 W. Walker St. Milwaukee, Wis. 














ALWAYS NEEDED! 
A List of 


WHOLESALE 
HARDWARE 
HOUSES Giving 


Names and Addresses; Capitaliza- 
tions; Lines Handled; Territories 
Covered; Number of Men Travelled: 
Names of Officers and Buyers. 


ER a SOR ante pene 





Useful for 
PERSONAL SALES CONTACTS 
Price $10.00 a Copy CREDIT DEPARTMENT 
Cheek with Order DIRECT MAIL WORK 


HARDWARE AGE VERIFIED LIST 
239 W. 39th ST.. NEW YORK, N. Y 
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now manufactured and sold exclusively 
by W. J. DENNIS & COMPANY 


for 37 years makers of 
Clincher Weather Strips, 

Dennis K-D Screen Frames, 

Screen Hangers, Squeegees, 
and other fast selling specialties. 
Complete New 1937 Catalog just 
off the press. Write for free 
copy today, giving your jobber's 
name and address. 


WwW. J. DENINIS & CO. 


2110-20 WEST LAKE ST. <<«CHICAGO 





" Ask for Samples 
and Prises 





IMPERIAL WEANERS 


Four effective, basic 

styles of weaners are il- 

lustrated. These and other 

variations are stocked in 

cow, yearling and calf 

sizes to meet individual 

and regional preferences. 

They are priced to sell at THISTLE 
local levels—at a profit. 


Correct design, persistent 
quality and consistent 4 
consumer advertising 
have made IMPERIAL ¥ 
weaners the time tested § 
market leaders. Specify 


them to your Jobber. 


——. IMPERIAL BIT & sais 
RACINE SNAP CO. WISCONSIN 























Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue published on August 27, 1936. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


College Point, L. I.: Who makes 
row locks where one sits facing the 
front of boat and boat travels in the 
same direction one faces?—Queens 
Marine Sales & Service. 

ANSWER: Graham Products 
Co., 1532 High St., Lansing, Mich. 


* #2 


Woonsocket, R. I.: Who makes 
Hamaco all wheat paste?—Thos. C. 
Mee Co. 

ANSWER: Haberland Mfg. Co., 
Passaic, N. J. 


* + 


Daytona Beach, Fla.: Who makes 
the Key Brand insecticides?—Dunn 
Bros. Hardware Co. 

ANSWER: Interstate Chemical 
Mfg. Co., 21 Carbon Place, Jersey 
City, N. J. 


* # # 


La Moille, Ill.: Who makes the 
Speeder foot power sickle and knife 
grinder?—La Moille Implement & 
Supply Co. 

ANSWER: Prairie Du Chien 
Tool Co., Prairie Du Chien, Wis. 


* * * 
Plainfield, N. J.: Who manufac- 


tures the Master fertilizer spreader? 
—A. M. Griffin Hardware Co., Inc. 


ANSWER: Master Planter Co., 
4916 W. Grand Ave., Chicago, III. 


* * + 
Fargo, N. Dak.: Who manufac- 
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tures the Hercules grain scoop?— 
Dakota Harness & Hardware Co. 

ANSWER: Webster Mfg. Co., 
4401 Cortland St., Chicago, Il. 


- “ae... 


Martins Ferry, Ohio: Who makes 
the Go-Ite aluminum fishing reels? 
—Leo Craver Hdwe. 

ANSWER: Go-Ite Mfg. Co., 
Flint, Mich. 


+ + 


Madison, Me.: Please furnish 
name and address of the company 
who manufactures the Heatilator 
fireplace heating unit?—The J. R. 
Emery Co. 

ANSWER: Heatilator Co., Syra- 
cuse, N. Y. / 


_ eo ae 


Philmont, N. Y.: Please furnish 
name and address of the manufac- 
turer of the Watrous liquid soap dis- 
penser ?—William E. Carney Co. 

ANSWER: Imperial Brass Mfg. 
Co., 1216 W. Harrison St., Chicago, 
Til. 


Cy Ri 


Brownsville, Pa.: Who makes 
electric fence controllers for cattle 
wire fence?—Brownsville Hdw. Co., 
Inc. 

ANSWER: Prime Mfg. Co., 1669 
South First St., Milwaukee, Wis. 
One-Wire Fence Co., 1005 Main St., 
Whitewater, Wis. Leichner Electric 
Co., 2026 Fairfield Ave., Fort 
Wayne, Ind. 


Franklin Square, L. I.: Who 
makes the Welworth window fasten- 
ers?—Fred Schilling. 

ANSWER: Seymour Products 
Co., Seymour, Conn. 


eo fe 


Emporia, Va.: Who makes the 
Griptite hose clamps?—W. T. Tillar 
Co. 

ANSWER: Otto Bieber, Inc., 
1819 Broadway. New York, N. Y. 


. ow 


Boston, Mass.: Who manufac- 
tures the King sash lock?—S. 
Simons Hardware Co. 

ANSWER: Graffam Metal Prod- 
ucts Co., 34 Southbridge St., Wor- 


cester, Mass. 
* * # 


Massillon, Ohio: Who makes the 
Sheldon metal working lathes?— 
Becker Hardware. 

ANSWER: Sheldon Machine Co., 
3249 Cottage Grove Ave., Chicago, 
Ill. 


© 4 © 


Lenoir, N. C.: Please furnish 
name and address of the manufac- 
turer of Boss casters?—Bernhardt- 
Sagle Co. 

ANSWER: Tucker & Dorsey 
Mfg. Co., Indianapolis, Ind. 

* * * 

Boston, Mass.: Who makes the 
J.I.C. solid oak stable pail?—Egles- 
ton Hdwe. Co., Inc. 

ANSWER: St. Louis Cooperage 
Co., Ft. Arsenal St., St. Louis, Mo. 
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Send For 

The New 
List and 
Prices! 
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4 if TORCHES 
Hi KNOWN 
wig EVERYWHERE LETTERS, FIGURES, HOUSE NUMBERS 

CLAYTON &LAMBERTMFG.CO.| ||| PRMEMAX SALES DIVISION 


DETROIT, MICHIGAN 38301 Highland Ave. Niagara Falls. N. Y. 


KNOWN QUALITY = emmy Sate. 
SHARK BRAND CHISELS COBURN 


SLIDING DOOR HARDWARE 


For nearly 50 years Coburn has 
specialized in Sliding Door Hard- 










































Beware are made in 
of ein esS oe ware. Standard sets or factory de- 
Imitations _ Sturdy and well made. signed equipment for special jobs 
peecane Ghels kanes anlar. —made by Coburn—will give your 
Because of their reputation as de- customers satisfaction and show you 

pendable tools, they sell with little + 
effort, which means sure profits to you. a profit. 
@ Stocked by leading jobbers, or write ® Since 1888 Coburn Products Have Been Dependable 
SANDVIK SAW & TOOL CORPORATION COBURN TROLLEY TRACK CO. 
47 Warren St. 740 Washington Ave., North 50 CANAL STREET HOLYOKE, MASS. 
New York, N. Y. Minneapolis, Minn. 

















STAR weer erates 


The dealer running is Cashum Treats, 
Who makes his money on “STAR” repeats— 
His roll is the proof as you can see, 

Why not profit with “STAR’S” the same as he? 






All sizes for all sizes of 
shoes. % gross pairs 
in box. Also assorted 
3 pairs on cards. Send 
for Samples and Prices. 


Sold by Leading Job- 














\ bers. 

FAcTU 

N MANE re New york city. 8 ’ STAR HEEL PLATE co., Newark, N. J. 
: eee 









CAPEWELL 


+ 

Regular Head City Head 

Extra Large Head | Goodenough 
Countersunk | Regular Ice 

Plater’s Special | Special Ice 





1:SAND’S LEVELS 
Ht ec or) 


**Factory rerio Accuracy” 
MASONS’ WOOD AND ALUMINUM 
: CARPENTERS’ WOOD AND ALUMINUM 
4 TILE SETTERS’ WOOD AND ALUMINUM 

























SAND’S-STEVENS SURFACE AND LINE 

f ‘ Catalog on Request 

| ELL | Sanp’s LeveL & Tool Company « 
MANUFAC COMPANY | 8631 Gratiot Ave. DETROIT, MICH. @ 
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CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 


at special rate of one cent a word. mini. 
mum 50 cents per insertion. 


All Other Classifications 
Set Solid, Maximum of 50 words... .$3.00 


Each additional word....... - 06 
All Capitals, Maximum of 50 words. - 4.00 
Each additional word....... 06 


Allow Seven Words for oped tive 
Boxed Display Rates 


O Omak .ccccccccceccoces eeeeeees 85.00 
Each additional ‘meh. coccccccccs 400 





Discounts for Consecutive Insertions 
& insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments 


— + —_ 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order. 
not currency. 
os * oe 
HARDWARE AGE is published every other 


Thursday. Classified forms close 13 days 
previous to date of publication. 








Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


¢ CLASSIFIED ADVERTISING RATES e 


NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc.. will 
not be forwarded. 


—e_— 
Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 








WILL BUY FOR CASH 
Job Lots 
WOOD SCREWS 


ADDRESS BOX C-507 
Care of Hardware Age 
239 W. 39th St., N. ¥. City 











FOR SALE: A MODERN WELL-STOCKED 
hardware business in County Seat town in Kansas. 
Address Box C-497, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 





GOING OUT OF BUSINESS—we have four 
sections of fine Warren shelving for sale at a 
bargain. Thirty-four feet in Jength—complete 
in every detail. Address—Velde-Hardware, Tre- 
mont, Illinois. 





MERCHANDISE WANTED-—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 





CREAM SEPARATORS—FACTORY  RE- 
BUILT (not just repaired); new machine guar- 
antee; big saving. State brand and size wanted, 
also brand and size now using. Easy terms. 
Address—Anker-Holth Manufacturing Company, 
Box 738-HA, Port Huron, Michigan. 





CASH FOR MERCHANDISE—CASH FOR 
tools, sporting goods, electric appliances, and 
what have you, in large or small quantities, new, 
used, shop worn, closeouts or manufacturers’ 
samples. We also want catalogues from manu- 
facturers selling direct. Address—F. Libby, 516 
East Broadway, Glendale, California. 





STORE LOCATED IN NEWARK, N. J. 
with complete stock of hardware, paint, plumb- 
ing and electrical supplies. Established 34 years 
in same location. Inventory $10,000. Will re- 
duce stock to meet terms. Good income which 
willing worker can increase. Have good reason 
for selling. Address Box C-502, care of Harp- 
waRE AcE, 239 W. 39th St., N. Y. City. 





FOR SALE—HARDWARE STORE, SITU- 
ATED in a large brick building, designed for a 
hardware store on a Main Street in Youngs- 
town, Ohio (which is a good business city) a 
real opportunity for a hustler; present owner 
desires to retire. For information write—John 
W. Rotzel & Son, Real Estate Brokers, 180 West 
Evergreen Ave., Youngstown, Ohio. 





FOR SALE: WELL-ESTABLISHED HARD- 

JARE, paint and housefurnishing store, doing 
a large business in builders’ housef urnishing 
hardware, paint and electrical appliances in the 
fastest growing seashore town, having a summe1 
population of over one hundred thousand—also 
adjacent to a good farming section. Inventory 
approximatel $25,000. Want cash or good 
collateral. wner wishes to retire because of 
age and ill health. Address Box C-503, care of 
Harpware AcE, 239 W. 39th St., N. Y. City. 
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FOR SALE. MAJOR 15 YEAR WELL- 
ESTABLISHED hardware and housewares store 
in Los Angeles, conducted on cash basis. Present 
owner retiring—owns building; will lease for 5 
years on 3% of gross sales. 1936 volume 
$70,000; mew _ salable merchandise inventory 
about $20,000; modern fixtures at nominal_ cost. 
Sell one-half cash and exceptional terms. Write 
1126 Rives-Strong Bldg., Los Angeles, Calif. 


PAINT DEALERS WILLING TO DEMON- 
STRATE WANTED. The Nu-Texture Stippler 
is the finest item for demonstrating in the paint 
business. Large sample panels completed in a 
few minutes. Interest—arousing store or win- 
dow demonstrations easy. Casein paint and 
ordinary paper used. Business bound to in- 
crease. Write for particulars. Nu-Texture 
Company, St. Albans, Long Island, N. Y. 


SALES REPRESENTATIVES WANTED 











WANTED SALESMAN WITH ~° ESTAB- 
LISHED HARPWARE store connections through 
Pennsylvania. To handle side line of standard 
advertised brands of plate window auto glass, 
etc. Excellent proposition for right man. Call 
in person. Address—Service Glass Works, 551 
West Market Street, York, Pa. 





SALESMEN CALLING ON FURNITURE, 

HARDWARE, department stores and jobbers. 
Reliable corporation offers permanent connection, 
We manufacture finest, fastest, patented sellers. 
Write for full-time or side-line possibilities. Ad- 
dress Dustmaster Corporation, =. H3, 600 
First Avenue North, Minneapolis, Minnesota. 





WANTED SALESMAN _ COVERING 
WHOLESALE HARDWARE trade; prefer man 
now handling established line; excellent commis- 
sion, permanent connection large manufacturer 
double and single-edge razor blades; state full 
particulars first letter. Address Box Oa ae care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 








SALESMEN: 
A RED HOT SUMMER ITEM. 


The finest insulated refrigerator picnic boxes 
for picnics, outings, fishing and auto trips. 
State lines carried and territory. 


Address The W. S. KRAUS COMPANY, 
Woodside, New York 











SALES tee nnn NOW AVAILABLE 

of fast-moving chemical 
product has several attractive ings for responsi- 
ble factory representatives with a following among 
paint and hardware distributors in New York, New 
England, and Mid-West states. 
Affiliation will be permanent and unusually lucrative. 
Tested selling helps and close cooperation assured 
men selected. Give complete details of experience 
and sales —ae 

ress Box C-513, care of Peprwans AGE 
239 W. 39th St., N. Y. City 














ESTABLISHED MANUFACTURER OF 
FAST SELLING items has several territories 
open for active salesman. See our advertisement 
this issue. Address—Nott Mfg. Company, 275 
Water Street, N. Y. City. 





TO SALESMAN NOW CALLING ON Hard- 
ware—variety—general stores. splendid __ sideline 
opportunity. Funk’s Corn Grater. Write ad- 
vising territory covered. Funk’s Corn Grater 
Co., Box 212, Waynesboro, Pa. 





WAGON JOBBERS AND DISTRIBUTORS 
—UNIQUE metal fasteners for loose chairs, fur- 
niture, and many other articles. A fine addition 
to present line. State routes and give references. 
Address Box C-506, care of HarpDWARE AGE, 239 
W. 39th St. N. Y. City. 








SEVERAL GOOD TERRITORIES OPEN 
east of Rockies, north and south, for experienced 
com for line of housewares, the 
Line No. 1 in industry. In answering, give details 
of lines you now handle, trade you call on and 
territory you cover. Address Suite 401, 1133 
Broadway, New York, N. Y. 








WANTED—A BUILDERS’ HARDWARE 
MAN, a salesman, thoroughly conversant with 
the leading lines, not exceeding forty years of 
age, and who is in position to furnish credentials 
of the highest order. A rare opportunity for right 
kind of man. Address Box C-508, care of Harp- 
waRE AGE, 239 W. 39th St., N. Y. City. 





LARGE NEW YORK WHOLESALE HARD- 
WARE, housefurnishing, electrical house require 
services of experienced men. Wide New Jersey ter- 
ritory open. Must be Jersey residents. Also open- 
ing in Westchester and Connecticut. Only those 
with following apply. State with whom employed 
past five years, confidential. Commission. - 
dress Box C-494, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 





MANUFACTURERS’ REPRESENTATIVES 
TO SELL HIGH quality line of builders’ hard- 
ware (locksets). Territories open—Albany, N. Y., 
St. Louis, Mo., Chicago, Ill., Milwaukee, Wisc, 
Must be well acquainted with builders’ hardware 
trade. This will make a valuable side line for 
the right representative. Address Box C-487, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 





ESTABLISHED MANUFACTURER WANTS 
REPRESENTATIVES NOW calling on builders’ 
hardware trade, lumber companies, or sash and 
door manufacturers. A high grade, yet moder- 
ately priced line of tamper proof casement window 
and transom adjusters. Protected territory. Lib- 
eral commissions. Advise territory covered. Ad- 
dress Box C-489, care of Harpware Ace, 239 W. 
39th St.. N. Y. City. 








BUILDERS’ HARDWARE MANUFAC.- 
TURER WITH COMPLETE line wishes to make 
connections with several salesmen now calling on 
hardware trade in any of the following States: 
Indiana, Illinois (outside Chicago), Minnesota 
and Wisconsin. Commission arrangement. Will 
turn over present accounts in territory. Prefer 
men concentrating each State. Address Box 
<u _ of Harpware Ace, 239 W. 39th St., 
NN. ity. 
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SALES REPRESENTATIVES WANTED 








POSITIONS WANTED 











POSITIONS WANTED 





SALESMEN—TO REPRESENT OLD ES- 
TABLISHED saw manufacturer offering com- 
plete line of saws, including crosscut saws and 
hand saws, to the hardware trade, opportunity to 
sell hardware jobbers and hardware dealers. Must 
travel most of time and have experience selling 
hardware jobbing trade. Give full details in first 
letter stating age, education, lines now carried, 
territory covered and how often. Address Box 
C-388, care of Harpwarp Ace, 239 W. 39th St., 
N. Y. City. 





Hardware Personnel 


Our files centain applications of several hundred ex- 
berienced — — trained employees in the hard- 
ware iodustri 

NO CH ARGE wsenvicey FOR THIS 


can to you, j phone 
ASSOCIATED’ “PLACEMENT BUREAU 


152 West 42nd S New York City 
wis, . 1802, 1803 
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SPECIALTY SALESMEN WANTED. THIS 
NATIONAL organization is expanding rapidly; 
more salesmen needed at once. on product is a 
farm specialty sold through dealers and direct by 
salesmen; on market over quarter century; recog- 
ized as giving both dealer and farmer the mar- 
ket’s leading value. Our men cover small terri- 
tories; help dealers on resale and sell direct where 
suitable dealer is not available. You must be a 
hard worker, a perpetual fighter, a closer (not 
merely a demonstrator); willing to eat with farm- 
ers and work any hours of the day; able to 
“ferret” prospects as well as close them. To 
such men, here is a real opportunity for immedi- 
ate earnings and excellent future. Outline past 
experience in detail in your first letter and why 
you think your qualifications warrant a drawing 
account from the start. Your ae = will go 
direct to the Company President. Address Box 
C-505, care of Harpware Ace, 239 W. 39th St., 


City. 


WANTED—POSITION BY HARDWARE 
MAN. Can buy, sell, merchandise, wholesale or 
retail; Massachusetts or New Hampshire pre- 
terred. Address Box C-495, care of HARDWARE 
AcE, 239 W. 39th St., N. Y. City. 


HAVE SEVERED MY CONNECTIONS 
WITH one of largest purchasing companies and 
am open for proposition as buyer or manufacturer’s 
representative. Fifteen years’ experience buying 
hardware and kindred products. Can furnish best 
of references. Address—William C. Feil, 7023% 
Sheridan Road. Chicago, III. 








COLLEGE GRADUATE, 25 YEARS OF 
AGE, with sales experience, is desirous of repre- 
senting a reliable concern in the Thiladelphia 
area. Retail hardware, jobbers or industrial ac- 
counts solicited. Commission basis. Address Box 
C-504, care of Harpware Ace, 239 W. 39th St., 
NM. ¥.. Ciez. 








SALES ACCOUNTS WANTED 


LINES WANTED 


As successful, established manufacturers’ —" we 

want one or two additional products. Now 

jobbers, department stores, syndicates “and other 8 sales 
outlets over entire country east of Rockies. Write 

giving details, to either address: 


THE HOUSE OF CRANE 
Indianapolis, Indiana—New York Office: 500 Sth Ave. 








MANUFACTURERS’ SALES PROBLEMS— 
ANALYSIS — SURVEYS — distribution — mar- 
keting. Experienced. Also knowledge of build- 
ers’ general and specialty lines, having traveled 
most of the United States. Would accept for time 
of part or entire problem. Address Box C-475, 
core of Harpware Ace, 239 W. 39th St., N. Y. 

Itv. 


YOUNG MAN, 29, WITH 15 years’ experience 
in retail hardware and_zaint line, desires position 
with retail hardware and Paint firm where future 
is definite opportunity. Two years’ college educa- 
tion. Well acquainted with all lines. Best of 
references. Single; can locate anywhere. Ad- 
dress Box C-500, care of Harpware Ace, 239 
W. 39th St.. N. Y. City. 











WELL ESTABLISHED 


MANUFACTURERS’ REPRESENTATIVES 
FINANCIALLY RESPONSIBLE, A-1 REFER- 
ENCES, will consider one additional line having 
volume possibilities for hardware, mill supply and 
kindred outlets. Eastern territory. 


Address Box C-509, care of HARDWARE AGE 
239 W. 39th St., N. Y. City 











TO THE MANUFACTURER DESIRING 
REPRESENTATION in southeast territory sell- 
ing quality products known to hardware and 
supply wholesale jobbers—detailed correspondence 
invited. Volume lines desired. Address Calho:in 

Sales Company, 405 4th St., N. E., Atlanta, Ga. 


MANUFACTURERS’ REPRESENTATIVE 
WITH EIGHT YEARS’ experience, living in Cin- 
cinnati, Ohio, and calling regularly on the jobbers. 
semi-jobbers and major hardware dealers in Ohio. 
W. Va. and Kentucky, desires an additional line 
of a reputable manufacturer. Best of references. 
Correspondence invited. Address Box hg 472, care 
of Harpware AcE, 239 W. 39th St.. N. Y. City 








HARDWARE MAN THOROUGHLY €ExX- 
PERIENCED IN retail and wholesale hardware, 
paints, sporting goods and kindred lines desires 
a position with responsible retail firm. Refer- 
ences. Capable of buying, bookkee gh and store 
management. In late forties an health. 
Free to go anywhere. Middle West or South pre- 
ferred. Salary secondary. Address Box C-428, 
care of Harpware Ace, 239 W. 39th St., N. Y 

Itv 

SUCCESSFUL HARDWARE MAN WITH 
UNUSUAL experience open for situation. Per- 
sonally acquainted with hardware jobbers, mill 
supply and mail order houses from coast to coast, 
having acted as salesman and manager for past 
25 years for reputable manufacturers, will con- 
si'er volume lines on commission basis. Address 
Bex C-512, care of Harpware AGE, 239 W. 39th 
ae. . YY. Cty. 


MANUFACTURERS’ AGENT, WITH 
LARGE FOLLOWING in the Metropolitan terri- 
tory, New York and New Jersey with hardware 
jobbing trade, automotive distributors, chains, 
and mill supply jobbers desires to represent manu- 
facturer on straight commission basis. Twelve 
years’ experience, excellent reference, good record. 
Address Box C-514, care of Harpware AGE, 239 
WwW. th &., N.. ¥. Cle. 











A RETAIL HARDWARE’ EXECUTIVE 
(Gentile), now managing large store, seeks posi- 
tion where salary and opportunity are commen- 
surate with ability. Knows complete line and 
how to merchandise it; twenty years’ experience. 
Healthy and energetic. Can buy to compete and 
still make profits. Gets cooperation and results 
from sales force. Excellent references. Address 
Box C-498, care of HARDWARE AGE, 239 W. 39th 
a. N.. ¥.. Cary. 


HARDWARE CLERK—YOUNG AND AG- 
GRESSIVE, thoroughly experienced in retail and 
wholesale builders’ and shelf hardware, and apart- 
ment house supplies, also paints, tools, plumving, 
electrical and engineers’ supplies. Good knowl- 
edge of buying and selling. Desire to locate 
permanent position where hard work and produc- 
tion will be appreciated. Best references for 
reliability, character and production. Fs aa ress 
Box C-486, care of Harpware AGE, 239 W. 39th 


st... .. Zs Cay: 


RELIABLE HARDWARE AND_ INDUS. 
TRIAL SUPPLY man of ability. Experienced 
in general and builders’ hardware, tools, sport- 
ing goods, electrical supplies, household ware, 
paints; in fact, all kindred lines sold by high-grade 
general hardware store, including plumbing, mill 
and factory supplies, machinery and equipment. 
Capable salesman and sales executive, both retail 
and wholesale. Experienced retail store manager, 
practical organizer, and merchandiser. Experi- 
enced sales manager for hardware and mill supply 
jobber. Specialty selling, sales promotion and 
sales engineering work. I am strictly te.nperate, 
aggressive, tactful, have pleasing personality, and 
will give you honest, faithful, trustworthy, and 
productive representation and service. Address 
Box C-499, care of Harpware AGE, 239 W. 39th 


St.. N. Y. City. 


CAN ASSIST SALES OR ADVERTISING 
MANAGER. Young man, 22, has been close to 
the merchandising end of the hardware line for 
the past four years as assistant to the sales man- 
ager of a large New York mail-order wholesale 
hardware house and counter salesman for a bolt 
wholesaler. Seeks position as assistant to the sales 
or advertising manager of a hardware manufac- 
turer or whclesaler in New York or New Jersey. 
Has supervised large mailings, assisted in compil- 
ing catalogues; can type, operate addressograph, 
mimeograph. Now in third year at New York 
University School of Commerce evening classes 
majoring in advertising and marketing. Has rec- 
ommendation of former employers. Address Box 
C-510, care of HarpwarE AGE, 239 W. 39th 
St.. New York City. 


TO MANUFACTURERS WHO_ DESIRE 
LARGER volume from the South. Have _ been 
calling on wholesale and retail hardware trade for 
five years in following States: Virginia, North 
Carolina, South Carolina, Georgia, Florida and 
Alabama for the concern I now represent. Am 
Northern born, age 37, with seventeen years’ sell- 
ing experience, twelve of it in the South. Ex- 
perienced in opening new accounts and a hard 
worker. Will consider a full-time proposition on 
a line capable of producing a large volume. Would 
consider handling an additional line on commis- 
sion basis. Have always enjoyed large earnings 
and will only change for better connection. 
Change in policy of present company reason for 
desirjng change. f you have the line I want, 
I can satisfy you as to my ability, etc., with refer- 
ences from former and present employers. Ad- 
dress Box st care of Harpware AGE, 239 
W. 39th St.. N. Y. City. 
































37 Advertisers Used the «Classified Section’’ 





The Classified Opportunities Section of a recent issue of Hardware Age was used by 37 dif- 
ferent advertisers. 

Some wanted to buy a hardware store—others wanted to sell their hardware business; some 
wanted to secure sales representatives; others wanted sales accounts—and others sought vari- 
ous positions in the hardware trade, but all sought HARDWARE AGE and used its Classified 
Opportunities Section. 

Unquestionably their selection of Hardware Age was due to its wide circulation in the 
Hardware trade and its proven record to secure RESULTS for those who use its “Classified 


Section.” 
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HARDWARE AGE 
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(A Chilton Publication) 
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The Dash (—) Indicates that the Advertisement Does Net Appear in This Issue 








Keystone Steel & Wire Co.. 
Knapp-Monarch Co. 
Co. 


A 
A. & F. Products 
Ackerman-Steffan & Co. 


Mfg. Co 
De Laval Separator. Co., 


Aladdin Industries, 
Alaska ager Co., 
Libbey- Owens- Font _ Co.. 


E 
Disston & on Inc., a 
Lincoin Engineerin 


Dixon Crucible Co., Joseph.. 
Domes of Silence 
Dreadnaught — 


Co. 
Lockwood Hdwe. Mfg. Co. 


‘0 
Lufkin Rule Co., The 
Luther Grinder & Tool Co..... 
Lyon Metal Products, Inc. 





eccccccccccccesecccce Easy Washing Mach. we 
Eclipse Machine Co., i 


N. Y. 
— . Co., Prophets- 





1 
—— & McCambridge 


The 
MsCormiel Sales Co., The.. 
McKay Comeany _ 
McLaughlin a King. Co.. 


Marshalltown Trowel Co 
Martin-Senour Co., The 


Co., Inc 
American Steel & bess Co. 
Everedy Co., The 





— Baldwin Fabrics ¢ Co... 
Animal Trap Co. of America. . 
Anker- Hoh Mfg. Co. 


Co 
Archer, Daniels, Set Co.. 
Armstrong, Bray & 
Armstrong pose. Phe ‘tn. 


t, Heath Co., The.. Co. 
Master Metal Teatusta, Inc.. 


— Stove & Furnace Lining 
Fictcher, Torry Co, The...... 
Flexible Steel Lacing Co. 
Flint & Walling Mfg. Co 


Metal Sponge Sales Corp 





Midway Soe og Co. 


Fourco Glass Co 
~— aa Div. of Savage Arms 


Co 
Frick- Gallagher Mfg. Co., The. 
Frigidaire Div., General 


-- 
Automatic Products Co 
ates Mining & Mfg. Co.. 
Monark Silver King, 


Morse Twist Drill & “Machine Co. 
Moto-Mower Co., Th 17 


Barrett Company, 


| ear wr | e™. 

Bendix arin Products Co... 
. Co 

Bethlehem_ Steel _ Comeeny 


Gardiner tlie c a-tasacds - 
Murphy’s Sons Co., Robert.... 
Murray-Ohio Mfg. Co., 
Myers & Bros. Co., 

N 


Nashua Feckage. Sealing Co... 


Co. 
Cope ‘Electric Co., Bloomfield, 
General Electric Co., Bridgeport, 
Appliance and Mdse. 


Bissell Carpet ‘Sweeper Co.. 


A A a ea AIS ee ee PRR 


Cash Register Co., 
Enameling & Stamping 


General Electric oo» 


eRe eee ee ee eee eee eee 


ae Motors a Truck & 
. Co 
Pressure Cooker Co... 


New Haven Clock Co 
Nicholson File Co 
Norcross & Sons, C. 
Norge Div., Borg-Warner Cor- 


eee eee ee eee eee eee 


Gane Naval = Co. 


Briddell, — “Chas 
Bridgeport Hardware Mite. 


Ca EG EE 
Gilbert’ & Bennett Mfg. Co., The 
Glidden Company, The 

Globe American Corp 
Goldsmith Sons, — The P.. 
Goodell Company, The 
Goodyear nire bo 


eee cerns eeeeeeee 


orp., 
Briggs a's Stratton Corp. 


Buckeye Aluminum Co., The.. Northwestern Barb Wire Co... 
-y The c Norton Abrasives 

‘0. 
-R Co., Grancalt Chemtests Dept. of E. 
Calbar Paint > Varnish Co... I. Leatven de Nemours & Co., 


Rarborundans "Ca... : * The 


O’Brien Ping Co. 
Co. 
Greenfield Tap ‘& Die Corp.. 


Dp. 
Ohlen-Bishop Co., The 
Ostorn Mfg. Co.. 

P 


Patent Cereals Co., 


Carpenter Mfg. “Co., 
Central Commercial %, 
Chain Products Co., The 
Champion Hardware Co., The.. 

Cheney og Corp.,. Henry 


Grevaid Mfg. Co., The 
Gulf Refining Copeeny —- 


Hamilton Beach Co. 
Hamlin Metal Products 
a “ae Paint 


Perfection Stove Co. 
Chicago Rawhide Mfg. Co. Peters Cartridge Div. Reminy- 
Chicago Roller Skate Co 
Chicago Spring Hinge Co 
heel & Mfg. Co.... 
yas tg | > 


J. 
Clarke Sending Machine Co.... 
Clayton & Lambert Mfg. Co... 
Clemson Bros., Inc 
Cleveland Chain & Mfg. Co.. 
Cleveland Wire Spring Co., 


Hawkin Company, The 
Hazard Insulated Wire Works. 
Heller Brothers Co 


Cc 
Hess Co., Inc., Charles 
» eo 


| eo Inc., Frank A 
Horton Manufacturing Company Pittsburgh Steel Co 
Plumb, Inc., Fayette R 
Plymouth Cordage Co. 
Plymouth Rubber Co., Inc 
Porcelain Enamel Institute, Inc. 


g. Co 
Coburn Trolley Track Co 
Coleman Lamp & Stove Co., The — of Crane, The 
1 Hoyt & Worthen Tanning Corp. 


Hustler casein 
Imperial Bit & Sna 


Indiana Steel & Wire Co 
Ingersoll Steel & Disc Co, 
Ingersoll-Waterbury Co. 
International Harvester Co. 


Premax Sales Div. of Chisholm- 


Progressive "Mig. Ro” The.. 


eee eee ee ee ee eee eee eee 


Raybestos-Manhattan, Inc. (Ray- 


Copeland Refrigeration Corp... Reflector Hardware Corp 


Corbin Cabinet Lock Co 
Corbin Screw Corp., The 
ye og Sgetapeacenceses 
Cross & Co., Inc., W. W..... 


Jennings Mfg. Co., The Russell 
Johnsen Motor Co., Iron Horse Remington Arms 
Republic Steel Corp. 


Di 
Jones & fauatlia Steel Corp... 
. Co. 











K 
Keuffel & Esser Co 


Rovasiis Wits. Oeics nscccsess — 
Rhodes, Inc., M. H.........-- 178 
Rich Pump & Ladder Co., ines 167 
Richards-Wilcox Mfg. Co..... 60 
Ridge Tool Co., The......... 69 
Robertson, Arthur R.........- — 
Rochester Sash Balance Co., “ 
EE OAD ER ea 
pel Isinglass & Glue Co... 71 
Roosevelt Hotel ......++-++++ 58 
Roper rp., b Bicsccccsece -- 
Rubberset Co. ....---+-++-e+ 113 


Ruby Chemical Co........... — 
rd Birdsall & Ward Bolt 


& Nut 
Ryerson te is. Ine., Jos. T... 166 


Samson Cordage Works.. 
Samson United Corp.. 
Sand’s Level & Tool 1 Co.. 






Sandvik Saw & Tool Corp.. ‘oe 
Savage Arms Corp........+++ co San 
Saylor-Beall Mfg. Co ere 177 
Schaefer a. ite > Sea 183 
Schalk Chemical Co........-. -_- 
Schatz Mfg. ea Vi re 64 
Schollhorn Go. The Wm....... 131 
Schroeder & Tremayne, Inc.... 183 
poe on Hardware Co...,.-. — 
Sheffield Bronze Powder & 
s gg = > or ieeée 153 
helby Cle Co....scceceeses _ 
Sherman Mig. Ca., BH. Biccecee 156 
Sherwin-Williams Co. be Brie. —- 
Signal Elec. Mfg. Co.........- 154 
Simonds Saw & Steel Co....... - 
Simplex Mfg. Co........seeeee 133 
Skilaaw, Inc. ..cccccssccccece 169 
Smith, Inc., Landon P...... 147, 182 
Soss ~ * CP dsitveteecesascce —_ 
Stanco, Inc. (Flit)........... — 
Standard Tool Co...........+ 158 
Stanley Rule & Level Plant.... 53 
Stanley Works, Diveukuts sds — 
Star Heel Plate Co...........- 185 
Stearns & Co., E. C.......-se0. 147 
Sterling Paint & Varnish Co... 169 
Stevens Arms Co., J.........- — 
Stewart Mfg. Corp., F. W.. 181 
Swain, Inc., Desi ccdceese — 
Swift & Co. (Vigoro) os detest ech -- 
Taylor reat Companies.. 56 
Thermoid Rubber Co.......... 41 
Three-in-One Oil Co. (The A. S. 

Boyle. Co., Ine.) .cccesscecs 180 
Thompson & Son Co. The 

Blemry G. ccccccccccccecee oo 
Tobacco By-Products & Chemi- 

Cal Corp, TSC... cccccccceeve 175 
Townsend, B. W....ccccccccces 156 
Toy Manufacturers of the 

a Ry SSP terre — 
Trico Fuse Mfg. Co.........- _ 
Triplex Screw Co............- 175 
Tubular Rivet & Stud Co....... 18 
Tucker Duck & Rubber Co..... 129 
Turner Brass wees. , 156 
Ultra Mfg. Co... -.ccccccicce 182 
Uniflow. Mfg. Co..........6. -- 
Union Fork & Hoe Co., ‘i... = 
Union Hardware Co.......-++++ 34 
United Royalties Corp........ 159 

ee 


U.S. Steel Corp... 42-43, 103, 107 
Utica Drop Forge & Tool Corp. 148 


Vae-O-Grip Co. .ccceccccccece 181 

Valentine & Co.........sceeee 59 

Vaughan & Bushnell Mfg. Co. — 

Vaughan one, Mfg. Coy Inc. 129 
ne.. 


Victor Electric Products, - 153 
Vita-Var Corp. ..ccccccccccce 191 
Vichek Tool eat Ce 149 
Wall Rope Works............ 190 
Walworth Ce. .cccccccccssces —_ 
Warren Tool Corp.........e00+ 137 
Watson-Standard “-:. FOR. «cs Tee 
Wayne Lock Co........+.see- 123 
Wesix Electric Heater Co...... 142 
West Bend Aluminum Co...... — 
Western Cartridge Co......... 9 
Westfield Mfg. Co., The...... 57 
Westinghouse Electric & Mfg. 

Ta asrcarbessddqeusssenns’ 14-15 
White Mountain Freezer Co., 

Ss Sarr 181 
Wickwire Brothers ........... 151 
Wickwire Spencer Steel Co.. 21 

ilson & Co., Inc., C. oe 
Winchester Repeating Arms x = 
Witt Cornice Co............. 35 
Wood Shovel & he Geis caeoe - 
Woodruff & Sons, F. H........ 159 
Wooster Brush Co..........-- — 
Wright Steel & Ue Co, G. ¥. 171 
X-Ring Products ...........- — 
Yale & Towne uy Co., The.. 3 
Zenith Machine Co...........- — 


Zonite Sales Corp. (Larvex).. — 
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DOES THE HEATING JOB 


wiRFLO a! 


HEATER 
6 de alll = In the Airflo, Milcor adds circulation — plus radiation — to wood-burning 
heaters. This double service unit gives owners more heat and greater 


ve 


comfort — without additional fuel or cost. Louvers at the sides 
of the Airflo draw the cool air from the floor through a flue 
chamber next to the fire pot, and pass it out at the top of 

the heater in gushing columns of circulating hot air. 


Here is the heater that will put your sales away 
ahead this coming season, that will net you real 
profits from the low priced heater field. Get 
the jump on competition by ordering from 


your jobber now. 


PATENT APPLIED FOR 


~~ ne ee, eae 2 


[OCK JGINT ....america’s 


Patent No. 2,038,389 


FINEST LOCKING STOVE PIPE 


You can put Lock Joint together — and that’s easier to handle, easier to 
but you can’t pull it apart. Lock Joint assemble. Feature this pipe and its 
is a sensational stove pipe that's new advantages and increase your stove 
in principle, that’s positively air-tight. pipe business. Order from your jobber. 


MiILCOR, STEEL COMPANY 


MILWAUKEE, WISCONSIN CANTON, OHIC 
Chicago, IIl. Kansas City, Mo. La Crosse, Wis. 


APRIL 8, 1937 

















BOMMER 


are the best of each type obtainable by the 
merchant to insure a satisfied customer. 


TYPE 2100 TYPE 980 TYPE 900 TYPE 960 
BOMMER SPRING HINGE CO., Brooklyn, N: Y. 








& 





MOLDED RUBBER GOODS 
78.98? 


We stock a complete assortment of rubber 
tips and bumpers, and are equipped to mans- 
facture most anything for your special re 
jairements. Catalogue No. 50 on request 





ELASTIC TIP COMPANY 
370 Atlantic Ave.. 


Summ ¥ 


Boston. Mas 




















WALL ROPE 


106 YEARS OF 


Quality ana Service 


WALL ROPE WORKS, Inc. 
48 SOUTH STREET, NEW YORK, N.Y. 


BOSTON NORFOLK NEW ORLEANS ¢« CHICAGO 
PHILADELPHIA SAN FRANCISCO BALTIMORE 


2 
| | 
WKINNEY 


MANUFACTURING CO. PITTSBURAGH,PA. 


PREFERRED FROM COAST TO COAST, 
A PROFITABLE LINE FOR YOU 


DESIGNERS «/ MANUFACTURERS of BUILDERS HARDWARE 











BRUSH-NU COMPANY 


BALTIMORE MARYLAND 


“CONTROLLED 





Geasi™™ DOMES: of Si LENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


405 SET- 10S SET- 10° SET 7 SAVE FURNITURE 
S & FLOORS-CREATE QUIET 


Name ‘‘Domes of Silence’ 
on each genuine Glide. 











Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 








Ask your Jobber for Genuine Domes of Silence. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 











IRREGULARITY" 


A New Principle 
of 
File Construction 
Means Faster 
Filing 
Increased File 
Sales 


NICHOLSON FILE COMPANY 
Providence, R.1., U. $. A. 


wy 
¥: SA. PATENTS PENDING 


A FILE FOR EVERY PURPOSE 


‘ 





Increase dime Aales WATH THIS NEW ALL-METAL 
REVOLVING DISPLAY CABINET... . . is FREE! 


A With an order for only 72 window 
front packets of Moore Push-Pins, 
glass and aluminum heads, and push- 
less hangers, you can receive absolutely 
free, this new, attractive revolving dis- 
play cabinet . . . Dealers everywhere have 
told us that sales literally jumped the 
day they placed it on their counter. 
Start this very day to increase your 
dime sales...order from your jobber. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 
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VITA-VAR 


ond oi te ge oy 


PAINT 


MERCHANDISING 


— 
ist Tht 


indu5ln 
by fer 
50 years! 


—————_A—_———— 
VITA-VAR fole]- 11°)... Belen 
} Lo eed | 
| nT 
| so mt 
Pa ri Cue He A be 


Qualite eo 
















At last — a plan that lets 
you meet ANY and ALL 


/ competition AT A PROFIT 
..a plan that lets you sell 
HIGHEST QUALITY paints 
at 20% to 50% MORE 
PROFIT! Send for complete 
details today! 





pon for details NAME__———————<_$_$_€Tp?T A 


Send this coupon 
B-4 








IL” 
r/ 
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i WOOD SCREWS 
i 


7In all Head Styles, @ 3 
| Metals and Finishes. {I 


=k 


Large, complete stock 
of standard sizes. 


Se iehibiibivaly 


-HOLTITE- 


Reg. U.S. Patent Office 


Sold through Hardware Jobbers 


THREAD-FORMING 
SHEET METAL SCREWS 


Case Hardened —All Finishes 


\ 
' 
! 
: 
i 


cessed head. f 
Effects real savings 


SOCKET HEAD 
Wood Screws 


A special 
driver fits 
Square, re- 
driven in 


difficult positions 














Rolled and Cut Threads with Amer- 
ican Square Heads and Nuts. 
Assembled — in Packages. Unas- 
sembled — in Bulk. Large stock 
standard sizes. 


STOVE 


Large stock, prompt 2 
== delivery of regular 2 
== head styles — Flat, 2 
me Round, Oval, Stove. 


i 


HANGER BOLTS i 


an Plain or Fluted Centers 


Made to order in diameters of %”, 
5/16”, %”, in lengths up to 6 in- 
ches. Regularly supplied with 
Square Nuts. Hexagon and Wing 
Nuts can be furnished. 





|} CARRIAGE —" 
| — 


Rolled or Cut Threads with Amer- 
ican Standard Square Nuts. 
Assembled — in Packages. Unas- 
sembled — in Bulk. All types, 
sizes and metals. 





NUTS 


Large, com- 
plete stock 
carried tor SQUARE 
prompt deliv- 
ery. Furnished 
in all types 
and finishes. 


Accurately cut. 


Zi 


4 


All sizes. 


SINK BOLTS 


wD hin snenny UU UOUULU a 
Veh 1 
OOO 


Regularly made in steel, with flat j 
heads. Two square nuts with each 
bolt. Can be furnished in brass. 
Strong. Accurate. Complete Stock. { 





DRIVE SCREWS 


Furnished in Steel, Flat Head with 
milled or sawed slots. Brass on 
} | special order. Round and Oval 
Head can be furnished. Large 
stock of popular sizes. 


MACHINE 
SCREWS 


STEEL AND BRASS 
ALL FINISHES 

AUD, Prompt delivery from fi fet 4 

es : stock of = 

standard sizes. Spec = 

ials to order. ™ 


THUMB SCREWS 


Cold forged and roll | 
Renetnd | ) close limits. 
Tie Accur- 
} form, & strong. The par 


finish is plain steel,can be 
furnished in all finishes. 





preaUeAR RIVETS 


(Tt vv? 


Steel and Brass. Semi or Full Tubu- 
lar. All head styles and finishes. 
These rivets are uniformly true to 
gauge, with correct setting qualities. 


ESCUTCHEON PINS 


iy] 


Complete Stock 
in Steel and Brass 





i 
FINISHING WASHERS | | 


Se a h 


Steel and Brass Countersunk and 
Brass Flush Finishing Washers. 
Ebony, Bright Nickel and Gilt Fin- 
ishes carried in stock. 








CONTINENTAL SCREW CO 


New Bedford.Mass.. 


AF la Aslolel-1 4-9-1 alo Adgelia 6 Gls-Laclalolorer- 
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Sells itself because tl » BAKES PERFECTLY - 


CLEANS EASILY « BROWNS EVENLY - PREVENTS STICKING 


Tin Bake Ware with a Personality! — with new Eye-Appeal, Consumer Sales Appeal — here 
are features distinctly New to this important utility ware. Nesco Super-Bake takes Tinware 
out of “antiquity” into a new era of sales opportunity — with rich new possibilities in effective 
display and promotion . . . It is better quality — yes! — and more attractive in appearance, 
but the price is as low as ever — for real volume selling . . . Even more important is its 
greater utility, evident in Super-Bake’s ability td Bake Perfectly, Brown Evenly, Clean Easily, 
and Prevent Sticking — Nesco’s latest contribution to greater baking convenience. Write for 
prices and catalog information on New Modern Tinware Promotion plans with Super-Bake. 


NATIONAL ENAMELING AND STAMPING COMPANY 


Executive Offices: 449 N. TWELFTH STREET MILWAUKEE, WISCONSIN 
Factories and Branches: Milwaukee, Chicago, New York, Baltimore, Philadelphia, Granite City, Illinois, San Francisco, Dallas. 


Lad ® GA'VANIZED WARE @ TIN WARE @ 
@ KEROSENE RANGES AND HEATERS © | @ E.SCTRICAL APPLIANCES @ 
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R inaset 5 a century, eiler of iit’: rather than cost 

of production, has invariably determined R B & W prac- 
tice. As a result, EMPIRE Machine Bolts represent depend- 
able values of quality—built-in with every operation, carefully 
tested and checked. 

Among only a few of the outstanding features that result in 
extra values in EMPIRE Machine Bolts are: large purchasing 
power assures better raw materials; R B & W drawing mills 
rework raw stock to make certain proper preparation of mate- 
rial and obtain exact tolerances; extreme care is taken in 
upsetting heads to give continuity and perfect flow lines in 
stock; threads are sharp and clean with accurate lead and pitch 
governed through extra care in preparation of blanks and a. 
special threading operation; heat-treating improves grain and 
relieves all strain; and weatherproofing assures proper condi- 
tion when bolts are put to use. 

There is no substitute for such quality features in any prod- 
uct—the careful buyer appreciates them. It is for such reasons 
that the carrying of ample stocks of EMPIRE Machine Bolts 
in all sizes means quick sales and sure profits. 


RUSSELL, BURDSALL & WARD 
BOUT AND NOT Seer oes 


fan : 






































Dependability is only developed over a long period of years and is reflected 
through both manufacturer and product. Dependability of manufacturer means 
customer confidence . . . that source of supply will remain constant no matter 
what the price ur market conditions, that established policies of service and fair 
dealing will be rigidly followed. Dependability of product comes from constant 
maintenance of quality, progressiveness in design, reputation for engineering 
skill, precision of finished goods, care in inspection. Especially during period of 
extensive and hurried buying, where price may be of secondary importance, 
dependability of both manufacturer and product is of the utmost importance 
when considering sources of supply. 

Since 1845, almost a century, R B & W has stood for dependability—and no 
regular customer has ever had cause to loge confidence in the steady and con- 
sistent supply of EMPIRE Bolts, Nuts and Rivets. Small purchaser as well as 
large—manufacturer, jobber and retailer—all appreciate this asset. 

In addition to such policies of fair dealing, equitable prices, quality products, 
large stocks and good service—R B & W has for years also maintained an experi- 
enced and progressive Engineering Staff to help study, simplify and standardize 
bolting problems in every industry. 





BOLTS: Care “« M ax hime I “« how Stov b le vatow Mep Tap + Wire Wheel & Rim « Battery + U-fole 


Sem: biniwshed Automotive Replacement 
NUTS Cold Punched Sem Finvahed Hot Pressed Case Hardened Motted + Caath PINS: Clewis Hinge 
RIVETS: Seanderd « Tinners’ © Coopers Culvert SCREWS: Cap Machine * Manger WASHERS: Plate Horre 
MATERIALS Alloys Steele Nonw-ferrous Metals BOTY: Stowe « Beat + Ladder 
PLATED PARTY Cadeounm Jom Chromium Neuchel Met Gelvanieed Copper Tin 


SPECIAL UPSET AND PUNCHED PRODUCTS 


a ree my 


~—— #% ww egy eee ae es ree ee 





¢¢¢ PENNIES OR DOLLARS ss: 
Which are Your Can ? 










FAR OUTSELLS 
CHEAPER OPENERS 


Pays Up To 5 Times 
The Profit Per Sale 

















$1 .79% 


Formerly SPEEDO 


OF course, it’s necessary to carry can 
openers in every price range. There 
will always be price buyers. But—like A. W. Fair- 
child and Company, whose letter is reproduced in part above, 
scores of dealers now know that very little effort behind DAZEY 
De Luxe will give them dollars in profits on can opener sales DAZEY Junior — 
where they make pennies on cheaper devices. Not only does Pe. agen 9 te 
DAZEY De Luxe far outsell cheaper makes by a wide margin ‘preference to. cheaper 
but it also makes several times the profit per sale. The wisdom of , oy A, MC 
pushing DAZEY De Luxe in preference to any smaller unit of 
sale is, therefore, self-evident. 






AND EACH ONE SOLD HELPS TO 
SELL OTHER DAZEY DEVICES 






















DAZEY Senior 
Can Opener—$1.49* 
Effectively meets com- 
petition of openers 
poet. re es a 
uxe—a 





= ,- ~A 


are pointed out. 







And here's another excellent reason for putting real sales ef- 
Customers see the ou 


fort behind DAZEY De Luxe. A surprisingly ve of periority of thie julcer 
all you sell will, in turn, sell others of the DAZEY KITCHEN me SO 
AIDS listed on the right. The handy wall bracket in which all and reasonable price 


make ealee cosy 


are used is an ever present reminder of the other devices your 
customer saw when she bought her can opener. Stock the com- 


plete DAZEY line, therefore, and you will not only increase can DAZEY SMARPIT 

opener profits but will enjoy additional profits from the other beryl 

items. Consult your jobber for further facts or write direct. Reutehold saree 
ener petente 





enestruction a 


—— i. a : i {vil effSctoney. 





